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Top Cars 


Wew-car registrations for 11 
months, plus 25 states for Decem- 


1957 

Pos. 
1,363,841— 2 
1,409,504— 1 
571,375— 3 
348,265— 5 


Make 


Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Dodge 
Mercury 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Edsel 
Lincoln 
Imperial 
Met. 


af 


1—1,145,001 
947,906 
370,160 
282,660 
243,598 
209,999 
170,697 
128,449 
127,175 
112,766 
55,730 
45,581 
41,781 
35,678 
24,704 
13,791 
11,611 


99,506—12 
247,317— 8 
251,028— 7 
132,247— 9 
101,518—10 

99,584—11 

59,512—13 

22,765—16 

34,391—14 

31,360—15 

11,126—17 
Packard 5,057—18 
Misc. 182,087 

Total All Makes 

4,309,036 5,645,877 

Further details on Page 28. 
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ar Output Slows 
o Low for Year 


Saturday Work Cut; 
Strike Still Hurts 


By Martin L. Whitmyer 
Staff Writer 
‘UTHOUGH year-to-date output 
is running 61,000 units ahead 
the first six weeks of a year ago, 
assembly operations in the U.S. 
atly are moving at the slow- 
of the year—due chiefly 
the Pittsburgh Plate Glass Co. 
and cessation of Saturday 
at most auto plants. 
odel-run output also was ahead 
the same period a year ago as 
last Saturday, with 2,179,687 
nt-model cars produced, com- 
with 2,141,077 of 1958 models 
at the same time last year. 
Last week, with Chrysler Corp. 
again idied except for a three- 
day stint at its Chrysler-DeSoto 
plant in Detroit and five days at 
its Imperial plant in Detroit, car 


That compares with 119,678 car 
assemblies a week earlier, and 109,- 
028 during the week ended Feb, 8 
last year. 

> 

OPE for a rapid advance in car 
on-depends on how 

Corp. can get back 
action at its Los Angeles, 
and Newark 

Yel.) plants and its Plymouth and 

units in Detroit. 

The corporation turned out a 
total of 1,950 cars last week, 
compared with 1925 a week 
earlier, and is hopeful of getting 
® few more plants back into 
‘action this week. 

' In addition to the Chrysler, De- 
(Continued on Page 37, Col. 3) 
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Permissive Territory Security Bill 
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Editorial Direcfor 


HICAGO.—The NADA drive to 
open the way for territory se- 

curity will continud; dealers are 
arguing about distribution of the 
jnew U. S. small cars and not 
whether they will/be built; boot- 
legging is largely dead around the 
country; dealer {morale is high 
despite a rough year. 

These were sgme of the points 
)\gathered in c@nvention sessions 
| and hotel halls ds the NADA staged 
its 42nd annval convention last 
| week. 

Nearly all of the dealers exuded 

an air of cdnfidence. Most look 
| for a more stable year. Many 

point to prégress that has been 
. The price-labelling law has 
ractically Wiped out bootlegging. 
yimmicks /and deceptive adver- 
tising arejon the wane, 

In numbers, the dealer body is 
at a low 
the mortality corner was turned in 
1p58 and that the dealer organiza- 
tion will grow with the economy in 
| the next five years. 
| . * 

ILB letters indicate consider- 
able/ upset over territory se- 
cgrity, the delegates to the conven- 
| tipn took it calmly. NADA leaders 


> 








int, but it is felt that) 





emphasized that they were not pro- 


ing hew controls; their goal is 
| remave a control that exists by 


DETROIT, FEBRUARY 9, 1959 


NADA's New Chief— 
H. L. Galles jr. (Chevrolet-Cadillac-Olds- 


| mobile), right, Albuquerque, N. M., who 


become NADA president during the 
group's 42nd annual convention in Chi- 


| cago, accepts the president's govel from | 


Dean Choffin (Buick-Chevrolet-Opel), Boze- 
mon, Mont., the outgoing president. 


Dealers at NADA 


Reveal Increased 


Service Interest 


By Jack Weed 
Service Editor 
HICAGO.—Exhibitors and fac- 
tory service managers attend- 


t 
— 

he/U. S. Justice Department | ing the NADA show and manning 
contends that Congress intended in| the service consultation areas last 
the Sherman Anti-Trust Law to| week seemed agreed that dealers 


bay territory security as it existed| are showing a greater interest in| 
in| the/auto industry, Now NADA| improving their service depart-| 


simply will seek clarification from | ments than at any convention in 


Congréss as to its intent. 
If the barrier is removed by 


NADA Stories 


Adflitional coverage of NADA 
convention activities will be found 
on Pages 3, 4, 33, 35, 36 and 37. 


some plan of territory security, 
or not work out ome, as they 
see fit. 

Thus, don’t look for details of 
territory security plans. There are 
none and may never be. At any 
rate, dealers and factories will be 
able to take into account the shift- 
ing markets of America in the last 
decade, before instituting territory 
security, if they do so. 

* +. 

MAY here feel that the job to 

be done to get dealers behind 
removal of the barriers to territory 
security is one of education. They 
feel that some system of rewarding 
dealers for operating in the area 
they can serve is vital to strength- 

(Continued on Page 38, Col. 1) 


Inside Automotive News... 


& 
NADA board. Page 


cars. Page 6. 


Page 37. 


Sales gain of 30 percent seen for 1959. Page 2. 
Change urged in nominating procedure for 


3. 


AMC ready to compete with Big Three small 


More makers launch sales-incentive contests. 


| 
| 


the last five or six years. 

A check among the 145 exhibi- 
tors indicated that, while several 
felt they had talked to fewer 
dealers than at some of the pre- 
vious conventions, those they did 
talk to were much more inter- 
ested in finding out how they 
could improve both their service 
operation and their ability to 
make a larger profit in their 
service and parts departments. 
One exhibitor selling a service 
followup plan claimed he had the 
largest and most active “play” he 
has had at any NADA show. 

He said that once the dealers 
(Continued on Page 37, Col. 3) 
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Campaign for Legislation 
Awaits Members’ OK 


By Maynard M. Gordon 
News Editor 

HICAGO.—Provided the nation’s 

new-car dealers support its 
position in a nationwide poll now 
being conducted, the National Auto- 
mobile Dealers Assn. will have a 
permissive territory-security bill in 
the congressional 
April and push hard for its passage. 

Furthermore, unless opponents 
of security legislation win the 
association’s poll, NADA will re- 
sist any attempt to outlaw ter- 
ritory security either in Congress 
or the Federal courts. 
| That is primarily the NADA “ac- 
tion program” for 1959 as outlined 
| here last week to the association's 
| 42nd annual convention by Presi- 
dent Herbert L. Galles jr. (Chevro- 
let-Oldsmobile-Cadillac), Albuquer- 
;}que, and Acting Administrator 
James C. Moore. 

> 


> > 


HE dealer poll, recommended 
| both by Galles and his pred- 
ecessor, Dean Chaffin, was approved 
Thursday by directors after the 
|} convention closed. Zero weather re- 
|duced the attendance to 9,500, al- 
though last-minute cash registra- 
tions reached an alltime high. 

Moore told a press conference 
that NADA was considering 
“several good men” to sponsor 
enabling legislation on protected 
| territories. He said that poll re- 
sults should be tabulated four 
weeks after questionnaires go out. 


Acknowledging vast confusion 
among dealers as to the aims of 
| NADA in promoting the return of 
| territory security, Galles voiced the 
|}hope that the auto manufacturers 
would attempt to dispel fears that 
business-crippling fences would be 
|resurrected around smaller dealers 
who need volume to survive. 
| “I can’t emphasize strongly 
enough that all we want is permis- 
|} sion to put in security,” he told 
Automotive News. “The factories 
|must do their part to calm down 


hopper before | 


and reassure dealers who may have 
good reason to be concerned.” 


| > > > 


ALLES said he planned to visit 
the factory offices in Detroit 
shortly, although he will not attend 
the annual meeting of the national 
General Motors Dealer Council this 
week. 

A member of that council re- 
vealed that GM President John 
F. Gordon will be asked squarely 
to state a clear-cut position on 

| what territory security might or 
might not entail. 

He said GM was studying both 
that problem and a plan to improve 

(Continued on Page 33, Coil, 1) 


NADA Directors 


OK Simplified 


Questionnaire 


HICAGO—Meeting Thursday 
after the NADA convention, 
directors voted to poll members 
with a simplified questionnaire on 
whether they favored legislation 
which would permit factories to re- 
establish territory security. 

There were three points to the 
action: 

1. To have an immediate poll on 
permissive legislation. 

2. To hire an unbiased profession- 
al survey agency to conduct the poll. 

3. To empower the National Af- 
fairs Committee to act in con- 
junction with the Operating Com- 
mittee as soon as the results are 
in. 

It was decided that the commit- 
tees could act on a simple major- 
ity. 

On urging of some directors that 
the questionnaire be as simple as 
possible, it was decided to elimi- 
nate questions on the number of 
cars dealers sold and any details 
of what might be involved in a 
territory security plan. 

Details will be worked out by 
factories and dealer councils if 
legislation: is passed. 





U.S. Orders GM to Yield Records 


Pas Justice Department last 

week subpenaed a “tremendous 
amount” of information and records 
from General Motors. The move 
lent substance to reports that the 
Government is considering anti- 
trust action to split up the auto- 
motive firm. 

It is reported that a Federal 
grand jury in New York will sift 
the GM situation. 

The target of any splitoff move 
could be General Motors Accept- 
ance Corp., GM’s financing affiliate, 
and perhaps one or more of the car 
divisions. 

as * > 
Caen probably would be 

@ prime prospect. The division 
built 29.6 percent of the industry’s 
assenger-car total last year. By 
comparison, Motor Co.’s four 
car lines accgunted for 28.7 percent. 


GM’s share of 1958 production was | concentration.” Some observers in- 


51.1 percent. 


Frederic G. Donner, GM chair- 
man and chief executive officer, 
confirmed the issuance of the sub- 
pena. 

“General Motors has been 
served with a subpena by the 
Justice Department,” he said, 
“calling for a tremendous amount 
of information, records and re- 
ports going back to 1946 and, in 
some cases, to 1929. 

“We have not had an opportunity 
to examine the subpena in detail. 
In any event, it would not be appro- 
priate for me to comment further 
on this matter while in the ‘investi- 
gative stage.” 

+ * * 
KX ITS investigation, the Justice 

Department likely will measure 
GM by the yardstick of “undue 


|terpret this to mean, “Is bigness, 


itself, illegal?” 

Steel and autos came up last 
week in Washington when Victor 
R. Hansen, assistant attorney 
general and head of the antitrust 
division, appeared before the 

(Continued on Page 36, Col, 1) 
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Two Bills Would Block 


Financing by Factories 
By William Uliman 
Washington Bureau Chief 
ASHINGTON.— The two most 
persistent Senate critics of big- 
ness in the auto industry have 
introduced bills aimed at prevent- 
ing car makers from financing the 
sale of their products. 
Both actions follewed an-.- 
nouncement by Ford Moter Co. 
(Continued on Page 6, Col. 5)- 
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rted in Many Areas... 


America’s Economy 
Growing Firmer 


FIRM tone in the nation’s 

economy can be seen in reports 
from the Federal Reserve Board 
and the individual Federal Reserve 
banks with many areas reporting 
solid improvement. 

Bank-debits reports show that 
business volume in all 12 districts 
in December ran ahead of the 
like month of 1957. In addition, 
the debit total for all districts for 
the last quarter of 1958 ran ahead 
of the comparable total for 1957. 

Debits, which measure the 
amount of money changing hands 
by check, are considered a measure 
of overall business activity. 

Monthly reviews from individual 
Federal Reserve banks have offered 
the following comments on business 
conditions on the regional level. 


New England 


Boston FRB said industrial 
activity is on the upbeat in New 
England. 

The district's manufacturing 
index in the most recent month 
reported was 2 percent above the 
previous month and even with 
the level of the like month a 
year earlier. 

Output in primary metals, textile 
and shoe and leather plants showed 
gains both over the previous month 
and year-earlier month, Other in- 
dicators which are running ahead 
of year-earlier totals include de- 


Chevrolet Wins 
58 Titles in 2 
NASCAR Classes 


DAYTONA BEACH, Fla—Chev- 
rolet paced the field in two NAS- 
CAR championship divisions in 
1958, winning the Grand National 
Competition with 23 firsts and the 
Convertible division with 13 vic- 
tories. 


Ford led the Short Track division 
with 12 wins, topping Chevrolet 
which had seven firsts. Ford was 
second in both the Grand National 
(16 firsts) and Convertible division 
(six wins). 


Following Chevrolet and Ford in 
the Grand National competition 
were Oldsmobile (seven firsts), Pon- 
tiac (three firsts), Mercury and 
Plymouth. 

In the Convertible division, Olds- 
mobile was third with two firsts, 
followed by Mercury, Plymouth and 
Dodge. 

Oldsmobile also was third in the 
Short Track division with three 
firsts. Mercury was fourth; Pontiac 
was fifth, and Plymouth was sixth. 


partment store sales, construction 
contracts and electric production. 


New York 


HE FRB of New York turned 

its attention to the growth of 
installment credit in Europe in 
general and in Great Britain in 
particular in the bank’s most re- 
cent monthly review. 


The growing financial strength 
of the European countries has 
cleared the way for a relaxation 
of controls on credit and it ap- 
pears that banks are jumping 
into consumer credit with both 
feet. 


Credit is handled in much the 
same fashion as it is in the U. S. 
with some European modifications. 
Example: At some Norwegian and 
Swedish banks, the borrower is re- 
quired to save a specified downpay- 
ment before he can borrow the 
amount needed to make his pur- 
chase. 

Faced with a lack of consumer 
credit, Europeans have often had 
to forego the purchase of major 
items such as autos. As credit be- 
came more generally available, car 
sales started upward. 

Philadelphia 
Bort industrial output and coal 
production continue to trail 
year-earlier totals in the Philadel- 
phia area while construction con- 
tracts show a year-to-year increase. 

While factory employment and 
payrolls are behind the year- 
earlier figures, department-store 
sales turned up toward the end 
of 1958 to pull even with the 1957 
total. 

Just about all figures on financial 
activity in the district show year- 
to-year gains, including deposits, 
loans and investments. 


Richmond 


Richmond FRB turned its 
attention to contract farming in 
its most recent bulletin. 

One of the most common types of 
contract farming is popular in the 
district’s poultry-raising areas. 

Under this arrangement, a farmer 
agrees to raise poultry and sell it 
for a predetermined price, The 
poultry is bought by the other party 
to the contract, often a grocery 
chain which as part of the deal 

supplied the young birds which the 
farmer raised. 

The bank found that a number 
of factors encourage the develop- 
ment of contract farming: Food 
suppliers obtain a dependable 
source of supply for produce of 
uniform quality at preset prices. 
Growing specialization in agricul- 
ture is leading to special forms 
of marketing. 


Farmers are no longer at the 
(Continued on Page 6, Col. 1) 


Business Barometer 


Automotive News Economic Index — 


98.6 Percent of 


Last Week 


110.5 Percent of Like Week Last Year 


Auto Registrations—'58 cumulative 

Truck Registrations—'58 cumulative 

Steel Production—tons 

Lumber Production—Board feet... 
Production—Tons.... 


$54,339,015,000 
Commercial and Industrial Loans $29,819,000,000 
a ea ee Na aid $28,321,000,000 


Feb.4 Jan. 28 
37% 
51% 
54%, 
48%, 


‘58-'59 Range 
43%- 8 
594-44 
56%,-37% 
52 -33% 

(Feb. 


Percent of 

Percent of Like Week 

Last Week Last Year 
94.4 114.7 
101.9 136.5 
76.3 
82.8 
149.3 


119,678 
24,940 
4,309 036 
675 A401 
2,178,000 
233,137,000 
293,826 
8,015,000 
53,354,000 
13,151,000,000 
326,083 

105 

408.4 


105.9 
101.1 
100.4 
96.6 
98.6 
98.2 
95.9 
90.5 
98.8 


99.2 
10u.1 
96.1 
108.8 


$1,096 
322 


Common 
Stocks Feb. 4 Jan. 28 
39% 
32% 
14% 


70% 


‘58-'59 Range 
44 -27 
364%4-21% 
16 - 2% 
78 -40'% 





Pontiac's Dealer Council Meets— 


Pontiac's 1959 National Dealer Council is pictured as it opened its two-day meeting at Pontiac. Seated clockwise around the 
conference table are, from left, J. C. Jamieson, in charge of Pontiac dealer relations; C. W. Holmes, Shreveport, la.; J. & 
Stephen, Daytona Beach, Fia.; H. M. Davis, Fort Wayne, Ind.; Newton B. Parker, Cortland, N. Y.; E. A. Neubeck, Irvington, 
N. J.; Hugo L. Separini, Newton Centre, Mass.; S. E. Knudsen, Pontiac general manager; Frank V. Bridge, Pontiac general sales 
manager; Harry N. Seltzer, Chicago; John Stathas, Green Bay, Wis.; John Hine, Dallas; J. M. O'Mara, Hutchinson, Kans; 
R. J. Cutri, South Gate, Calif., and A. E. England, Hollywood, Calif. 





GMAC Boosts Floor-Plan Rate 


DETROIT.—General Motors Ac- 
ceptance Corp. last week raised the 
interest rate on floor-plan financing 
but there was no immediate indica- 
tion that other major finance com- 
panies were planning a similar 
move. 

The GMAC rate for money ad- 


4th Quarter Pulls 
Ford Motor Co. 
Into Black Ink 


DEARBORN.—Ford Motor Co.’s 
sales in 1958 were $4,130,300,000, or 
28 percent less than 1957 sales of 
$5,771,300,000, President Henry Ford 
II announced. 

The company’s net income in 
1958 was $95,700,000, compared 
with $282,300,000 in 1957. 

In the final quarter of 1958, the 
company’s sales and earnings 
reached the highest levels of the 
year. In the fourth quarter sales 
were $1,447,400,000 and earnings 
were $111,900,000. Equal to $2.05 
per share. 


These sales and earnings were 
the highest for any fourth quarter 
in the company’s history except for 
the fourth quarter of 1955, when 
sales were $1,551,400,000 and earn- 
ings were $124,800,000. 

Net sales in the fourth quarter 
of 1957 amounted to $1,352,100,000 
and earnings were $53,300,000. 

It was the fourth quarter profit 
which put Ford in the black for 
1958. The company showed a loss 
of $25.3 million at the end of the 
first nine months of the year. 


Factory sales of the company’s 
cars and trucks during 1958 totalled 
1,466,802 units, compared with 2,- 
224,205 units in 1957. 

The company’s capital expendi- 
tures for expansion, modernization 
and replacement of facilities (ex- 
cluding special tools) were $89,000,- 
000, compared with $328,700,000 in 
1957. 

Cash and marketable securities 
on Dec. 31, 1958, amounted to 
$451,600,000, an increase of $1386,- 
500,000 during the year. Net work- 
ing capital increased $135,400,000 
during the year to $570,500,000 on 
Dec. 31, 1958. 

Detailed figures on the company’s 
1958 operations will be published in 
the annual report, which will be 
distributed about the middle of 
March, 


°58 Income Up 21 Pet. 


For Ford of Canada 


TORONTO.—Rhys M. Sale, presi- 
dent, Ford Motor Co. of Canada, 
Ltd., said consolidated income after 
taxes of the company and its wholly 
owned Canadian and overseas sub- 
sidiaries was 21.5 percent higher in 
1958 than in 1957. 

Consolidated net income after 
taxes amounted to $21,062,315, com- 
pared with $17,332,654 for 1957, Sale 
said. Consolidated sales were $463 
million, compared with $491 million 
in 1957. 

The 1958 annual report is the first 
showing the accounts of Ford of 
Canada and its wholly owned over- 
seas subsidiaries on a consolidated 
basis. The overseas units are in 
South Africa, Australia, Malaya and 
New Zealand. 


vanced to dealers to carry cars 
in stock went up from 4 to 4% 
percent. The boost brought the 
GMAC rate in line with that 
charged by other major finance 
companies, 

GMAC gave no reason for the 
boost. The company has usually 
offered its dealers floor-plan money 
at a rate one-half to a full percent- 
age point below that charged by 
other finance companies. 

Finance companies use short- 
term borrowing such as commercial 
paper transactions to obtain funds 
for floor-plan financing. Interest 
rates on short-term borrowing have 
been on the upswing since the re- 
cession began to ease. 

GMAC’s move came as the com- 
pany and Ford Motor Co.'s plan for 
a financing unit were drawing in- 
creased attention in Congress and 
in the press. At least two senators 
have proposed legislation that 
would bar manufacturers from hav- 
ing a finance unit such as the GM- 
GMAC steup. 

The lower floor-plan rate is one 
of the objections levelled against 

GMAC by those who feel that 
financing subsidiaries should be 
barred. 

GMAC began charging 5% per- 
cent for floor-plan funds at the 
beginning of the 1958 model run. 

The rate was cut to 5 percent in 
January of last year, to 4% percent 
in February and to 4 percent in 
May as the cost of short-term bor- 
rowing went down in the recession. 

Commercial Credit and Universal 
CIT were charging 6 percent at the 
beginning of the 1958 model run. 

Both then boosted their sur- 
charge but withdrew the increase 

in a few days. (The surcharge is 





a flat fee charged on each floor- 
plan transaction.) 

CIT and CCC cut their interest § 
rates to 5% percent in January of 
1958 and to 4% percent in April. 
Both said they had no plans for an 
increase at this time. 

Associates which has no national 
wholesale rate said: “We are study- 
ing the situation closely and 
changes in the wholesale rate, if 
any, must take into account all 
local, regional and general competi- 
tive conditions currently existing.” 


Wagons, Galaxies 
Top °59 Sellers, 
Ford Reports 


DEARBORN. — Station wagons 
and the new Galaxie series are the 
hottest models in the Ford divi- 
sion’s 1959 line, according to J. O. 
Wright, division general manager. ~ 

Wagons have accounted for more | 
than 20 percent of total production 
and the Galaxie for about 35 per- 
cent of current daily sales, Wright 
reported. 

He said wagons grew in popu- 
larity last year despite the sales 
slump, capturing 13 percent of total 
sales, compared with 12 percent in 
1957 and 2 percent in 1950. 

Ford division continued to domi- 
nate the wagon market in 1958, 
Wright added, outselling its nearest 
competitor by approximately 20,000 
wagons and obtaining 31 percent of 
the wagon market, Nearly 20 per- 
cent of all Fords sold last year 
were wagons, he added. 

Cars equipped with the Mileage- 
Maker Six engine accounted for 28 
percent of 1958 Ford sales, Wright 
said. 


CIT Finds Optimism for °59 
In Poll of Dealers at NADA 


CHICAGO—The nation’s auto 
dealers expect sharply increased 
sales in 1959, with more than half 
of those polled predicting at least 
5.5 million new-car sales and 18 
percent looking for at least six 
million, according to a survey con- 
ducted by Universal CIT Credit 
Corp. Sales last year totalled about 
4.6 million. 


Universal CIT questioned more 
than 600 of its dealers attending 
the NADA convention here, The 
dealers represented all makes of 
U. S. cars. 


The most frequently expressed 
reasons for optimism, the survey 
showed, were the general business 
upturn, the appeal of the new 
models and the replacement of cars 
sold during the “auto boom” year 
of 1955 as owners pay off install- 
ments and return to the market. 

Many dealers said sales also will 
be spurred by the growing trend 
to multiple-car ownership, the in- 
creasing number of teen-age driv- 
ers and the fact that the 1958 slump 
created a “backlog” of demand for 
new models. 

The survey also showed most 
dealers expect more and more car 
buyers to use installment credit 
for their purchases. More than 70 
percent look for greatly increased 





use of credit, about 13 percent 
thought it would show only slight 
change and fewer than 17 percent 
expected less use of time buying.» 

Universal CIT said more thas 
two-thirds of all car purchases now 
involve the use of credit. ' 

A Missouri dealer gave the CIT 
interviewer three reasons for pre 
dicting his sales will be higher this 
year: “Increased sales pressure, in- 
creased sales pressure, increased 
sales pressure.” 

A South Carolina retailer as- 
serted: “Due to the period we 
have just experienced, dealers 
have become better organized to 
merchandise their products.” 

On credit buying, an Illinois 
dealer said: “People do not want 
to part with their savings, so they 
buy out of current income.” 

Added a Washington dealer: 
“Neither the thrifty nor the 
wealthy consider it embarrassing 
to finance today. It is accepted 
just as financing a home is ac- 
cepted.” 

Commenting on multiple-car fam- 
ilies, a New Yorker said: “Many 
families have decided that the value 
of their old car as a tradein is out- 
weighed by its value to them as 4 
second car.” 
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Dealer Forum 


by Robert M. Finlay 





OU get a lot of divergent views 

on imported cars. Some think 
the imports have had their big | 

, and will be on the downtrend 
from here out. 

But as a topic of interest, it mq 
obvious that imports still rank 
high. One of the best attended ses- 
sions at the NADA convention in| 
Chicago last week was the import | 
clinic. Nearly 2,000 dealers packed | 
the grand ballroom at the Conrad 
Hilton. And NADA leaders had to 
pry the panel members loose from 
inquiring dealers (they were com- 
mitted to an appearance elsewhere) 
some 15 minutes after the meeting 
ended. 

Dealers were invited to ask 
questions. They asked so many 
that most were still left when 
the session ended. 

What's the magic of the imports 
to the dealers? 

Profits, mostly, it would appear. 
This is no gravy train. Both Paul 
Lauritzen, Richmond, Va., and Jim 
Downing, of Atlanta, who are ex- 
clusive import dealers, emphasized 
that. 


* > 
Doesn’t Look Big 
OWNING put it this way: “You | 
can’t give away too much of 


Improvement Seen 
. . 
In Auto-Retailing | 
7 
9 
Employment in 759 

MILWAUKEE. — Employment in 
the automotive retailing field should | 
improve as the year moves along, | 
according to a survey conducted by | 
Manpower, Inc., a firm which pro- 
vides temporary employes. 

The company said that for the 
first quarter of 1959, the survey re- 
turns showed that 64 percent of 
those responding expect employ- 
ment to remain at year-end levels. 

Another 26 percent look for an 
increase, while only 3 percent an- 
ticipate a decline. 

For the entire year, Manpower 
said, 40 percent expect auto-retail 
employment to hold at late-1958 


levels and 36 percent expect an in- 
crease. 


Dealers Organize 


In 6 Texas Cities 


FREDERICKSBURG, Tex.—New- 
car dealers in six cities in the “hill 
country” of Central Texas have 
formed the Hill Country Automo- 
bile Dealers Assn. 

Officers include Charles Johnson, 
Peterson’s Garage, Kerrville, pres- 
ident; Carl Hein, Hein Chevrolet- 
Pontiac, Fredericksburg, vice-pres- 
ident, and Tom Houston, T. G. 





Houston Motor Co., Liano, secre- 
tary-treasurer. 

Johnson said dealers in other 
cities in the area also may be in- 
vited to join the association. Other 
cities in the group include Junction, 
Mason and Bandera. 
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your discount, There isn’t too much 
there.” 

Important points for dealers to 
watch: 

Imports are going through a 
shakedown period. Not all of the 
imports have staying possibilities. 
Talk to dealers in the business 
before taking the plunge. 

Imports still represent an area 
of opportunity in some sections of 
the country. 
plenty of dealers.) But there will 
be greater competition as well as 
opportunity. 


+ © 


Problems for NADA | 


nox an organizational stand-| 


point, there is much to be done, | 


j}and NADA is moving in on this. | 
| The 


industry relations committee 
has been expanded to make room 
for Downing, representing the im- 
port dealers, NADA will seek to| 
improve industry relations, as well 
as get up better selling agreements. 

Since the cars must come by 
ship from overseas, the supply 
situation is sporadic. 

The dealers made it clear that 
there were obstacles to overcome. 
They don’t get to see millions of 
people who worry about service, 
stick shifting, safety and other 
things. 

Once they get a crack at the 
customer, however, they can over- 
come this objection, they say. 

Service? Their story is that these 
cars are so finely built they don’t 
require much service. 

No automatic transmissions? Boy, | 
you'd be surprised how much fun| 
it is to stick-shift these cars, they | 
tell the customers. 

Safety? These cars are really| 
built. Unitized construction, Body | 


|isn’t held on to the frame with a| 
|few 10-cent nuts and bolts. You 


know how the story goes. 
> > = 


It Takes Time 


AURITZEN made it clear that 
it does take time to sell some- 
one not filled in on the import cars. 
He figures it is a two to three- 
week cycle. Prospect drops in. 
Looks over the cars. Afraid to get 
too close. Dealer has to take him 


by the hand gently. All low pres-| 
sure, Educational. Answers the ob- | 


jections. Prospect goes. Drops in a 
few days later. Gradually he is sold 
on the advantages, reassured on 
the objections. Finally, after a 
couple of weeks, he is led up to 
the dotted line. 

What about competition from 
the Big Three smaller cars? Here 
dealers ask some questions, too. 
Can the domestic makers hit the 
$1,700 to $1,900 price class which 
holds the key to volume import 
sales? 

(Dealers hear U. S. smaller cars 
will be around $2,000.) 

Will U. S. cars compete in size? 
Dealers look for them to be more 
in the compact car size. 

Can the U. S. makers match the 
quality of imports? The dealers 
ask: If U. S. makers can’t match 
import quality with the big cars 
they have been building for years, 
how are they going to match on 
cars with which they are not 
familiar? 

These, you understand, are the 
pros and cons as they came up in 


dealer discussions of the prospects. 
7 + a 


How About Repeat Sales? 


MPORT dealers find it difficult 
to sell repeat customers? Sure, 

they say. That’s because there is 
no planned obsolesence, Owners fall 
in love with their cars. They are 
less inclined to trade. 

Used cars are a big factor in the 
sale of new domestic cars. There 
doesn’t seem to be much of a 
used-car market for imports. How 
can imports take 12% percent of 
the U. S. market (as predicted by 
Downing) without a used-car mar- 
ket? 

This was one for the future, al- 
though Downing asserted that 
while not enough owners are trad- 
ing to have a good used-car supply, 
the demand for used imports is 
terrific. 
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Managers Study NADA Board Nominations .. . 


Voting Change 


By Robert M, Finlay |in a state, They are urged to write 
Editorial Director |in their choices, Usually hundreds 
CHICAGO. — Reappraisal of the/of names are written in, with most 
method of selecting NADA direc-| getting a few votes. These are tab- 
tors was suggested here last week | ulated and then the two with the 
at the winter meeting of the Auto- ¢ wetes (ther mm tenn wlan Ost 
motive Trade Assn. Managers held | St votes ‘they od e - 0 
in connection with the NADA con- | 10) are placed on the ballot, Ford 


vention, 
By resolution at the suggestion 
of Dean Chaffin, retiring NADA 


dealers tend to name Ford dealers, 


Chevrolet dealers name Chevrolet | 


dealers and so on. 


president, ATAM urged the new An improved method has 
NADA directors to take up the 
subject. |that state nominating committees 


The present method is to send| be named to explore the qualifica- 








(Some areas have} 


open ballots to all NADA members | tions and willingness to serve of 





PANDA Eyes More Sales— 


Sixteen new-cor and truck dealers in Pomona, Colif., have formed the Pomona 
Allied New Car Dealers Assn. for the express purpose of creating more business for 
themselves and stimuloting interest in the Pomona Valley in general. Dave Perry, 
PANDA president, says the association is going to spend approximately $20,000 in 
newspaper, radio and television advertising in the next six months. Viewing a 
banner representing PANDA are, from left, Lee Wissler, Perry, Matt Stehle and 
W. R. Shadoff. 





Dealer Assn. Backs Bill .. . 





Minn. Title Law Proposed 


long | 
been needed, It has been suggested | 


ST. PAUL.—With the introduc- 
tion of a title bill backed by the 
Minnesota Automobile Dealers 
Assn., Minnesota took a step to- 
ward joining the 38 states which 
now have a title law. The MADA 
measure was authored and intro- 
duced in Minnesota's House of Rep- 
resentatives by Rep. Roger Noreen, 
Duluth. 

The bill, favored by 83 percent 

of the dealers answering the 

MADA’s legislative questionnaire, 

was referred to the House Judi- 

| eiary Committee. Features of the 
bill include: 

1, Central filing of liens in the 
Motor Vehicle Department, which 
means there would be only one 
| place to check about a title. Such 
a check, however, should be a rare 
|occurrence since the bill calls for 
| a severe penalty for tampering with 
|or illegal use of a title certificate. 

2. The title certificate would stay 
with the owner, thereby giving 
dealers more freedom to trade cars 
with customers promptly, or sell 
extra equipment—for example, a set 
of tires for a car already mort- 
gaged. 

3. Fees as presently written in 
the bill are: 

For filing an application for an 
original certificate of title, $1; for 
each security interest noted upon 
an original certificate of title, 50 
cents; for the transfer of the in- 
terest of an owner and the issu- 


Galles to Address 
Dealers in S. C. 


COLUMBIA, S. C.—The South 
Carolina Automobile Dealers Assn. 
will be host to members of the 
South Carolina General Assembly 
and NADA President H, L. Galles 
jr. at its mid winter meeting here 
Feb. 18. 

The lawmakers will be enter- 
tained at a luncheon meeting and 
will hear an address by Galles. The 
SCADA will consider its legislative 
program for 1959 during a morning 
session. 

Another speaker will be Walter 
B. Cooper, Fort Collins, Colo., chair- 
man of NADA’s advertising and 
ethics committee. 


ance of a new certificate of title, 
$1. 

For each security interest noted 
upon a certificate of title, 50 
cents; for each assignment of a 
security interest, 50 cents; for 
each release of a security inter- 
est, 50 cents; for issuing a dupli- 
cate certificate of title, $5, 

The bill would eliminate the pres- 
ent $1 transfer fee. The bill is pur- 
posely drawn so that the compli- 
cated changeover can be made 
gradually, step by step. 


Cheek Heads Up 
Nashville Assn. 


NASHVILLE, Tenn.—(UTPS)—J. 
|D. Pickslay Cheek, owner of Cum- 
|berland Motor Co. (Dodge), was 
|}named president of the Nashville 
| Automobile Trades Assn. for 1959. 
He succeeds James H. Reed III 
(Chevrolet). 

Eugene L. Frazer (Chrysler) was 
elected treasurer. Directors elected 
were: Ralph L. Nichols (Cadillac- 
Oldsmobile), R. L. Parnell (Plym- 
| outh), E. B. Boyte (Ford), W. Hay- 
nie Gourley (Chevrolet) and Rob- 
ert E. McAdams (Ford). 








secret. 


dealer group... 





Wemhoft 


duced ... Al 


On the House. . 


Used-car dealer Joe Coutu 
chairman of the Connecticut general assembly's 
transportation committee . 
bill, backed by Texas dealers, has been intro- 


Urged 


outstanding state dealers, The 
ATAM resolution, however, did not 
set forth the specifics but merely 
brought the problem to the atten- 
tion of the NADA board. 

NADA leaders appeared on the 
ATAM program, filling in the man- 
agers on problems and thinking of 
NADA. 

Chaffin reported that he has 
again asked directors to approve 
the addition to NADA’s legal 
staff of a tax expert and a labor 
expert, NADA also is considering 
planning the format for an or- 
ganization on a state basis of key 
dealership personnel, despite the 
failure of the YAM and the YEX 
programs. 

The organization also is weighing 
the possibility of publishing an 
annual report designed to build the 
| Stature of dealers. It was empha- 
|sized that this would not be a 
| detailed financial report. 
| Hanford Crockard, chairman of 
|the Industry Relations Committee, 
|said his committee would ask the 
new directors to ballot all dealers 
on the subject of territory security. 

This committee also is working 
on a program for import dealers, 
including a written selling agree- 
ment, elected dealer councils, ap- 
pointment of dealer relations vice- 
presidents by the import makers, 
| and promotion of a quality dealer 
program. 

Thomas F. Abbott, jr., chairman 

| of the National Affairs Commit- 
| tee, asserted that there are as 
| many opinions on territory secur- 
| ity as ants at a picnic, and added 
| his opinion that a poll should be 
| conducted, He said he has heard 





that Chrysler has polled its deal- 
ers and that other makers may 
do so. 


Roy B. Wilson, Los Angeles, 
| chairman of the Membership Com- 
|mittee, said that the membership 
| decline started three years ago and 
reached alarming proportions in 
the fall of 1957, at that time run- 
ning about 400 a month. 

The tide was stopped in May, 
1958, with NADA holding its own 
since then, although the gross loss 
for the year was about 1,900, occur- 
ring entirely in the first 120 days. 

Charles Freed, former president 
and now chairman of the Inter- 
Industry Highway Safety Commit- 
tee, urged that managers back a 
program to put new vigor into the 
safety effort. 

Warren King, promotion man- 
ager of Life magazine, said that 
Life would seek to put on brain- 
storming sessions at 23 to 25 state 
dealer conventions this year, han- 
dling two questions at each conven- 
tion. King said that Life expected 
to handle some 50 questions and 
come up with 400 good answers, 
provided by dealers themselves. Life 
would put these in book form for 
the dealers. 

James Moore, acting NADA 
executive vice-president, playing 
on the calls for polls (on terri- 
tory security), suggested that 

(Continued on Page 37, Col. 1) 


Mobilgas’ annual Economy Run apparently will 
be held Apr. 7-12 but its destination is still a top 
Auto Editor Slim Barnard says the run 
won’t end in Galveston or Indianapolis, but will ter- 
minate east of Rockies, possibly Detroit . . . Motor 
vehicles taxes account for 34.9 percent of Michi- 
gan’s total revenue, according to the Michigan 


has been named 
. . A Sunday-closing 
Schlesinger, San Francisco Ford 


dealer, has been elected a trustee of the National Jewish Hospital 
in Denver ... Chevrolet dealer Frank Streator headed Salt Lake 
City’s recent successful airport bond campaign . . . 


Do you have an accessory display in your showroom and service 


department, with a price tag on 
says it’ll make a lot of sales... 


each item? Brooklyn association 
Milwaukee dealers voted 118 to 19 


in favor of closing two nights per week . . . I'll see you again after 


a couple weeks of vacation. 





—Perre Wemuorr, Editor, 
Automotive News 
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‘If Dealer Is Cost-Conscious’ .. . 


AUTOMOTIVE NEWS, FEBRUARY 9, 1959 


Leasing Profitable, NADA Told 


CHICAGO. — A cost-conscious | the leasing venture’s profit coming| thoroughly understand before un- 


small-town dealer can make a prof- 
itable sideline of leasing. 

That was the personal-experi- 
ence message given the NADA 
convention last week by Carl E. 
Fribley, a former association 
president who operates a Pontiac- 
Cadillac dealership in Norwich, 
N, Y. 

Fribley said his dealership has 
received an average of $325 a 
month in management fees from a 
55-car pool operated by his separate 
“spin-off” leasing corporation, 

Additional benefits to the Fribley 
dealership from leasing have in- 
cluded retail service labor averag- 
ing $1,400 monthly over the past 
five years, management bonuses of 
approximately $8,000 a year for 
dealership executives, increased 
new-car sales and service from les- 
sees and “invaluable goodwill and 
public relations.” 

Both Fribley and President S. 
J. Lee, Lee Fleet Management, 
however, emphasized the numer- 
ous pitfalls confronting dealers 
considering leasing. 

Both panelists contended that 
leasing was no life-saver for sink- 
ing dealerships. 

Said Lee: “A dealer whose deal- 
ership is in an ‘unhealthy condition’ 
should not go into the leasing 
business .. . The leasing business 
requires extremely careful and 
watchful management. It can only 
succeed in that way.” 

Fribley, wHose business serves a 
trading area of 50,000 out of a town 
of 10,000 population 50 to 60 miles 
from a major city, listed these 
pitfalls and “don’ts:” 

1. One-year leases are “difficult 
and profitable” under present 


conditions. He prefers two-year 


terms with a replacement option. 

2. Rejecting national or regional 
leasing, Fribley chose a local basis 
under which full maintenance con- 
tracts are required of individuals 
who live no more than five miles 
from Norwich. 

(“Our definition of full mainte- 
nance is ‘every cost’ except gaso- 
line, washes and polishes,” he ex- 
plained. “We even furnish anti- 
freeze, snow tires and chains.”) 

3. Complete insurance coverage is 
furnished by Fribley. Lee ap- 
plauded this. declaring that dealers 
should avoid leases where the in- 
surance is provided by the lessees. 

4. Rate cuts and “over-aggres- 
sive” selling are the wrong ap- 
proach to leasing, in Fribley’s 
opinion. He warned that a poor 
lease, made without recognition 
of costs, will bleed a dealer $10 
or $15 per unit a month for two 
years, 

5. Individual leases are the “most 
dangerous,” and Fribley avoids 
daily rentals except for two loaners 
he keeps in the service department. 

“Tt is my firm belief,” said Frib- 
ley, “that all leases must be figured 
to return an operating profit. 
Otherwise, you gamble exclusively 
on the future used-car market.” 

Fribley said he entered leasing 
seven years ago with 37 percent of 





Breaking Ground— 


Jack Forker Chrysler jr., right, son of 
the late Jack F. Chrysler and grandson 
of Walter P. Chrysler, founder of Chrysler 
Corp., takes the controls of a bulldozer 
fo break ground for the Walter P. Chry- 
sler Expressway in Detroit. The 31-mile 
expressway will feature four lanes in 
each direction, 10-foot surfaced refuge 
lanes on the roadway shoulder and the 
24-foot median strip, and a continvous 


center guard rail. At right is John Cc.) 


Mackie, Michigan highway commissioner. 


from operations and 63 percent 
from unit sales. 

This pattern now has been 
reversed to 53 percent from oper- 
ations and 47 percent from sales, 


The speaker explained that these | 


figures are based on outright own- 
|ership of all leased units and no 
| interest costs. 

| “Unless you are making a profit 
in your car business,” Fribley 
| warned, “don’t enter the leasing 
business because it is operated on 
a much closer margin. Knowledge 
of your leasing costs is absolutely 
vital to the success of any leasing 
| operation.” 

| Lee declared that many of the 
|leasing plans offered dealers re- 


cently are unworkable and, in one | 


manufacturer’s case, are “headed 
by people who know little or noth- 
| ing about the leasing business and 
|}seem to have little or no concern 
|} about whether the dealer makes or 


loses money in the leasing opera-| 


tion.” 

Referring to recent leasing pro- 
posals made by some finance 
companies, Lee voiced the opin- 
ion that few dealers want to go 
into leasing on a “birddog” basis. 


He also criticized one-company’ 


arrangements, maintaining that a 
dealer’s potential leasing volume 
would be limited by a restriction 
on leases to the cars he is fran- 
chised to sell. 

“There is no question, though, 
that leasing is here to stay and 
that it is a growing industry—one 
that, sooner or later, will probably 
| become an integral part of the 
automobile retailing industry,” Lee 
| stated. 

“There is no question, either, 
| that the automobile dealer can set 


up a very successful business in | 


conjunction with his dealership. It 
is, though, a different activity than 
anything dealers have ever been in 
| before and one which they should 


| Uniform Rules 
‘On Safety Urged 
In Truck Field 


CHICAGO.—AIll regulating bodies 
should cooperate in setting up one 
act of safety rules applying to 


users of highway vehicles, D. J. 
LaBelle, GMC Truck & Coach divi- 
sion, told the 20th annual conven- 
|tion of the Private Truck Council 
of America, Inc. 

Thomas L. Whisler, University 
of Chicago Business School, said 
the fleet manager often is in the 
middle of company conflicts and 
frustrations. The nature of his job 
often is unclear not only to him 
but even to his boss, he said. 

Self-insurance, which would cover 
claims up to a certain amount, plus 
some form of outside insurance to 
cover liability above that amount is 
one of the most profitable programs 
for truckers, said John T. Turney, 
Transportation Underwriters, Inc. 


The success or failure of any 
driver-training program is the in- 
structor’s responsibility, said Dwight 
M. McCracken, Liberty Mutual In- 
surance Co. A good driver-training 
instructor is first of all a good 
teacher, he said. 

Urging careful selection of driv- 
ers to maintain safety, Edward J. 
Emond, Armour & Co. automotive 
safety director, said operators 
should follow up interviews with 
thorough reference checks, evalua- 
tion of information supplied by the 
applicant and controlled and stand- 
ard road tests. 

Alexis de Tarnowsky, Pure Oil 
Co., said the most effective way of 
selling safety to the boss is by 
stressing the loss in business due 
to time and service difficulties 
caused by accidents. 

Discussing the truck body’s fu- 
ture, Walter E. Titchener, Hackney 
Bros. Body Co., said he expects a 
continuation of cored panels and 
increased requirements for insu- 
lated structures. 

The Council honored 116 fleets, 
operated by 11 company-members 
of PTC, for perfect safety records 
during 1958. In addition, 102 fleets 
of 16 firms were cited for cutting 





, 40 percent or more. 


manufacturers, distributors and) 


| one 
Lee advised that dealers ar- 
range long-term financing before 
entering leasing and insist on a 
lease agreement giving the ut- 
most in protection from losses. 


| Lee compared the speculative 
|risks in leasing to the work of a 
| grain broker in the wheat pit who 
| buys grain before it is even planted. 

“The dealer must understand,” 
he said, “that there can be no profit 
in the leasing business except the 
profit made on the sale of used 
cars, Bookkeepingwise, one can 
show operating profits, but these 
can easily be wiped out if the used 
car does not bring back the ex- 
| pected sale price.” 

Two profits—operating and capi- 
tal gains—are a leasing necessity, 
the jampacked grand ballroom in 
the Conrad Hilton hotel was told 


| land. 

Mulgrew, whose Euclid Ford 
Sales has 400 units out on lease, 
has earned a 57 percent profit on 
capital gains (lease unit sales) and 
43 percent on operations. 

On a $120 a month lease, he 
| explained, including depreciation 
| and time payments, Mulgrew has 
| averaged a $7.25 operating profit 

and a $7 overhead margin, 

Mulgrew and Lee disagreed in 
the question-and-answer session on 
individual leasing acceptances, Lee 


warned dealers against leasing to} 


professionals or individuals, saying 
that in recession periods “doctors 
go broke a lot faster than good 
corporations.” Mulgrew said clear- 
|}ances by the bank are satisfactory 
to him on individuals, and he hasn't 
had a default yet. 

The capital gains and deprecia- 
tion policies of the Internal Reve- 
|nue Service were reviewed by Ken- 
neth Glaser (Chevrolet), Minneapo- 
lis, president of the American 
| Automotive Leasing Assn. 

Only a spun-off leasing corpora- 
|tion can enjoy capital-gains bene- 
| fits, Glaser said. Such a separate 
entity must be primarily engaged 
jin leasing, sell at wholesale exclu- 
| sively and maintain neither show- 
rooms nor salesmen. 

Depreciation should be com- 
puted on the basis of the useful 
life to the user, he said, figuring 
estimated salvage or market 
value at the time of the return 
| of the unit from the lessee. But 

he noted that no fixed percentage 

of monthly depreciation can or 
should be applied. 

“There is no territory security in 
| leasing,” said Lee. “A 100-car deal 
| could profitably lease 25 to 30 cars 
a year, penetrating other communi- 
ties where the dealers are weak on 
leasing.” 

All panelists agreed that high- 
mileage lease drivers be watched 
carefully, if the dealer’s policy is 
to accept them at all. 

Glaser noted that the option-to- 
buy feature of some leases sharply 
limits the depreciation and capital- 
gains advantages. 

“Above all,” said Mulgrew, “don’t 
jump into leasing before you get 
the advice of a good attorney and 
CPA.” 

—Maynarp M. Gorpvon 



























































































































|A Full House in Minneapolis— 


| 


| This is typical of the crowds that packed the Minneapolis Auditorium during the 


about 18 percent over last year's figure. 


by James Mulgrew (Ford), Cleve-| recent Upper Midwest Auto Show. The show drew a record attendance of 182,68, 





Record Show at Toledo 
Spurs Showroom Action 


By John E. Walsh 

Staff Writer 

Of hear sper we among Toledo dealers 
and salesmen has soared in the | 
| wake of a record turnout of 64,603 | 
visitors at the city’s first all-auto| 
show in 20 years, according to 
James E. Ward, general chairman. | 
The attendance at the nine-day 
show in the city’s new Sports 
Arena and Exhibit Hall was the 
greatest for any individual trade 
show in Toledo history, Ward | 
said. 





“The reception we enjoyed is 
certainly evidence of a good year 
for Toledo dealers,” he continued. 
“We have noticed an increase in 
traffic and sales which we can) 
trace to contacts made at the) 
show.” 

Ward said there wasn’t a make | 
which didn’t rack up at least one) 
sale on the show floor. One Pontiac | 
salesmen made four sales, he added. 

> ° > 
SNOW and sleet storm on one 
of the eight days was blamed 
for holding attendance under that) 
of last year’s Baltimore auto show. 

J. Cavendish Darrell, show 
manager and manager of the 
sponsoring Automobile Trade 
Assn. of Maryland, said about 
50,000 visited this year’s exposi- 


“It was a darn good show as far) 
as prospects are concerned and 
some dealers reported good busi- 
ness on the show floor,” he added. 

> © > 
qQuows will open this week in 
Seattle (Feb. 14-22) and Syra-| 


cuse (Feb, 15-21). 

More than 60 dealers will have 
exhibits at the 50th Anniversary 
show sponsored by the Syracuse 
Automobile Dealers Assn. in the 
War Memorial, according to Paul 
T. Henson, general chairman, Only 
10 took part in the first show, he 
added. 

A special souvenir program, 








Rambler Dealers Tour Mexico— 


Armed with cameras, guide books and 


walking shoes, these Rambler dealers and 


their wives are shown at the University of Mexico in Mexico City. They are a few of 
the 121 dealers who won week-long trips for two to Mexico City and Acapulco in the 


bullfights, yachting and touring. 


their accident frequency in 1958 by | recent Rambler All-Stars Sales Campaign. Special activities included deep-sea fishing, 


tracing the auto industry’s his- 
tory and detailing dealer activi- ~ 
ties in the last half century, will B 
be presented to adult visitors, ~ 
Henson said. bs 

“The 1959 World Car Show” was) 
the name chosen by Seattle dealers 7 
for their annual exposition in the 
National Guard Armory, according 
to Cecil D. Scott, general chairman. 


‘No-Contest’ Plea | 
Accepted in D.C. : 


Price-Fixing Case 
WASHINGTON. — Federal Judge | 
Joseph Jackson last week accepted | 


a nolo contendere (no-contest) 
plea from 11 Oldsmobile dealers and 








|16 Ford dealers who are charged | 


with conspiring to fix prices in vio- : 
lation of the antitrust laws. 

For purposes of sentencing, the 
effect of a no-contest plea is similar 
to that of a guilty plea, but it can- 
not be used in civil damage suits 
as evidence of an illegal conspiracy, 
as could a guilty plea. 

Maximum fines on the charges/ 
are $50,000 for each dealership on | 
each count of the indictment. The 
Oldsmobile dealers were indicted on ' 
two counts; the Ford dealers on} 
three. 

In December, 14 Chevrolet dealer- 
ships and their line association} 
pleaded guilty to similar charges | 


|}and were fined a total of $32,000. 


Following acceptance of the pleas, 
Judge Jackson requested attorneys 
for the dealers and the Government | 
to provide a “yardstick in fixing} 
punishment that is just and proper.” 

Counsel for the Oldsmobile deal-} 
ers said the no-contest plea was) 
entered “not because their clients 5 
felt any moral guilt . . . but that 
should the charges constitute tech- 
nical violations, they could best be F 
concluded in this manner, thereby 
avoiding the time and expense of F 
a protracted trial.” 5 

Two of the Ford defendants did 
not join in the plea. They are Ford 
Motor Co. itself and Takoma Motor § 
Co., Inc., Takoma Park, Md. Both 
maintain their innocence. 


Herron-Zimmers 


Sold to Porter 


PITTSBURGH.—H, K. Porter Co. 
has purchased Herron-Zimmers 
Moulding Co. for a reported $5 
million. 

Herron-Zimmers, which produces 
stainless steel auto trim, has plants 
in Detroit; New Baltimore, Mich., 
and Frankfort, Ky. 

T. M. Evans, chairman of Porter, 
said Herron operations will be con- 
tinued with O. Don Herron, pres- 
ident of Herron-Zimmers, being 
retained as manager of the plants. 
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Burning up cigarettes 
won't bring them back! 


They said they’d be right back. It’s been too long now... they’re shopping elsewhere. 
They liked the car, the price, and the trade-in allowance. Then Why? Because 

they were only “half sold”! Car selling is one half of the deal .. . car financing the other 
half. Be sure that you do a complete selling job and offer your prospects Associates 
Pleasant Purchase Program, the most complete financing and insurance plan available. 
Let Associates delay-free approvals make that car available when your prospects 

are ready to buy... help you clinch more one-stop car sales. Better call the man 

from Associates for full information now. 


ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Solid Improvement Reported in Many Areas . . . 
America’s Economy 


Growing Firmer 


(Continued from Page 2) 


mercy of the market when it is| 


time to sell and they benefit from | 
technical assistance and financing | 
aid, the bank observed. 

On the other hand, the system 
leads to a loss of some of the} 
farmer’s freedom and at times re- 
duces his income. 


Deep South 


— textile industry of the Deep 
South is taking part in the busi- 
ness recovery being experienced na- 
tionally and, in fact, was one of the 
first industries to turn upward, ac- 
cording to the Atlanta FRB. 


However, the upswing, as yet, 
has produced no great increase 
in employment in the te xtile 
mills. The traditional pattern 
calls for longer hours for exist- 
ing employes, rather than hiring 
additional workers, when the 
textile industry increases output. 
The outlook for the textile in- 

dustry, which has had some lean 
years since World War II, remains 
cloudy, the bank said. 


Cleveland 


ERHAPS the hardest-hit Fed- 

eral Reserve District during the 
last recession was the Cleveland 
district. 

The Cleveland FRB pointed out 
this was because employment in | 
the district is concentrated in the 
industries which experienced the 
sharpest reductions in sales dur- 
ing the recession — steel, autos, 
coal and heavy machinery. 

While the number of jobs in the 
nation fell off by 4 percent during 
the recession, employment fell by 
10 percent in the Cleveland district. 
The upswing in employment was 
slow in starting in the area and the 
number of jobs had increased by | 
only 2 percent as 1958 drew to a 
close. 


Chicago 
NOTHER hard-hit area, the Chi- | 
cago district, is beginning to} 
feel the upswing in home construc- 
tion which was noted earlier in| 
other parts of the nation, the Chi-| 
cago FRB reports. 

The bank said that a survey in- 
dicated the upswing would con- 
tinue into the months immedi- | 
ately ahead. 

However, “there now is wide- 
spread expectation on the part of 
industry observers that home build- 
ing will begin to show softness” by 
mid-1959, the bank said. 


Upper Midwest 


a Minneapolis FRB reports 
that just about all phases of 
economic activity in the Upper 
Midwest have recovered from the 
recession with one exception—em- 
ployment. 

The number of jobs in the dis- 
trict is picking up less rapidly 
than other economic indicators 
and the bank said the condition 
will continue “at least” until 





Kettering Med Center 


DAYTON, O.—Plans to develop a 
$4 million medical center, inMud- 
ing a 200-bed general hospital and 
related facilities south of Dayton 
on the estate of the late Charles 
F. Kettering, have been announced 
by the General Motors pioneer’s 
only son, Eugene W. Kettering. 


Late Report... 


some time in the early part of 
this year. 

The bank also said that farm 
loans are not increasing as fast in 
the district as they are in the na- 
tion as a whole. 


St. Louis 

HE St. Louis FRB indicated that 

current fears that Federal def- 
icit spending will bring on serious 
inflation may be somewhat exag- 
gerated. 

While noting that deficits can 
at times add to inflation, the 
bank pointed out that the Federal 
debt has not grown relative to 
the growth of other factors in 
the nation’s economy in the last 
decade but had actually decreased 
in relative terms. 

The bank concluded: “If future 
increases in the Federal debt are 
limited to reasonable proportions 
and if they are financed sensibly 
in the light of prevailing financial 
conditions, the debt should be man- 
ageable and need not necessitate or 
create a presumption of inflation.” 
i outlook for farm prices in 

1959,-as seen by the Kansas City 

FRB. contained these points: 

Little change in the number of 

beef animals available for slaughter 


Kansas City 


| is likely and therefore prices should | 


be about the same as those paid 
in 1958. 

Hog production is expected to in- 
crease sharply with prices lower 
than in 1958. 

Supply and demand for milk 
should be about on a par in 1959 
with little change in prices from 

those charged last year. 
Production of eggs, turkeys and 





broilers are expected to be in-| 
| before the Big Three even begin 


| creased with egg and broiler prices 


averaging lower than they did last 
year. Turkey prices are expected to 
be about the same. 
Southwest 
THE upswing in the South- 


a are department store sales, | 


industrial production and nonfarm 


employment, according to the) 


Dallas FRB. 

A cold winter across the nation 
has boosted the demand for pe- 
troleum products and construction 
contracts are showing strength. 

Citrus-fruit production in Texas 
this season is larger than last 


the Southwest, production is run- 
ning behind last year’s rate. 


Far West 


E Far West appears to be one 

of the few areas of the U. S. 
which was not left with a lingering 
unemployment problem as a hang- 
over from the recession. 

Figures compiled by the San 
Francisco FRB show that the 
district’s nonagricultural employ- 
ment in October, 1957, stood at 
138 percent of the 1947-49 aver- 
age. The recession carried the 
index to a low of 135 in April 
and May, showing that employ- 
ment in the Far West did not fall 
as much as it did across the 
nation. 

Since the April-May bottom, the 
number employed moved up and 
in September and October was back 
to the year-earlier index figure of 
138. 


Used-Car Market 


Depressed chiefly by whopping losses on current models, the 
overall average price of used cars sold at wholesale auction de- 


clined $44 last week to $1,096, 
index. 


according to Automotive News’ 


Current models were cut back $365. Only other loss on the 
index was $23 registered for 55s. In both cases, new lows were 


established. 


The price of ’52s remained unchanged, while increases amounted 


to $14 on ’53s, $12 on ’56s, $5 on 


At a group of representative 
consignment was 202.4 units, of 


"58s, $5 on ’54s and $2 On ’57s. 
auctions last week, the average 
which 65.9 percent were sold, A 


week earlier, the sales ratio was 62.1 percent on 161.7 units. 
Auction reports begin on Page 18. 





| 
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Two Reasons to Celebrate— 


* 






H. B. Blair, center, of H. B. Blair Motor Co. (Dodge-Plymouth), Livingston, Mont., 
has two good reasons to be proud. His company is celebrating its 50th year as an 


automobile dealership and recently was pr 


esented a Quality Dealer award by Chrysler 


Motors Corp. Blair shakes hands with G. G. James, Dodge Portland regional manager, 


while C. C. Crawford, right, Dodge district manager, looks on. 


On Big Three 


DETROIT.—American Motors 


|expects to meet the entries of the 


Big Three in the compact-car field 
with at least 14 advantages, includ- 
ing a strengthened dealer organiza- 
tion. 

The company officers gave 
stockholders that report at the 
company’s annual meeting in 
Detroit last week. 

While it wasn’t mentioned at the 
meeting, President George Romney 
has said AMC expects the Big 
Three to introduce small cars this 
year. He listed these advantages 
which AMC will hold over the new 


| competitors: 


1. Rambler has small-car public 


acceptance which the Big Three | 


will have to start building when 


they introduce their cars, It appears | 


now that Rambler will have a level 
of acceptance that permits optimum 
tooling and manufacturing costs 


selling small cars. 

2. “Rambler will have the back- 
ing of a very strong dealer or- 
ganization experienced in the 
different techniques of selling 
compact cars.” 

3. AMC already has high operat- 


ing efficiency which can only be} 


achieved slowly. 
4. The company has low fixed 
costs and aims to keep them low. 
5. “The Rambler already stands 


for something in the marketplace | 
| —something distinct.” 
6. Rambler has high owner loy- | 


|}alty “not only because of the prod- 
year’s output but, in other areas of | 


uct concept but also because of top 
quality.” Romney added, “Our dual 


dealers tell us our makeready costs | 


are one-third of their makeready 
costs on Big Three cars.” 

7. Rambler has established a 
high resale value. 

8. The Big Three entries in the 
small-car field “could result in a 


decline” in the resale value of their | 


medium-priced cars. 


9. Big Three adoption of AMC} 


methods, such as use of the unit- 


ized construction, will increase | 


public acceptance of these methods. 
10. AMC has already liquidated 
its big-car program. 
11. The company can concentrate 
on selling one class of products, 


12. AMC has every incentive to 
boost sales of compact cars while 
the Big Three will find that such 
expansion will result in fewer 
sales of medium-priced cars. 


13. AMC has the advantage of 
growing public support. 

14. The company enjoys greater 
“freedom and flexibility of opera- 
tion.” 

Roy D. Chapin jr., automotive ex- 
ecutive vice-president, elaborated 
on the growth of AMC’s dealer 
organization. 

He said the dealer body had 
been increased by 543 in the last 
year to a current total 2,781. 
“They are of even higher quality 
and greater selling strength,” he 
said. 

The company is “carefully analyz- 
ing the potential of all major selling 
areas” and will “continue selectively 
this expansion of dealer coverage 
where we see it is necessary.” 

Chapin said the company’s deal- 
ers had expanded their total net 
worth by $40 million during 1958 to 

a total of $140 million, “Their re- 


AMC Claims 14-Way Lead 


Small Cars 


turn on investment was 18 percent,” 
he added. 

“As an indication of the financial 
strength and credit position of our 
dealers, in the December quarter 
we drew 32,000 drafts on their 
financial institutions for payment 
of cars—and not one draft was 
refused.” 

Romney said the company had 
several opportunities for growth in 
the future including putting more 


} at 


| by Senator Estes Kefauver, Ten- F 


Bills Would Block 


Factory Financing 
O’Mahoney, Kefauver 


Act in Senate 


(Continued from Page 1) 


that it would reenter the new-car 
financing business. Both bills 
would halt any such move on the 
part of Ford Motor and also 
would force General Motors to 
divest itself of its 40-year-old 
financing subsidiary, General Mo- 
tors Acceptance Corp, 

The bills are not identical, The 
first, offered by Senator Joseph C. 
O’Mahoney, W y oming Democrat, 


would make it unlawful for any © 
the © 
financing of motor vehicles, cither 7 
The og 
| O'Mahoney bill is not drawn as a § 
criminal statute, but rather as a j 


auto manufacturer to handle 


wholesale or retail. 


declaration of public policy, 
The second measure, introduced 


|nessee Democrat, would amend the 


|makers from engaging either 


antitrust laws to prohibit auto 


in 


|insuring or in financing autos pur- 


capital into ReDisCo, the subsidiary | 


handling financing for the appli- 
ance division. 

He mentioned expanding ReDisCo 
into “new and more lucrative finan- 
|cing fields” but left unanswered 
whether this meant AMC would 
|enter the auto financing field. 

It was a quiet stockholders’ 
meeting in contrast to the stormy 
sessions of the days in which the 
company was losing money, Sol 
A. Dann, Detroit attorney who 
has made a number of pointed 
criticisms at past annual meet- 


week. 

There were a number of ques- 
tions about when AMC would begin 
paying cash dividends with some 
mention of the bonuses paid key 
employes. These matters were re- 
ferred to the board of directors. 


Buick Test Runs 
Hit 2 Million Miles 


| test driving on 1959 Buick models 
were recorded last week, a distance 
roughly equivalent to 320 round 
trips between New York and San 
Francisco. 

| “It certainly has paid off,” said 
| Oliver K, Kelley, Buick chief en- 
gineer. “Our 1959 models are the 
most trouble free of any cars we 
| have produced in many years, judg- 
ing from owner ratings of car per- 
formance.” 

Test driving was conducted in 
such widely separated areas as the 
| Blue Ridge Mountains in West Vir- 
ginia, the Los Angeles freeways, on 
cross-country runs and at GM prov- 
|ing grounds in Arizona and Mich- 
igan. 








A Chevrolet Driver— 


Burnett Gordon, center, Missoula, Mont., 
has driven Chevrolets nearly a_ million 
miles during the past 10 years while 
delivering newspapers for the Daily Mis- 
soulian. Here Gordon is shown with S. M. 
Kraabel, left, general manager, Kraabel 
Chevrolet Co., Missoula, and H,. T. Kraabel, 
president. 


chased by consumers. 
> + = 


ALLING his own bill an “extra- 

ordinary measure,” Kefauver 
explained on the Senate floor how 
he had come to introduce it. 


According to the senator, the 
Department of Justice in 1938 
obtained indictments against GM, 
Ford Motor and Chrysler Corp., 
charging each with a conspiracy 
to restrain auto trade by coercing 
their dealers to finance car sales 
through finance firms owned by 
each. 

During the long and complicated 
court proceedings which followed, 
the Government succeeded in get- 
ting Ford and Chrysler out of the 


| financing business, but did not ob- 


ings, was not heard from last | 


tain divestiture of GMAC from GM. 


As a result, the senator ex- 
plained, the court later modified 
the decrees of Ford and Chrysler 
to permit them to reenter the new- 
car financing business. 

. * > 


“4 ONCENTRATION in the auto- 

mobile industry has reached 
an alltime high,” Kefauver com- 
plained, “General Motors, Ford and 
Chrysler during 1958 sold more 
than 94 percent of all the new cars 


| manufactured in the United States. 


| 


FLINT.—Two million miles of | 


“By the recent announcement 
of the Ford Motor Co, of its in- 
tention of re-entering the busi- 
ness of financing new-car sales 
to the consumer, the problem has 
been increased in magnitude.” 
The senator added that “although 
unconfirmed,” he had heard “ru- 
mors” that Chrysler also is con- 


| sidering a reentry into the finance 


business. 

Kefauver, who heads an anti- 
trust and monoply subcommittee, 
still is planning a probe of auto 
financing, but has not yet an- 
nounced hearing dates. 

7 - * 


N A FLOOR address when intro- § 


ducing his bill, O’Mahoney cov- 
ered much the same ground as his 
colleague from Tennessee, 

He explained that he and Ke- 
fauver had agreed to introduce 
different bills to “indicate to all 
manufacturers of motor vehicles 
that this is an important subject 
to which careful consideration 
and constructive action should be 
accorded.” 


The bills were not meant to be § 


“punitive,” he said, but “corrective.” 

Referring to the 1955 antimonop- 
oly hearings which he conducted, 
O’Mahoney said “it was often em- 
phasized that GM had used its 
financing affiliate GMAC as 4 
device to aid its sale of cars.” 

” x cm 


IHE Senator also claimed that 

“a mere gentle reminder by 4 
sales representative that GMAC is 
a member of the GM family was 
usually sufficient inducement to the 
dealer to let all of his financing 
business go to GMAC.” 

In conclusion, the Wyoming law- 
maker called on Congress to help 
“dissolve the unholy alliance be- 
tween manufacturing and financ- 
ing in the automobile industry—the 
most highly concentrated of our 
basic industries.” 
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PASSING CAR AFTER CAR IN STATE AFTER STATE! 


*59 Rambler Sales 
3reak Records Everywhere! 








| RAMBLER 
RAMBLER “4 RAMBLER 


3rd, OP 30d. ora» ath... 


RAMBLER 
WASHINGTON VERMONT 


3r e WISCONSIN RAMBLER 
IN 


MINNESOTA 

















RAMBLER RAMBLER 


4 h 3 ILLINOIS 
t IN 


CALIFORNIA 





All over the country Rambler dealers are writing new 
sales records... hitting new highs in market pene- 
| tration. Rambler is the sales success car of the year Pen Ga eevee O85 
i ... and Rambler dealers’ own sales figures prove it. $ 47 

| A MONTH* 


RAMBLER DEALERS CAN SELL A CAR 











n 
° WOULDN’T YOU LIKE TO GROW 
*1959 Rambler American DeLuxe 2-Door Sedan at full factory suggested delivered price, equipped with Reclining 

a Seat, White Sidewall Tires and Windshield Washers—including finance charges at 6% on a 36-month contract, 
be : We Pa RAMBLER? one-third down. Does not include freight, insurance or state and local taxes 
p- 
-d, —_— oo nan ann an ae eas a esa soon aan a sm acs es a sea =a =a esa esr ea ee esa sa es aa sa ss asst ast aaa as sel” 
n- 
ts 

a MAIL THIS COUPON TODAY 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. I understand that I am under no obligation 
and my inquiry will be held in the strictest confidence. 


We Have the Product for the 
Expanding Compact Car Market... 


e 

. YOU Have the Opportunit 

ave the Opportunity! 
J NAME 
Ip Rambler Franchises also available in Canada and important export markets. 
e- In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. ADDRESS ’ 
c- 
1e 


a 
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New Size, Weight Limits Recommended .. . 


TTMA Supports Vehicle Study 


HOLLYWOOD, Fla.—The Truck-| Inc., 
Trailer Manufacturers Assn., meet- | 
ing in its 18th annual convention | 
here, has pledged support to the| 
American Assn. of State Highway | 


Officials in that group’s reevalua- 


tion of recommended vehicle size | 


and weight limits. 

The AASHO meets in June to 
take a fresh look at its size and 
weight policy that has not been 
changed for 13 years. 

A TTMA engineering meeting 
early in the convention indicated a 
preference for a vehicle width limit 


of at least 102 inches plus a toler- | 


ance for hardware and clearance 
lights, and a height of 13% feet, 
but left open the question of pref- 
erable length limits. 

Harry Eyler, TTMA president, 
predicted production of at least 60,- 
000 truck-trailers will be needed 
for the sales volume anticipated in 
1959. 

“It appears that 1959 will be an 
improvement over 1958,” he said. 
“At present we are seeing a re- 
newal of public confidence in 
business, inventory increases and 
expansion of plant increases.” 
“These factors should build a 
momentum for the total 


creases all through 1959 may not 
be as steady as the first half, but 
both halves together should make 
a wholly good year.’ 


He said 1958 sales of about 48,000 | 


truck-trailers were below normal 
expectations. 

He cited three specific accom- 
plishments in 1958 in which the 
TTMA played large roles: 

Repeal of the Federal 3 percent 
tax on transportation via for-hire 
carriers; enactment of a lien- 
recording statute by Congress, 
and a measure of tax relief in 
that the 10 percent excise levy 
on long-term leases of trailers 
need not exceed the tax on 
ordinary sales. 

J. Robert Cooper, 
the American Trucking Assns., told 
the convention the truck is on the 


threshold of its greatest functional | 


usefulness in the American econ- 
omy. 


“This country is growing away | 


from all fixed transport installa- 
tions and especially ... the rail- 
roads,” he said. “Their rights of 
way are inflexibly fixed. Ours are 
completely flexible. 

“Wherever there is a roadway, 
there is our right of way. We alone 
—not the railroads, waterways or 
even air transport—are completely 
adaptable to any geographical lo- 
cation of industry or commerce,” 
he said. 

By 1975 present trends of 
people and industries away from 
cities will put them out where 


they will be almost entirely de- | 


pendent on truck transportation, 
he added. 

The TTMA'’s legislative commit- 
tee recommended that association 
members “become more active 


politically.” The action was in line | 
increasingly being | 


with advice 
given in business circles. 

John A. Stephens, former indus- 
trial relations vice-president of U. 
8S. Steel Corp., described his experi- 
ences on a 24-day visit last year as 
deputy chief of the 19-man U. S. 
steel-industry delegation. 

He said Russia’s steel industry 

is second only to that of the U. 
S., capably managed and direct- 

ing its efforts to further increases 

in capacity. 

He also said he saw many trucks 
in operation in the Soviet Union, 
that official Soviet statistics show 
an output of about 500,000 vehicles 
in 1957, of which 75 percent were 
trucks. He said he did not observe 
any trailers in his 8,000-mile trip. 

The TTMA elected C. W. Alex- 
ander, Lufkin Foundry & Machine 
Co., Lufkin, Tex., as president, suc- 
ceeding Eyler, Trailmobile, Inc., 
Cincinnati, who remains on the 
directorate. 

T. K. Dorsey, Dorsey Trailers, 


Fire Hits Reliable 


MERIDIAN, Miss.—Reliable 
Chevrolet Co.’s building, con- 
structed two years ago, has been 
destroyed by fire with damages set 
at $150,000. The dealership is owned 
by Dick Lincoln, formerly assistant 
zone manager of Chevrolet’s office 
in New Orleans. 





year,” | 
Eyler continued. “The rate of in-| 


president of 








Elba, Ala., 
southwestern vice-president, suc- 
ceeding Alexander. 

Reelected were F, S. Neumann, 
Fruehauf Trailer Co., Detroit, 
Northeastern vice-president; 
George Mercer, III, Great Dane 
Trailers, Savannah, Ga., South- 
eastern vice-president and P. M. 
Heinmiller, Utility Trailer Mfg. 
Co., Los Angeles, Western vice- 
president. Ralph Veenema, Veen- 


Des Moines Assn. 


Headed by Bookey 


DES MOINES.—Marvin T. 
Bookey (Buick) has been elected 
president of the Des Moines Auto- 
mobile Dealers Assn., succeeding 
John Holmes (Oldsmobile). 

Mike Taylor (Ford) was elected 
vice-president and Earl Green 
(Plymouth), treasurer, W. S. 
Barnes, the association’s salaried 
secretary, was reappointed. 


became TTMA| 


ema & Wiegers, Inc., Patterson, 
N. J., was reelected treasurer, 
and John B. Hulse, Washington, 
was named managing director. 


Chosen as association directors 
were Cliff W. Barrett, American 
Body & Trailer Co., Inc., Oklahoma 
City; P. H. Bartlett, Bartlett Trailer 
Co., Chicago; Charles Chamberlin, 
Chamberlin Trailers, Waterloo, Ia.; 
David Ginsburg, Gindy Mfg. Corp., 
Philadelphia; Julius L. Glick, TEC- 
Division, Heil Co., Milwaukee; Rob- 
ert J. Miller, Miller Trailers, Inc., 
Bradenton, Fla.; Lioyd A. Myers 
jr., Black Diamond Trailer Co., Inc., 
Bristol, Va.; Walter C. Ronk, 
Transport Trailers, Inc., Cedar 
Rapids, Ia.; Gerard H. Stein, Ohio 
Body Mfg. Co., Akron, and Carl 
Venske, 
Edgerton, Wis. 

Associate suppliers elected C. Ted 
Hutchens, Hutchens & Son Metal 
Products, Inc., Springfield, Mo., as 
president, and Frank E. O’Callag- 
han jr., Shuler Axle Co., Inc., Louis- 

| ville, as vice-president. 





Highway Trailer Co.,| 


At TTMA Convention— 


Shown are members of the engineering committee at one of the early sessions of 5 
the Truck-Trailer Manufacturers Assn. Convention in Hollywood, Fila. The convention i 


| drew a record attendance of approximately 400. 


completely new idea in filters 


¥ 


UNTAPPED MARKET-— 
A GOLD MINE OF SALES 
FOR YOU IN THIS FAST- 

MOVING, FAST-PROFIT 
es ITEM = SUCCESSFULLY — 


3 out of every 


SAR TE Fe | 
GASOLINE | 


endorsed by 


Tom McCahill 


famous automotive authority 


“traps road dirt, 
frees power!” 


“Whatever kind of a car you drive, 
new or old, big or small, the 

Carter in-the-line Gasoline Filter 
really does the job in delivering 
clean, pure power to the engine. 

I know—I've got one on my car—and 


two more on my cruiser.” wale yore lea ha 


Tom McCahill is known to millions of motorists throughout 
the commis. When he says something, they stop, look . 
and buy! Tom’s famous face will be featured in Carter’s 
mighty advertising push to your customers! 


FULL PAGES IN THE POST ano 


Full-page, across-the-board 
blasts in both LIFE and THE 
SATURDAY EVENING POST 
—followed by a hard-hitting 
schedule of full pages and 
half-pages in THE POST or 
LIFE every week! A socko Win- 
dow Poster—an Ad Reprint 
Poster—a colorful Consumer 
Folder designed to get sales from 
both the impulse-buyer and the 
motorist who likes “to think it 
over’’—an attention-getting Dis- 
play Rack, striking Display Car- 
ton and handsome, individually 
packaged Filters— wrapped into 
one of the fastest-moving profit 
“packages” you ever handled! 


CARTER! 












Sales Conditions in Various Areas... 








Denver 1; Studebaker, 1, and miscellaneous, ; GMC, 17; 


Final figures for 1958 showed 15,- 
119 new cars and 2,209 new trucks 








sold in Denver, compared with 18,-| Salt Lake City 
660 new cars and 2,210 new trucks; Sales of new cars in Salt Lake| 
in 1957. City rose to 1,340 in December after A total 






During December, 1,261 new cars| having plunged to 554 the previous registered 
were sold, compared with 1,276 in| month. 
November and 1,359 in December,| Dealers say they hope the in-| 
1957. New-truck sales numbered 188,| crease is an indication of the| 
compared with 141 in November| popularity of 1959 models blended | 
and 103 in the year-earlier month.| with improved economic conditions. 





December, 
over the 
earlier. 







December new-car sales by Ford and Chevrolet ended the 
makes were: Chevrolet, 460; Ford, month in a dead heat, each hav- 'D b 
255; Rambler, 78; Oldsmobile, 69; | ing 361 registrations. ecember 


Plymouth, 61; Buick, 48; Pontiac, Sales of other makes were: Plym- | #!! of 1958 


4i; Renault, 32; Cadillac, 29; | outh, 78; Oldsmobile, 76; Buick, 75; ber in a decade. 


Auto Market Reports 


19.—(Ira Alexander.) ternational, 4; Mack, 3; Studebaker, 
a et 3; White, 3, and miscellaneous, 5. 


It was the biggest month-to- 
month gain in new-car sales in 
| Milwaukee in nearly three years. 
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Dodge, 13; Willys, 5; In- 


* * * 


Milwaukee 
of 3,335 new cars were | 
in Milwaukee County in| 
an increase of 38 percent | 
2,419 counted a month 


was the best month for/| Lincoln, 18; Willys, 7, and miscel- 


and was the best Decem- | laneous, 92.—(John E, Hubel.) 
= * = 


Mercury, 22; Dodge, 21; Stude- | Pontiac, 63; Rambler, 53; Mercury,| Total sales numbered 31,460 in Norfolk, Va. 
baker, 21; English Ford, 19; | 36; Cadillac, 31; Studebaker, 24; | 1958, compared with 42,420 in 1957.| Toast year marked a five-year low 
Simca, 13; Volkswagen, 11; Hill- | Dodge, 18; DeSoto, 13; Edsel, 11;| By makes, December sales were:|in new-car sales for the Norfolk- 


> man, 8; Edsel, 7; Volvo, 7; De- | Lincoln, 8; Chrysler, 6; Imperial,| Ford, 808; 

| Soto, 6; MG, 6; Chrysler, 5; Lin- | 3, and miscellaneous, 123. 
| of | coln, 2, and miscellaneous, 33, New-truck registrations rose to 
tion F Truck sales were: Ford, 59; Chev- | 164 in December from 130 the pre- 
rolet, 48; GMC, 29; Kenworth, 17;| vious month. By makes, registra- 
— & Dodge, 6; Willys, 6; White, 2; Reo,' tions were: Ford, 62; Chevrolet, 49; 








illac, 111; 





Edsel, 21; 





Chevrolet, 774; Oldsmo- | Portsmouth area. 


bile, 312; Buick, 294; Rambler, 291; However, in December the sales 
Pontiac, 212; Plymouth, 146; Cad-| were up 6.2 percent over December, 


Dodge, 77; Mercury, 60;| 1957. The number of units were 1,- 


Studebaker, 34; Volkswagen, 31; /| 198, compared with 1,128 for 1957. 


DeSoto, 20; Chrysler, 18; Sales for 1958 were 12,817 units, 





| opens up big, easy-to-sell market 


| 4 motorie?e. 


IN-THE-LINE 


FILTER 





UNIQUE DESIGN of Carter in-the-line Gaso- 


line 


ilter provides maximum available surface 


ering element. 


MOTORISTS WANT IT, NEED IT BECAUSE: ep cesrgdese irl = oni’ 


a 


increases power and gas mileage+stops gas waste, flooding, 
stalling caused by road dirt, foreign particles that enter every 
gas line+ traps invisible metal oxides with Magnatrap® «- Ex- 
tensive laboratory research, plus exhaustive road testing cover- 
ing hundreds of thousands of miles, proves the Carter in-the-line 
Gasoline Filter affords maximum filtering performance for one full 
year under normal driving conditions, without filter replacement. 


¢)  SERVICEMEN, MECHANICS PRAISE IT 


“. .. it'll sell like hotcakes!” ““No more crowded, cramped and 
cussed installations—I can choose where to put it on the fuel 
line . . .”” “Easiest thing in the world to replace.” “Sure can sell 












I raise a hood!” 
With your initial order for a Car- 
ton of 10 Filters, you get this eye- 
aie catching, space-saving DISPLAY 
RACK, the handy TUBE-CUT- 
TER (has dozens of uses), two 


Window Posters and 50 colorful 


TRAPS ROAD Consumer Folders! 
DInT... 


FREES PO j wert 
DWER nee 4 
= earee | 
: eyiete r 
name 
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STOCK 
















DRAMATIC COLOR-TRACER TESTS 
PROVE FILTERING ACTION 


these. It’s an item that will bring customers in.” (“that little Scientific tests by : independent research 

: : : S organization prove Carter Filter stops 
tube-cutter is terrific!’’) ‘‘Neat-looking—magnatrap is a good 99.5% of all gas line impurities small as 
idea to catch metal oxides.”’ “‘I can sell it almost every time 1/100,000th of an inch and 93.7% of par- 


ticles even smaller. 


Each filter individually packaged in gleam- 
ing transparent plastic case... colorful 
Carton itself is a self-selling display unit. 
Each Carton contains one universal assort- 
ment for complete coverage of today’s cars 
—no need for you to stock slow-moving odd 
sizes in quantity. 


UP NOW... 


be ready for the big, steady demand! 
CALL YOUR SUPPLIER 


TODAY! 



















; CARBURETOR 


DIVISION OF acf INDUSTRIES, INCORPORATED 





ST. LOUIS 7, MISSOURI 
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compared with 15,876 in 1957, a de- 
cline of 19.3 percent. 

| Ford led the field with 3,034, or 
io percent of all sales; Chevrolet 
|had 2,838, or 22.1 percent, and 
| Plymouth, 1,492 or 11.6 percent. 
Foreign cars numbered 1,445, or 
| 10.5 percent.—(A. C. Sugent.) 


* * * 


Providence 
December registrations of new 
|}cars in Providence numbered 805, 
| with Ford leading Chevrolet, 214 to 
149. 

Other registrations were: Plym- 
outh, 69; Oldsmobile, 55; Ram- 
bler, 51; Buick, 38; Cadillac, 34; 
Pontiac, 27; Mercury, 16; Dodge, 
13; Chrysler, 12; Volkswagen, 12; 
| Studebaker, 10; DeSoto, 9; Lin- 
| coln, 9; Edsel, 4; Imperial, 3; 
Willys, 2, and miscellaneous, 78. 

The 80 new-truck registrations 
were divided as follows: Ford, 35; 
International, 12; Chevrolet, 10; 
Volkswagen, 6; Dodge, 3; Willys, 
3; Mack, 1; White, 1, and miscel- 
laneous, 5.—(Thomas Forbes.) 

= 7 * 


Baltimore 

A total of 2,110 new cars and 247 
new trucks were registered in Bal- 

| timore in December. 

By makes, new-car registra- 
tions were: Chevrolet, 609; Ford, 
466; Plymouth, 165; Oldsmobile, 
137; Pontiac, 103; Rambler, 102; 
Buick, 100; Dodge, 78; Cadillac, 
57; Studebaker, 53; Mercury, 40; 
Chrysler, 26; DeSoto, 24; Renault, 
17; Volkswagen, 17; English 
Ford, 13; Fiat, 13; Hillman, 10; 
Lincoln, 7; Triumph, 7; Edsel, 6; 
Imperial, 6, and miscellaneous, 54. 
Truck registrations were: Chev- 
rolet, 99; International, 52; Ford, 
43; Dodge, 14; GMC, 12; White, 10; 

Willys, 3; Mack, 2; Reo, 2, and 
miscellaneous, 10.—(Kate Savage.) 
> > 7 


Montreal 

Sales in the Montreal district 
were highly favorable during Jan- 
uary and dealers say they look for- 
ward to continued good business for 
February. 

The January sales level was 
achieved despite weeks of almost 
record cold and snow. Some of the 
interest in new models was credited 
to General Motors’ Motorama, 
staged in the city during the month. 

Dealers say customers appear to 
be in a better mood to close deals 
immediately and not wait for early 
spring months.—(Jules Larochelle.) 


Auto Tariff’s End 
Urged to Hasten 
U.S. Small Car 


WASHINGTON.—A Michigan 
State University economics profes- 
sor has urged abolition of the tariff 
on foreign cars as a step to force 
U. S. makers to build smaller and 
cheaper autos. 

Such a move ultimately would 
prove beneficial to the U. S. auto 
industry, Dr. Walter S. Adams told 
the Senate Antitrust and Monopoly 

+ subcommittee. 

Adams said he was confident the 
industry would be able to meet the 
increased foreign-car competition 
| by turning out a small, cheap car. 

“I think we also would find that 
|the foreign car would disappear 
| from the American market,” Adams 
| said. 
| Senator Alexander Wiley, Wis- 
|consin Republican, said he could 
'not see how the Government could 
| become a party to letting the U. S. 

“go to hell.” 
The tariff on imported autos is 
| 8% percent of their foreign value. 


| ND 
Nicholson Heads 
Okla. City Dealers 


OKLAHOMA CITY.—V. 8S. Nich- 
olson, Fred Jones, Inc., has been 
elected president of the Oklahoma 
City Motor Car Dealers Assn, Other 
new officers are: 

Ray West, Downtown Chevrolet, 
vice-president, and Ed King, King 
Motor Co., secretary-treasurer, 

Directors include Johnnie Rein- 
auer, Reinauer Bros, Motor Co.; 
Dub Richardson (Ford); W. W. 
Wright, Eskridge Wright Oldsmo- 
bile, and Clarence Shepard, Shep- 
ard-Richardson. 














Alcoa 


sells your 
i cecil asta an 


on the next page... on two top-rated TV shows—“‘Alcoa Theatre” and ‘“‘Alcoa Presents.” 


Tell your customers about Alcoa Aluminum... your big new sales feature! 
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mii Croname: ALUMINUM MAGIC TO STIMULATE SALES 


Aluminum, auto makers have found, works a twofold magic on car buyers. Not only does it gladden the heart with its 
gleaming beauty, it steadies the nerves for such “‘perilous” treks as the one shown at right. 

Croname, Incorporated, of Chicago, is a past master at working these wonders. In interior and exterior trim of Alcoa® 
Aluminum, Croname employs every device of form, color and texture to keep car owners happy . . . to keep them as 
high-spirited as the mechanical marvels they drive. Plymouth’s textured side sweep and richly finished dash panel (shown 
on this page) are perfect examples of the arts efficiently practiced in Croname’s huge, new, conveyorized plant. Anodizing, 
etching, embossing, forming, all the multifarious means for enhancing aluminum, are made easy—and economical— 
with Croname’s ultramodern equipment. 

Alcoa does not make automotive trim. But our creative partnership with fabricators such as Croname has unveiled 


countless new design techniques . . . accenting new car beauty. 


X Alcoa and Croname...put more sales points at the point of sale 
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DRIVE FEARLESSLY TO SALTY PALM BEACH... 
(Plymouth’s grille is aluminum) 


Never mind salty air or salted city streets. Corrosion is § getup and go from mechanical parts using Alcoa’s strong, 
squelched when grille and brightwork are aluminum, light aluminum alloys. Look for aluminum in your next 
for anodizing (developed by Alcoa) makes them hard car. Aluminum Company of America, 1808-B Alcoa 
and bright as sapphire. Behind the glamor there’s extra Building, Pittsburgh 19, Pennsylvania. 


I Alcoa Aluminum... for lasting Gleam and Go! 





TURNINGS ... 
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New Economy Carb 
Omits Float, Pump 


By Joseph M. Callahan 


Engineering Editor 


A 


NEW type of carburetor that the inventor claims will 
increase the gas mileage on the average car from 50 to | 


100 percent has been patented by William Broge, Ferndale, 


Mich. 


Broge, a machinist for 30 years who spent 12 years in the 
o> 


development of the carbure- 
tor, also claims that it can be 


made cheaper, that it is more 
responsive than current carburetors, 
that it will eliminate vapor lock 
and that it will reduce the amount 
of unburned gas being exhausted 
by the average car. 

An experimental model of the 
carburetor has been built, al- 
though much more work on 
prototype carburetors must be 
done before these near-mirac- 


now... this new brake shop on wheels 
puts you in the 


ulous claims can be substantiated. 
Nevertheless, he said that road 
tests under various types of traffic 
and weather have shown results 
of 30 to 35 miles a gallon on cars 
in the Chevrolet-Ford-Plymouth 
class and 20 to 25 miles a gallon 
for heavier cars. 
* * * 
_ principal innovation of this 
carburetor is that it contains no 
floating chamber and requires no 


fuel pump. It does contain several 


Brakes are one of the “Big-Profit" services .. . 
Here's the basic equipment you need to do fast, 
dependable work! 

It's AMMCO'S new Brake-Shop-On-Wheels— 
Drum Lathe, Shoe Grinder, Drum Micrometer 
and other accessories—all on rugged mobile 
bench that you can use and store anywhere. 
The Brake-Shop-On-Wheels pays for itself and 
shows a good profit too, with just one complete 


brake job a week. 


Easy terms. 


SEND FOR NEW BOOKLET that explains the 
terrific money-making opportunity in Brake 
Service that's waiting for you. 


AMMCO TOOLS, INC. 
Commonwealth Avenue, North Chicago, Illinois 


elements which produce a vacuum 
through the entire range of speeds 
of the engine. 

Broge, who worked on the Hupp- 
mobile, Paige, Jewett and Ricken- 
backer cars, said his invention 
stems from his discovery many 


years ago that enough vacuum can | 


be maintained in a carburetor to 
| eliminate the fuel pump. 
One weakness in this system is 
that the driver must hand choke 
the engine before starting. 


An outstanding feature of his} 


| device, according to Broge, is that 
|it automatically synchronizes with 
the engine from the starting of the 
engine to top speed, in contrast to 
other systems in which top effici- 
| ency is developed only at wide open 
speed. 
+ * * 

"A® THE gas is homogenized in a 

more semi-vacuumatic area,” 
he continued, “there results a re- 
frigeration action which results in 
a 20-30 degree cooler motor at all 
speeds, thereby prolonging the life 
of the motor, But most important 
with our system, the troublesome 
vapor lock is eliminated. 

“Our system injects the gas at 
the highest velocity and at all speed 
ranges, which is the important so- 
lution to the much needed fuel 





|their engineering problems 


—_ 


prevents the cylinders from cet. 
ting a gas mixture that is tow rich 
or too lean (while going dow i or 
up hills) because of the steady 
flow of fuel produced by the 
vacuum, Ordinarily, this is ac. | 
complished by the float. 1 
Broge said that one standardized) 
model of his carburetor is su:table= 
for all engines with an adapt: g 
*~ od * 


Engineers Deficient 
On Administration 


Engineers are not consider: 
more administrative position 
cause they become so intense 


1 for 
be- 
ibout 
that 


| they often are unable to arriv 


\I#'s Reflectorized— 


A Delaware miss holds one of the fully 
refiectorized aluminum license plates | 
which have been adopted by her state 
Although Delaware is the ninth state to| 
change to aluminum plates, it is the first 
to use reflectorized backgrounds and nu- 
merals. The aluminum is being supplied 
by Aluminum Co. of America. 


economy problem in cars today, 
instead of as in present-day car-| 
buretors where high velocity starts | 
only at the lowest range point.” | 
He added that his carburetor 


an administative decision whic 
best for the company as a whole. 
This position was taken recently 
at an American Society of Mechan- 
ical Engineers meeting in New 
York by V. Donald Schoeller, di-} 


| rector of management development 
|for the Remington Rand Division 
of Sperry Rand Corp. t 


Demonstrating his point, | 
Schoeller said the engineering de- 
partment of his company had 
developed a new portable type- 
writer in response to a large 
potential market for such a ma- | 
chine shortly after World War I. | 

“A top management meeting was 


| called to discuss the possibilities of 





jnew machine, 
|} group expressed dissatisfaction 
| with some of the working parts of 
| the typewriter and mentioned nu- 


|of Remington Rand, Mr. J. 


placing it on the market,” he con- 
tinued, “All areas of engineering, 
production, finance, legal, market- 
ing and administration were repre- 
sented in the meeting. 

“During the demonstration of the 
the engineering 


merous minor improvements which 
were possible if they could be given 
a little move time. 
> ” * 
URING a break in the meeting, 
the founder and then president 
H. 


Rand, took the vice-president for 


|sales aside and said to him, ‘You 
| had better take this machine away 


from the engineers and freeze it. 
Otherwise, you will never get it on 


| the market.” 


Schoeller said this decision 


| turned out to be best for the com- 
| pany, but that the obvious wish for 





perfectionism on the part of the! 
engineers would have delayed this 
typewriter at a crucial time. 

Emphasizing his original point, 
he said that there are at least 
seven areas of management ac- 
tivity which, if allowed to operate 
in unilateral control without con- 
sidering the problems of the 
other areas, may wreck business. 
These are markets, men, ma- 
terials, machines, money, methods 
and managerial administration. 

Schoeller then went on to say 

that the auto industry is an ex- 
ample of an industry that is domi- 

nated by the marketing function. § 
He added that the auto engineers 
are rapidly being driven out of} 
their minds by the demands of the 
car stylists. ‘ 

He continued, “We recall thej 
statement made by a General Mo- 

tors executive, ‘We don’t give af 
damn if they have to craw! into§ 
them; if that’s what they want, 
that’s what they’re going to get. 
* * ” 

CTUALLY, as we all know, our 

present automobiles are less 
safe than models of a decade ago. 
With the tremendous expanse of 
glass and the lack of pillar sup- 
ports, we may as well all buy soft- 
top convertibles, from the safety 
point of view.” 

“When the first wrap-around 
windshield came out (at the de- 
mand of the marketing depart- 
ment), one GM assembly plant 
found that it had to add 18 produc- 
tion stations to the assembly line, 
therefore adding substantially to 
labor costs.” 

He added that the tall people 
of today should use knee guards 
to avoid the cracked knee caps 
from the dog-leg corner wind- 
shield post when getting in and 
out of the newest “contraptions 
they call automobiles.” 

Schoeller denied the contention 
that engineers are generally more 
perfectionist-minded and specialist- 
minded than the men in other 
areas, 

He concluded, “No matter where 
we look at the picture, whether it 
be at engineers or at all specialists 
in management, we must begin to 
think of the broad picture and not 

of the potential dominance of our 
own specialized area.” 















If you want to sell more automobiles and auto- 
motive accessories or supplies, go where every page 
m9 is full of ideas that sell: Better Homes & Gardens, 


the family idea magazine. BH&G’s constant flow 


: of ideas about living better and what to do about 
= it keeps readers forever on the move—seeing, doing, 
5 buying things. And Better Homes & Gardens families 
7 move on wheels! 94% of BH&G families have a car 
4 —30% of them have two or more cars. 


During the year 1/3 of America reads 
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idea magazine 
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AUTOMOTIVE NEWS PLATFORM 
11. Fair and equitable contracts between manufacturers and dealers in| 
motor vehicles, parts and accessories; 
1 2. Every dollar of ine and oll taxes, collected by states and federe! 
governments, applied to the building and maintenance of highways; 


1 3. Guard the precepts of individual freedom, which made 
great and gave its more the better things of life than 
else in the world. e 


Capsule Comment 


January new-car sales topped 400,000 by a considerable | 
margin, field reports indicate, making this month one of | 
the best Januarys in history. 

And dealers have done it largely without blitz sales 
and wild discounting. 
* . 7 
U. S. car dealerships now total 35,774, the lowest point 
in eight years, AUTOMOTIVE NEWS census reveals. 
Pared down to a total which, we trust, will enable every- 
one to make a profit. 


The franchised auto dealer is not “just another mer- 
chant” in his community; he is a symbol of leadership, an 
NADA research report discloses. 

Twenty-eight percent of the dealers are, or have been, 

public officials 
* * * 

Top truck dealers encourage their salesmen to sell bodies 
and equipment with every possible truck sale, a poll of 
leading dealers shows. 

Recognizing that there can be a good profit in these 

items as well as doing their customers a service. 
. * - 


Hailed as the biggest nationwide auto promotion ever 
held, the daily newspaper industry will stage Apr. 6-18 
a two-week promotion on the theme, “Live Better by Far 
in a Brand New Car.” 

More ambitious and better planned than the Auto Buy 
Weeks last year. 


+ * - 

Territory security is both legal and reasonable under pres- 
ent U. S. laws and auto industry practices, Volkswagen of 
America has declared in reply to Justice Department suit. 

The courts may soon decide the validity of an attorney 
general’s opinion issued several years ago. 


Coming 
Events 


Dealer Conventions 


Feb. 1819—Kansas Motor Car 
Assn., Hotel Broadview, Wichita. 
Feb. 22-23—Lowisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

March 15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March | 22-24 — Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 

April. $—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence, 

April 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn.. Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May qoy Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 7-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21- -22—Oregon Automobile Dealers 
Assn,, Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque, 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


Dealers 


June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. i3-1S—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2iI—New Hampshire Automobile 
Dealers, Mount eee Hotel, 
Bretton Woods, N. 

Sept. 20-22—3éth eared Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Oct. 18-19—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 
ville. 

* * * 


Auto Shows 


Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee, 
Feb. 14-22—Seattle Auto Show, National 
Guard Armory, Seattle. 
Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse, N. Y. 
Feb. (ye Auto Show, State 
Fair Coliseum Bidg Albuquerque. 
Feb. 20-22—Wichite Auto Show, McCon- 
nel Air Base, Wichita. 
Feb. 20-23—Southern Tier American Car 
Show, West End Armory, Binghamton, 
Y 


a we 

Feb. 20-23—Middietown Auto Show, State 
Armory, Middletown, Ohio. 

Feb. 22-28—Annual Open House Week, 
Providecne. 

Feb. 27-March 8—!95? World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kanses City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9th Annual! Nationa! Autorama, 
Connecticut State Armory, Hartford. 

April 412—Internationa!l Auto Show, New 
York Coliseum, N. Y. 

Apr. 6!!—Denver Auto Show, 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 
Cheyenne. 


Denver 


> . 


General 

Feb. 9-11 — Automotive Electric Assn. Re- 
gional Conference, Benjamin Franklin 
Hotel, Philadelphia. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 16-17—National Standard Parts Assn. 
annual convention, Sherman Hotel, Chi- 


cago. 

Feb. 18-2!—Internationa!l Automotive Serv- 
ice Industries Show, Navy Pier, Chicago. 

March 2-4—Automotive Electric Assn. Re- 
genes Conference, Detroit Leland Hotel, 

etroit. 

March 3-5—National Assn. of Fleet Ad- 
ministrators, Inc., Sheraton-Cadillac 
Hotel, Detroit. 

March 9-1i1—Automotive Electric Assn. Re- 
gional Conference, Atlanta Biltmore 
Hotel, Atlanta. 

March |12-15—Pacific Automotive Show, 
Brooks Hall. San Francisco, 

March 16-18—SAE National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 

March 19-20—SAE National Production 
sacattng, Sheraton-Cadillac Hotel, De- 


April” “18-22—American Society of Tool 
Engineers, Schroeder Hotel, Milwaukee. 


30 Years Ago... 





“What do you mean, ‘That's more like it,’ lady? 
Them's "58 leftovers!" 


Letterbox 


‘Ability to Inspire . . . . 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Tribute to Lawder 

You have probably noticed that 
Don Lawder, for a long time auto- 
motive advertising manager of the 
New Yorker magazine, passed away 
on Jan, 15. 

It is indicative of Don’s career 
that at a party at his home only a 
few days before he died, some 
guests knew him as an able journ- 
alist, others as an astute advertis- 
ing executive and still others for 
his outstanding work in America’s 
imported automobile field. Regard- 
less of the association, though, 
everyone who knew Don Lawder 
knew him as a man of great per- 
sonal charm and immense integrity. 

He was also a man of vision 
and at an early date recognized 
that America offered a great fu- 
ture for European automobiles, 
his admiration for England per- 
haps placing British-built cars a 
little ahead of others in his 
heart. 

Starting in 1948, Don began to 
make available to European auto- 
mobile manufacturers his long 
knowledge and wise counsel on the 
American automobile market. In 
those earlier days, many senior 
executives coming to America to 
survey the market, made Don’s 
office at The New Yorker magazine, 
where he was automotive advertis- 
ing manager, their first port of call, 


The Big Stories 


A prediction that within three or four years the automobile industry 
will maintain a yearly production of about 5.5 million vehicles was 
made this week in 1929 by Alfred P, Sloan jr., president, General 


Motors Corp. 


The calendar year 1928 was the greatest 12-month period in the 
history of Packard Motor Car Co. It topped by several million dollars 
the record profit of $21,885,416 reported for the fiscal year ended Aug. 


31, 1928, the company said. 


Production of automobiles in Canada during the calendar year 1928 
was a record 243,882 units, having a sales value of $151,826,338. This 
was 18 percent greater in number and 24 percent higher in value than 
in 1926, the next best year, when 204,727 cars, valued at $122,629,537, 


were built. 


—From the Files of Automotive News. 


returning over and over again to 
discuss problems and seek advice. 


In addition to countless bulletins, 
Don produced in 1953 and again the 
following year exhaustive studies of 
the American market for imported 
automobiles, documents that were 
of immense aid to importing com- 
panies. 

At a luncheon in 1955, on the 
occasion of Don’s retirement 
from The New Yorker, J. & 
Inskip, America’s oldest and per- 
haps best known distributor of 
imported automobiles, said, in 
paying tribute to Don, that he 
had done more than any individ- 
ual in America to develop the 
country’s market for imported 
cars. 


In truth, the effect that Don 
Lawder had on America’s imported 
automobile market was not due so 
much to direct actions on his part, 
although there were plenty of 
those, but rather his ability to in- 
spire, guide and give moral support 
to automobile men of Britain and 
the Continent in search of an 
American market for their cars. 


They, and the tens of thousands 
of workers engaged today in build- 
ing cars for Amerca, are bene- 
factors of the fine qualities of Don 
Lawder possessed in such abund- 
ance. He enriched the lives of many 
people.—J. Bruce McWri.uiams, Saab 
Motors, New York. 


* * > 


‘Hats Off .. .” 


Hats off to the salesman your 
staff correspondent, Oliver Starr jr., 
contacted in his conquest to gather 
information on the new cars. 

I say hats off they were able to 
spot the stupid jerk and qualify 
him that he wasn’t financially or 
mentally qualified to buy so why 
and the hell should they waste any 
time on the jerk. 

The industry really needs more 
of these smart staff correspondents 
to show up the salesmen.—H. D. 
Farris and D. E. Wotr, Salesmen 
Tired of Waiting on Jerks, Mc- 
Monigle Chevrolet Co. (Chevrolet- 
Cadillac), Lewiston, Id. 

Pr. & Oliver jr. ‘should join the 
rest of the out-house owls. 





One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


chee Seer 
—— 1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “‘plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 

is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “‘line’”’ along the center of this edge. 
That “line” is actually the edge of the plastic 
interlayer. (No “‘line,” no LSG.) 


2. LSG provides 

“windshield safety.” By 

accepted practice, every 

= i. American-made truck or 

car must have a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this ““windshield- 
safety” to their side windows and vents as well. 


3. LSG reduces the 

hazard of flying glass. 

Suppose a rock or another 

= sharp object traveling at 

high speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“‘spider-web”’ of 
cracks from the point of impact. 


4. LSG “cushions” the 

shock of impact. When 

a passenger is thrown 

against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer ‘ ‘gives’ ’ and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


. 5. LSGwon’t “trap” you! 
~ Suppose you had only 
seconds to get out of 
- or into your car, and both 
doors aa windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


NRT 


® 
Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 
tn making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 
Springfield 2, Mass. 
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The Man Behind the Wheel. . . 


Sales Testing the 1959 Buick 


By L. H, Houck 
Travelling Correspondent 

F YOU'RE interested in modern 
autos, test-drive the 1959 Buick. 
It will renew your faith in cars and 
advertising. I took a four-door In- 
victa hardtop, the model that re- 
places last year’s Century, on a 
round trip to Jackson, Miss., 
through Arkansas and parts of 
Louisiana, for a total of 1,479 miles. 
Part of the route was over 
high, twisting mountain roads in 
Arkansas, mostly in heavy fog. 
The weather, always a test on a 
new car, consisted of some snow 
and sleet, a lot of torrential rains, 

little sunshine and a lot of fog. 
The factory-fresh Invicta which 
I drove out of Kansas City required 


no attention outside of a regular oil | 
| way toward making the Buick a 


change at 500 miles and a lube job. 
It sat out one night in a heavy 


started instantly the next morning 
and ran perfectly. 

In my opinion, this year’s Buick 
is the best Buick ever built and 
brings more value to the owner 
than ever before. 

* * + 


It’s a Quiet Car 


a 1959 Buick is a quiet car. 
We were stopped at a light in 
a small Arkansas town when I 
thought I could hear the tappets 
pecking. But it was only the clock 
ticking. 

Of course, the engine makes 
the normal amount of noise, but 
this has been insulated from the 
driver and passengers, Conse- 
quently, the noise of other vehi- 
cles and the street noises are 
more easily heard, 


In my opinion, this goes a long 


safer car. For instance, I got to 


rainstorm that flooded the area but | listening to other cars stopped on 





each side of me at traffic lights and 
you could hear most of the other 
engines. 

Another advantage, I think, is 
that if this Buick should develop 
any unusual noise, the driver would 
be sure to hear it when it started 
and take fast remedial action. 

Generous use of insulating mate- 
rials has made this the quietest 
Buick, which accents its smooth 
operating characteristics, The dash 
| is insulated with probably the high- 
est density dash mat in history. 

* * + 
_ damping materials are 
used on the floor, roof and all 
large panel areas, and spray-on 
| deadener has been used where 
noise leakage is possible. 

New and much tougher sound- 
absorption materials are used in 
the hood insulation, and there is 
a sound absorber under the rear 
package shelf. The body section 





REPORT: TO THE MEN 
RESPONSIBLE FOR SELLING 
MORE CARS IN 1959 


Here’s the BEST BUY 
in the Million Markets 
to reach more prospective car buyers. 


MILWAUKEE rates 5th highest in automotive sales per 
family, among America’s 14 markets of a million or more 
City Zone population. 


THROUGH THE MILWAUKEE JOURNAL your advertising 
reaches 9 out of 10 families in Greater Milwaukee. 


IN THE MILWAUKEE JOURNAL you can use R O P Color 
for bonus readership, bonus retention, bonus sales results. 
The huge ColoROPtics study proves it! 


MILWAUKEE JOURNAL ADVERTISING RATES are 
economical—milline rate is the 4th lowest in the nation! 





i 
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Buick Gets Top Rating— 


The 1959 Buick is the best ever built, said L. H. Houck, Automotive News travelling 


correspondent, after road-testing this four-door 


Invicta hardtop. Among its top 


features, he said, are the Triple Turbine Dynafiow transmission and improved gaso- 


line economy. 
= * 


has half a dozen new points in- 
sulated this year. 

Body mounts use thicker, softer 
rubber which, combined with a 
lower spring rate, makes for im- 
proved control and longer life, and 
provides a marked reduction in 
road noise. 

Here’s news for everybody in the 





If you want to sell more automobiles, sell the Greater Milwaukee 
Market through The Milwaukee Journal 





auto business, Buick has moved the 
radiator and fan and the fan is 
smaller. Cooling efficiency has been 
increased by these moves and fan 
noise has been almost eliminated, a 
bonus to the owner and a tribute 
to Buick engineering. 

” a * 


Radiator Moved Forward 


HE 1959 radiator has been 

moved several inches forward, 
resulting in more space between 
the inside of the radiator and the 
front of the engine. The fan has 
a longer hub which places the 
blades near the radiator but far- 
ther away from the engine. Tests 
have proven that cooling is im- 
proved with almost total absence 
of fan noise. The blade also has 
been slightly reduced in size. 

The radiator has new fasten- 
ings. It uses a three-point filex- 
ible mounting, compared with a 
former four-piece rigid mounting. 
This permits the radiator to flex 
on rough roads, which will vir- 
tually eliminate seeps and leaks 
caused when normal twisting and 
road bumping crack soldered 
seams. 

The Buick frame is new. The 
body is new—built like a steel 


(Continued on Page 30, Col. 1) 
* . . 


Car Tested: 
BUICK 


Model: Invicta four-door hard- 
top. 

Engine: Wildcat 445, OHV 
V-8, vertical valves, 445 pounds 
of torque at 2,300 r.p.m.; 401 
cubic-inch displacement; 10.5- 
to-1 compression ratio. Bore 
4.1875 by 3.64 stroke, 325 h.p, at 
4,400 r.p.m, four-barrel carbure- 
tor, calibrated for leaner mix- 
tures with smaller jets, higher 
valve lifts, 440 in. valve lift in 
this engine; 1%-inch exhaust 
valves; new crankshaft for in- 
creased stroke, Moraine-400 alu- 
minum bearings, grooved main 
journals for even distribution of 
oil; connecting rods of high 
manganese steel content with 
reinforced I sections; new alu- 
minum pistons with higher 
domes for higher compression, 
full skirted and slotted; 4-quart 
crankcase. 

Transmission: Three Turbine 
Dynafiow, requires no adjust- 
ment since bands have been 
eliminated, coupled with a grade 
retarder. 

Optional equipment installed: 
Dual exhaust, 24% inches in 
diameter as compared with two 
inches last year; double-wrapped 
mufflers, with aluminum and 
zine plating inside and out for 
longer life; heater, power steer- 
ing, power brakes; transistor 
radio, with self contained port- 
able unit that can be removed 
and played away from the car, 
and front and rear-seat speakers 
for car radio, Tinted glass, 
vanity mirror, tissue dispenser, 
safety group, combination exte- 
rior rear-view mirror and spot- 
light. 

Dimensions and _ capacities: 
Wheelbase, 123 inches; overall 
length, 217.4 inches; overall 
width, 80.7 inches; overall height, 
54.5 inches; tread, 62.4 inches; 
gas tank, 20 gallons; radiator 
with heater, 19 quarts; rear-end 
ratio with triple turbine, 2.78 
(39-14). 

Tires: Firestone DeLuxe white 
sidewall, 8.00x15, air pressure, 
cold, 24 pounds, 
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Leadership 


A product of the Chevrolet School for 20 years 


Last year marked the 20th Anniversary of the Chevrolet Post-Graduate School of Modern 
Merchandising and Management. It was established in 1938 for the purpose of training out- 
standing men for leadership positions in the quality Chevrolet dealer organizations throughout 


the United States, Canada, and overseas. Twenty straight years of continual growth prove its unequalled 
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success. The Chevrolet School, the oldest of its kind in the world, is famous as the “West Point of Industry,” and well 
known for the great help it has been in building Chevrolet dealerships into the splendid and successful organizations 


they are today. 


With its 48th consecutive session now completed, the School has graduated more than 2,000 men, nearly 50 per cent 


of whom are now Chevrolet dealers or dealership managers. Graduating classes with truly successful records! 


It’s no wonder that 1958 marked but a milestone in the “auto academy’s”’ progress. Year after year it has found it necessary 


to vastly expand its program and facilities to meet the growing need. Today the carefully chosen faculty numbers over 100 


General Motors executives and specialists in the automotive industry. Competent judges have called the Chevrolet School “the 


standard” in merchandising and management training, and rank it equivalent or superior to the Nation’s leading universities. 


W. E. Fish, General Sales Manager, Chevrolet T. O. McLaughlin, Director of the Chevrolet 
Division of General Motors says, “We're proud, School, has this to say, “How extensively the 
in Chevrolet, of our connection with the School School has grown is reflected in the fact that 
and our opportunity to share, through so many applications have increased from 27 in 1938 - 
of its graduates, in the maintenance of the great to a present-day total of over 800 in the 
American institution of Chevrolet dealerships.” United States alone.” 


Chevrolet Division of General Motors, Detroit 2, Michigan 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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"57 °'58 
Feb. 


"57 + °58 
March 
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Apr. 


"ST ='58 "57 


duly 


"67 1°58 
June 


"67 =°58 
May 


Aug. 


"ST °58 
Nov. 


"67 °58 
Sept. 


"68 "67 '58 


Prices of 58s added and '50s dropped in December, 1957. Prices of '59s added and '5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * * 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan, 28. 
High demand for clean cars, We are just 
not getting enough cars to satisfy demand. 
BUICK—'55 Special 2-dr., $955, $800*. 

‘64 Special 2-dr., $655*; Super 2-dr., 

$605, $580°; 4-dr., $595, $555°; RM 
4-dr., $305° (ps). 
CHEVROLET—'58 Bel Air (8) 4-dr., $1,- 


885°, $1,845°. 

"ST Two-ten (8) 4-dr., $1,255, $1,225*, 
$915; 2-dr., $955; Two-ten (6) 2-dr., 
$1,255; Bel Air (8) 2-dr., $1,115*. 

"56 Bel Air (8) 2-dr., $1,285, $1,055°; 
Two-ten (8) 4-dr., $1,015; Two-ten 
(6) 4-dr., $880. 


‘S55 Bel Air (8) 4-dr., $955*, $930°, $855, 


$740°; Two-ten (8) station wagon, 
$905°; 2-dr. $845*°; 4-dr.. $770; Two- 
ten (6) 4-dr., $755, $690, $545; Bel 


Air (6) 4-dr., $685, $645. 
"54 Bel Air 4-dr., $570, $495° (ps); 2- 


dr., $550; Two-ten (6) 2-dr., $510; 
4-dr., $490. 

"53 Two-ten 2-dr., $355. 

"52 Deluxe 4-dr., $355°, $105. 


DeSOTO—'55 Firedome 2-dr., $705*. 


COLORADO 


Denver Auto Auction 


&% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 


Auction Every Friday 
at 11:00 A.M. 











LITTLETON, COLO. 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: Francis R. Kopfer 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of continuous operation. 


11:00 A.M. 


Warehouse Point, Conn. 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








’53 Firedome 4-dr., $255°*. 
DODGE—’55 Royal (8) 2-dr., $870*. 


’53 Meadowbrook (6) 2-dr., $145, 
"52 Wayfarer (6) 2-dr., $130. 

FORD —'58 Fairlane (8) 4-dr., $1,965* 
(ps); 2-dr., $1,745*; Fairlane (8) 500 
2-dr., $1,730%; conv., $1,755*; ranch 
wagon (8), $1,555. 

"S57 Custom (8) 4-dr., $1,225, 2 at $1,- 


170; Fairlane (8) 4-dr., $1,315*; Cus- 
tom (8) 300 4-dr., $1,200*. 

"56 Fairlane (8) 4-dr., $1,005° (ps), 
$1,000, $880; 2-dr., $960; Custom (8) 
2-dr., $875°. 

55 Country sedan (8), $985°; Fairlane 
(8) 2-dr., $985, $895*; Custom 4-dr., 
$475*; (8) 2-dr., $690, $600, $585, 
$505; Main (8) 2-dr., $380. 

"64 Crest (8) 4-dr., $565; station wagon, 
$690, $505; Custom (8) 2-dr., $505*, 


$330°. 
‘53 Custom (8) 4-dr., $365, $360°. 
MERCURY—’'57 Monterey 2-dr., $1,380°. 


‘55 Monterey 4-dr., 
$690. 
"53 Monterey station wagon, $505*. 
OLDSMOBILE—'56 (88) Super 2-dr., $1,- 
080° 


$890; Custom 2-dr., 


55 (88) 4-dr., $1,050* (ps), $960°. 
'53 (88) 2-dr., $295°. 
PACKARD—’55 Clipper 4-dr., $875* (ps). 


PLYMOUTH—'57 Belvedere (8) 4-dr., $1.- 


325°. 

"56 Savoy (8) 2-dr., $780; Savoy (6) 
2-dr., $730. 

"55 Belvedere (6) 2-dr.. $805; Savoy 


(6) 2-dr., $580, $555. 
*53 Cranbrook station wagon, $325; Cam- 


FLORIDA 


Florida's Most Modern Auction 


West Palm Beach 
Auto Auction, Inc. 


Clean car center of Florida. New 
modern $30,000 building. Fenced park- 
ing for over 1,000 cars. Nation's fore- 
most auctioneer—Carl Marker. 





Sale every Thursday at noon. Palm 
Beach Fairgrounds and Speedway 





We have the buyers! Consign your 
clean cars to Florida's top dollar sale. 





DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI 





JACKSON — Greater Jackson Auto|L U C A D, the Dealers’ Directory; RALEIGH — Mann’s Auto Auction 
St., Box 8468.|te Leading Auto Auctions. 


Auction, Wilmington 
Wed., 12:30. Check, Title Guarantee. 


bridge 2-dr., $205, $170. 
PONTIAC—’59 Star Chief 4-dr., 
’57 Chieftain 4-dr., $1,605° (ps); 
$890* (ps). 
"56 Chieftain 4-dr., $725°. 
'55 Chieftain Catalina 2-dr., 
dr., $725°. 
'S3 Chieftain (8) 4-dr., $275°. 
"52 Chieftain (8) 2-dr., $125*. 
STUDEBAKER—’55 Champion (6) station 
wagon, $555°. 
MISCELLANEOUS — '57 Chevrolet 
$945; Ford \%-ton, $935. 
'55 Ford %-ton, $540. 
’54 Dodge %-ton, $400; Chevrolet %-ton, 
$885, $505. 


LOS ANGELES 


$2,705°. 
2-dr., 


$995°; 2- 


%-ton, 


Harold Henry's Los Angeles Dealer Auto. 


Auction, Sale every Tuesday. Prices are 
for sale of Jan. 27. 


BUICK—’57 Super Riviera 2-dr., $1,805* 
(ps); Century Riviera 2-dr., $1,800* 
(ps); Special Riviera 2-dr.. $1,725* 
(ps), $1,500° (ps). 

"56 Special Riviera 4-dr.. $1,145*° (ps); 
Riviera 2-dr., $1,070° (ps). 

‘55 Super Riviera 2-dr., $1,040° (ps); 
Special Riviera 2-dr., $965*° (ps), 


$865°, $835°, $785*; Century Riviera 
4-dr., $960° (ps), $925° (ps); Riviera 
2-dr., $910* (ps); conv., $850° (ps). 
‘54 Special conv., $580; Century Riviera 
2-dr., $555°; 4-dr.. $485°; Super Rivi- 
era 2-dr., $475°*. 
"653 RM Riviera 2-dr., $375° 
‘52 Super 4-dr., $285°. 


(ps). 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW JERSEY 
CROSSROADS OF THE EAST 
WEDNESDAY, 11 A.M. 
NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


LAFAYETTE—Syracuse Auto Aqation, 
Center of Empire State. Check an 


Title Protection. (Wed.). 








(Copyright, 1959, by Automotive News) 





*51 Special 4-dr., $185; 2-dr., $130. 
CADILLAC—’58 (60) Special 4-dr., $4,750*° 
(ps), $4,650° (ps); (62) conv., $4,400° 
(ps); coupe de Ville, $4,240° (ps), $4,- 
100* (ps); sedan de Ville, $4,120* (ps), 
$4,100°* (ps). 

’57 Eldorado Seville, $3,665* (ps); (62) 
coupe de Ville, $3,650° (ps), $3,430° 
(ps); conv., $3,275* (ps); sedan de 
Ville, $2,950° (ps). 

"56 (62) sedan de Ville, $2,695° (ps), 
$1,975* (ps); coupe de Ville, $2,505* 
(ps), $2,360* (ps); (60) Special 4-dr., 
$2,520*° (ps). 

"565 (62) coupe de Ville, $1,830° (ps), 
$1,525* (ps); conv., $1,510* (ps). 
"54 (62) coupe de Ville, $1,625* (ps), 
$1,500* (ps), $1,400° (ps); sedan de 
Ville, $1,300° (ps); (60) Special 4-dr., 

$1,550° (ps). 

"53 (60) Special 4-dr.. $1,100° (ps), 
$910° (ps), $790° (ps); (62) coupe 
de Ville, $1,050° (ps); sedan de Ville, 
$650°* (ps). 

"52 (62) coupe de Ville, 
$650°, $600° (ps). 

CHEVROLET—'58 Impala (8) 2-dr., $2,- 
365°, $2,300° (ps); Hardtop 2-dr., $2,- 


$755° (ps), 


005°; Bel Air (8) Hardtop 4-dr,, $2,- 
130° (ps); Brookwood (6), $2,100*; 
Brookwood (8), $2,025*; Biscayne (8) 
4-dr,, $1,800°. 

"S57 Corvette, $2,600, $2,505; Bel Air 
(8) Nomad, §$1,845° (ps), $1,755° | 


Handyman, $1,525*; 


NEW YORK 








NEW YORK CITY'S 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 

$ Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flyi Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


(ps); Hardtop 2-dr., $1,780*, $1,580*; | 
Hardtop 4-dr., $1,725° (ps); 4-dr., $1,- | 
460°; Two-ten (8) Townsman, $1,665*; 
4-dr., 


$1,350°; | 
















—— 


2-dr., $1,350°. 

’56 Corvette, $1,900*; Bel Air (8 
top 4-dr., $1,350*, $1,185*; 4-< 
345* (ps), $1,155*; Hardtop 2-c: $1 
285*; Bel Air (6) Hardtop 2-dr. $1 
270*; Two-ten (8) Townsman, $1 225%; 


Hard- 
. oa 


2-dr., $1,070*, $995, $950°; Two-ten 
(6) Townsman, $1,085*; One-fifiy (6) 
Handyman, $1,015; 4-dr., $820 


$700; 

One-fifty (8) Utility sedan, $925 
"55 Bel Air (8) Hardtop 2-dr., $9609; 
2-dr., $795; Bel Air (6) Hardtop 2. 
dr., $900; Two-ten (8) Delray, $855¢; 


2-dr., $590*; Two-ten (6) Handyman, 
$850; 4-dr., $750. 

54 Bel Air 2-dr., $520*; One-fifty 2-dr,, 
$340. 

’53 Two-ten Townsman, $525; Hardtop 
2-dr., $405; conv., $340*; Bel Air 4 
dr., $485*, $350°, $315°; Hardtop 2. 
dr., $465°; 2-dr., $415; One-fifty 
Handyman, $415; 2-dr., $375. 

’52 Deluxe sedan, $355; Styleline De- 
luxe 4-dr., $275. 

’51 Styleline Deluxe 4-dr.. $290, $190*. 5 
club coupe, $270; DeDluxe edan, 


$250*, $145; conv.. $205. 
CHRYSLER—’57 Saratoga Hardtop 4-dr,, 
$1,950° (ps); Windsor Hardtop 2-dr., 9 
$1,775* (ps). 
*54 NY conv., $275* (ps). 


DeSOTO—'58 Firesweep Sportsman 4-dr., 
$2,400* (ps). 

’57 Fireflite Sportsman 2-dr. $1,810*7 
(ps); Firedome 4-dr., $1,555* (ps): @ 
conv., $1,410° (ps); Firesweep 4-dr., = 
$1,300°. _ 


53 Power Master (6) 4-dr., $250* (ps). @ 
DODGE—’57 Coronet (8) 4-dr., $1,210*. 

'53 Coronet (8) 4-dr., $285°. ; 

"52 Coronet (6) 4-dr., $125*. a 
FORD—’58 Thunderbird, $3,840* (ps), $3,- 


750° (ps), $3,650° (ps), $3,.625° (ps), @ 
$3,600° (ps), $3,525° (ps), $3,520* 7 
(ps), $3,435* (ps), $3.400* (ps): Fair- @ 
lane (8) 500 Skyliner, $2,200* (ps): 

Victoria 2-dr.. $2.035* (ps); Victoria 

4-dr., $1,800° (ps), $1,540°; country ® 
sedan (8). $2,150° (ps), $2,100*, $1,-% 
985°, $1,685° (ps) 

'57 Thunderbird, $2,660° (ps), $2,.525*; 
Fairlane (8) 500 Victoria 2-dr., §$1,- 
690° (ps), $1,615* (ps), $1,.490*; conv., 
$1.525* (ps); Victoria 4-dr., $1.505* 
(ps), $1,450° (ps), $1,355*, $1,.295*°: 5 


Fairlane (8) club sedan. $1,495" 
Town sedan, $1,300*; 


(ps); 
ranch wagon (8), § 


$1,300*; Custom (8) 300 4-dr.. $1,260*, 
$1,095; 2-dr.. $1,200°, $1,005 n 
‘56 Parklane (8) $1,375* (ps); country § 


sedan (8), $1,.300° (ps); country squire 
(8), $1,270*°; Custom (8) ranch wagon, 
$1,035°, $1,025°; 2-dr.. $730°; ranch 
wagon (8), $910°; Fairlane (8) club 
sedan, $835° (ps), $825°; 2-dr.. $805* 
‘55 Thunderbird, $1,840; Fairlane (8) 
Victoria 2-dr., $910*° (ps); Town sedan, 


$800°; Crown Victoria, $870*; Country 
Squire (8), $825*; Custom (8) ranch 
wagon, $640°; 2-dr.. $625. 

"54 Country sedan (6), $635*; Crest (8) 


Victoria, $630* (ps) 

"53 Main (8) ranch wagon, $390°. $385*, 
$300°*; Crest (8) Victoria, $355*: conv., 
$335*; Main (8) 4-dr., $240. 

"52 Crest (8) Victoria, $370*; Custom (8) 
4-dr., $340°; Main (8) business coupe, 
$165. 

"51 Custom (8) 4-dr., $145° 

HUDSON—'53 Hornet (6) 4-dr., $150°*. 


(Continued Page 19, Col. 1) 


PENNSYLVANIA 


CORRY AUTO AUCTION 
Route 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Gucranteed Titles 





| “The friendliest auction with the most oc 
| tien.” Fer reserved numbers 


call 
Auctioneers: Rey Avstin, 
Odi Adcock. Owner: George 


36-391. 





MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 


Sale Every Friday—i0:00 A.M. 


% Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check’ 
Bill Johnson Beb McConkey 
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Used-Car Auction Prices 





(Continued from Page 18) 


LINCOLN -'58 Premiere coupe, 


67 I 


| 
56 Premiere coupe, $1,875* (ps), $1,695* 


(p 
"54 ( pri coupe, $750* (ps). 
153 Capri 4-dr., $435* (ps). 
ERCURY—'57 

- (p Commuter, $1,735* (ps), 

Monterey coupe, $1,600*; 

$1,500* 


56 Custom station wagon, $1,375* (ps); 
Hardtop 2-dr., | 
$1,- 


Hardtop 4-dr., $955*; 


$800* Montclair 2-dr., $1,250°, 
195* (ps), $980* (ps); Monterey 2-dr., 
25°. 
os Mentdals 4-dr., $860*; Monterey 2- 
dr., $845*. 
‘54 Monterey 2-dr., $695°, $485°. 
‘53 Monterey 4-dr., $345* 


‘52 Monterey conv., 
NASH 54 Statesman 
53 Ambassador (6) 

OLDSMOBILE — ‘58 
$2,300° (ps). 

'57 (98) Holiday 4-dr., 
950* (ps); 
Super Holiday 2-dr., 
Holiday 2-dr., $1,865° (ps). 
"56 88) Super Holiday 4-dr., 
(ps) (88) Holiday 2-dr., $1,175*. 
55 (98) Holiday 2-dr., $1,100° (ps); 
Holiday 4-dr., $935° (ps). 

‘54 (88) Super 4-dr., $710* 

Super Holiday 2-dr., 

"53 (88) 4-dr., $400*° (ps) 
"52 Holiday 2-dr., 

PACKARD 55 Clipper 
$695" (ps) 

PLYMOUTH 
$2.035° ; 
935° (ps) 

‘57 Custom 
vedere (5) 
000°; Savoy 
$1.095° 

56 Belvedere 
sedan $845* 
$750° 

"65 Savoy (8) 
i-dr.. $500 

‘HM Plaza station 
$385 

‘53 Cambridge 
4-dr $185 
275 

‘51 Cambridge club coupe, $135 

"49 Deluxe 4-dr., $190 

PONTIAC—'57 Chieftain Catalina 
$1,560° Star Chief conv 
(ps) 4-dr $1,450° 

‘4% Star Catalina 2-dr., 
(ps) (ps) conv 


(6) 4-dr., $310. 
4-dr., $320°. 


(88) Holiday 


(a8 


(a8) 


(ps), 
(RR) $520°* 
$275* 


Panama 


(oR) 


"58 Custom (8) 
Savoy (8) Hardtop 
Plaza (6) 2-dr 
(8) Suburban, $1,640*; 
Hardtop 2-dr., $1,540*, 
(8) 4-dr., $1,120*; 


2-dr.. 
$1,350 


$1,000° : 
club 


(8) conv 
Savoy (6) 


4-dr.. $735*; Plaza 


wagon $385: 


station 
Cranbrook 


wagon 
2-dr., 


(pes? 
Catalina 
Chief 

$1,.055° 


(ps) 


(ps) 
175° Catalina 4-dr 
$985*" $§965°; Catalina 4-dr 

‘55 Chieftain Safari, $1,290*° (ps); 
lina 2-dr., $835° 
"M Chieftain (8) 4- 
"S53 Chieftain (6) Catalina 
‘62 Chieftain (8) Catalina 
RAMBLER—'56 Deluxe (6) 
$505 
"55 Custom (6) 
"4 Custom (6) 
STUDEBAKER 


$1,000° 
$985*. 


dr, $355° 

$335° 
$165°. 
4-dr., 


Cross country 


Cross country, $825* 


100* ips) 

"SS Commander (8) coupe, $810°*: 4-dr., 
s540° 

‘S Commander (8) Starliner, $490; 
Champion (6) 2-dr., $330° 

"S3 Champion (6) 4-dr $360*; Com- 
mander (8) 2-dr.. $290° 

WILLYS—'53 Jeepster station wagon, $815. 

MISCELLANEOUS—'59 GMC %-ton pick- 
up 250 

"38 Ford Ranchero, $1,780* 

‘S57 Chevrolet “%-ton panel, $850; Ford 
Ranchero. $1,475 

"56 Chevrolet ton pickup, $950; Ford 

-ton pickkup, $935. $740° 


Used Imported 


Cars 


Albany 
Voelkswagen—'56 Sunroof 2-dr., $900. 

Chicago 
Volkswagen—'58 2-dr., $1,485. 


‘57 station wagon, $1,300. 
"56 2-dr., $1,080. 


Detroit 
Metropolitan—"5% conv., $1,215. 
Flint 
DKW—'57 2-dr., $435 
Los Angeles 


Hiliman—'56 Minx conv., $725. 
daguar—'57 sedan, $1,835*. 

‘53 Mark VII 4-dr., $540. 
MG—'55 roadster, $1,095. 
Renault—'57 4-dr., $930. 
Triumph—'56 roadster, $1,390. 

"54 roadster, $1,000. 
Volkswagen—'53 2-dr., $605. 
Volvo—'57 2-dr., $1,160. 

'56 2-dr. $1,090. 
Zephyr—’53 4-dr., $285. 


Portland, Ore. 


Lioyd—’50 station wagon, $380. 
Metropolitan—’55 Hardtop 2-dr., 
Simea Elysee—'58 4-dr., $1,265. 


New York 


Hillman—’'56 Husky station wagon, $525. 
Morris—’57 conv., $600. 


West Palm Beach, Fla. 


Ford (English)—’58 Anglia 2-dr., $910. 

Goliath—'58 2-dr., $980; 
$975. 

daguar—’54 conv., $835. 

Mercedes-Benz—’'56 Limo, $1,900. 

Morris—’57 station wagon, $850. 

Volkswagen—'56 2-dr., $1,000, 


$775. 


$900. 






$3,545* 


miere coupe, $2,510* (ps), $2,300*° 


Montclair coupe, $2,000* 
$1,700* 
conv., 


$300*; 2-dr., $285*. 


2-dr., 
$2,130* (ps), $1,- 
Holiday 2-dr., $1,960* (ps); 
$1,985* (ps); 
$1,365* 
(88) 
$675*: 
(ps). 
2-dr., 


Suburban, 
$1,- 
Bel- 
$1,- 
2-dr., 


club 
sedan, 


(8) 
4-dr., 


$405°*; 
$335. 


2-dr 
$1,.550*° 
$1,280* 
$1,030° 
Chieftain (8) station wagon, $1,- 


(ps) 


Cata- 


station wagon, $825* 
$640, 
$1,060°. 


‘58 Golden Hawk (8), $2,- 





station wagon, 


i 


DeSOTO—’'57 Firesweep Sportsman 2-dr., 
$1,360* (ps). 


"52 Firedome (8) 4-dr., $120* (ps). 
DODGE—’58 Custom Royal (8) 4-dr., $1,- 
925*. 
"57 Coronet (8) 4-dr., $1,225*. 
‘56 Coronet (8) 4-dr., $910*; 2-dr., 
$710*. 
’55 Custom Royal (8) conv., $550* (ps). 


FORD—’58 Thunderbird, $3,075 (ps); Fair- 








*55 Chevrolet Cameo Carrier, $995; %-ton lane (8) 500 4-dr., $1,580*. 
pickup, $760. "57 Country sedan (8), $1,455* (ps); 
"54 Chevrolet %-ton stake, $685; Ford Custom (8) 300 4-dr., $1,075*; Fair- 
%-ton pickup, $475. lane (8) 2-dr., $965, $955; Custom (6) 
"52 Chevrolet %-ton pickup, $335, 2-dr., $940*. 
’56 Fairlane (8) Victoria 2-dr., $795* 
(ps). 
WEST PALM BEACH, FLA. | °55 Fairlane (8) conv., $705*, $675*, 
West Palm Beach Auto Auction, Sale | $650, $610* (ps). 
every Thursday. Prices are for sale of; ‘54 Crest (8) conv., $325°. 
Jan. 29. Market strong on clean cars. *41 (8) station wagon, $235. 
| BUICK—’56 Super 4-dr., $1,075*. IMPERIAL—’57 Southhampton 4-dr., $2,- | 
| "55 RM 2-dr., $710* (ps); Special Rivi- 495* (ps). 
era 2-dr., $650*. | LINCOLN—’53 Cosmopolitan Hardtop 2- | 
"54 Special 4-dr.. $525; RM conv., $450* | dr., $650* (ps). | 
(ps); 4-dr., $400* | MERCURY—’57 Monterey 4-dr., $1,585°* 
| °52 Special 2-dr., $325*. (ps). 
CADILLAC—’59 (62) coupe de Ville, $5,- | "55 Montclair Hardtop 2-dr., $625* (ps) 
450* (ps). | "53 Monterey 2-dr., $350. 
*5S (62) conv., $3,850* (ps). OLDSMOBILE "57 (98) Holiday 2-dr., 
| "57 (62) coupe de Ville, $2,700* (ps); $1,775* (ps). 
sedan de Ville, $2,700* (ps). $2,575* "55 (88) 2-dr., $930°. 
(ps). "53 (98) 4-dr., $475*. 
*56 Eldorado conv., $2,000. | PLYMOUTH—’57 Belvedere (6) Hardtop 
| CHEVROLET—’58 Impala (8) conv., $1,- 2-dr., $1,275*. 
| 850°. | °56 Belvedere (8) conv., §750* (ps). 
"56 Bel Air (8) station wagon, $1,250* *55 Belvedere (8) Hardtop 2-dr.. $625*; 
(ps); Two-ten (8) station wagon, §$1,- | conv., $400* (ps); Plaza (8) 4-dr., 
065* (ps); Bel Air (6) conv., $1,025*; | $440 
| Two-ten (6) 2-dr., $750* | ‘54 Plaza (6) 4-dr., $355°. 
| ‘55 Two-ten (8) 4-dr., $765*; One-fifty | ‘53 Cranbrook suburban, $325*; 4-dr., 
| (8) station wagon, $630; Bel Air (6) $320 
conv,, $580. PONTIAC ‘55 Chieftain station wagon, 
"54 Two-ten station wagon, $665*. $800°*. 
"53 Bel Air conv., $270*. _..'53 Chieftain 4-dr., $285*; 2-dr., $235. 
RAMBLER—'5S Silver Hawk (6) 2-dr., 


"52 Deluxe 2-dr., $285°*. 
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Model Breakdown 
Of Auction Averages 
Feb., 1959 Jan. Dec. 
Model To Date 1959 1958 
$2,889 $2,562 
2,040 2,148 
1,395 1,492 
1,007 1,068 
781 806 
476 507 
314 326 
218 225 
Average $1,096 $1,140 $1,142 
$1,600* (ps). | 
"53 Commander (8) 2-dr., $790* (ps). | 
MISCELLANEOUS—’58 Chevrolet Apache | 
(8) pickup, $1,250. 
"55 Chevrolet %-ton pickup, $650; de- 
livery sedan, $420, $400. 





FLINT 


Flint Auto Auction, 
day. Prices are for sale of Jan, 28, Mar- 
ket remained unchanged on price but 
percentage of entries sold much better | 
than last week. More buyers on the scene. 
Sold 168 cars from 218 consignments. 


BUICK—’5S8 Super Riviera 2-dr., $2,290* 
(ps), $2,.270° (ps); Special Riviera 
2-dr.. $1,965° (ps), $1,775° (ps); 
Hardtop, $1,775* (ps). 

"57 Special station wagon, $1,805*; 
top, $1,595* (ps), $1,590°, 
Century station wagon, $1,780* 
RM Hardtop, $1,580* (ps) 


Sale every Wednes- 


Hard- 
$1,165; 
(ps); 


CADILLAC—'54 


CHEVROLET—’58 


19 


*56 Century 4-dr., $1,130*; Hardtop, $1,- 


130* (ps), $1,100*; Super Riviera 2- 
dr., $1,100* (ps), $980°* (ps); Special 
Riviera 2-dr., $980* (ps), $950*. 
‘55 Century Hardtop, $850*; Super $750* 
(ps). 
’54 RM Riviera 2-dr., $590* (ps). 
*53 Special 4-dr., $350*. 
"52 RM Riviera 2-dr., $265* (ps). 
(62) 2-dr., $950* (ps). 
"53 coupe de Ville, $720*; (60) 4-dr., 
$645* (ps). 
Brookwood (8) station 


wagon, $2,005* (ps); Brookwood (6) 
station wagon, $1,615*; Impala (8) 
sport coupe, §$2,000* (ps), $1,875* 


(ps); Two-ten (8) station wagon, $1,- 
850*; Biscayne (8) 2-dr., $1,665*, $1,- 
510; Bel Air (8) Hardtop, $1,645*. 

"57 Corvette 2-dr., $1,950; Two-ten (8) 
station wagon, $1,590*, $1,575*, $1,- 
525° (ps), $1,520*, $1,400*; 4-dr., $1,- 
500°, $1,290*, $1,165*, $1,160; Two- 
ten (6) station wagon, $1,435*; 2-dr., 
$1,190*; Bel Air (8) 4-dr., $1,360*; 
2-dr., $1,320*. 

’56 Two-ten (8) station wagon, $1,215*; 
Two-ten (6) station wagon, $1,165*; 
2-dr.. $790; club coupe, $765; Bel Air 
(8) Hardtop, $1,070; Bel Air (6) 4-dr., 


$840°; Delray (8) 2-dr., $1,000; One- 
fifty (8) 2-dr., $705. 

‘55 Bel Air (8) station wagon, $950* 
(ps); Hardtop, $950*, $750*; sedan, 
$700*; Two-ten (8) 4-dr., $670*; Two- 
ten (6) 2-dr., $355; Delray (8) club 
coupe, $665. 

"54 Bel Air 2-dr., $460; Two-ten 2-dr., 
$380 

"53 Bel Air 2-dr., $375. 

| CHRYSLER—’57 Windsor Hardtop, §$1,- 
500° (ps). 
| DeSOTO—'57 Firesweep 2-dr., $1,250*. 


‘54 Firedome 4-dr., $375* 
"53 Firedome 4-dr., $215*. 


(Continued on Page 22, Col, 1) 


(ps). 





A first class building doesn’t have to be high cost 
...1F IT’S A BUTLER 


usually for far less, than traditional construction. 

You also get a building that helps you sell both cars 
and service. Architectural treatment can be as com- 
manding as you wish. Load-bearing. frames permit use 
of all the glass you need for showroom effect. And you 
get a bright, naturally ventilated, post-free service area 
that is superior to any construction at any price. 


The car business today is too competitive to tie up im- 
portant money in a high-overhead palace. This is cer- 
tainly true when you can buy a dealership building that 
is ideally suited to motor sales and service—and costs 
less to build, as well. 

Such a building can be yours with the Butler Building 
System and your nearby Butler Builder. 

Unusual economies are possible in Butler construc- 
tion. The pre-engineered metal components are mass- 
produced, lowering their cost to you. Inexpensive curtain 
walls are used. You save on labor and materials. It all 
means that you get a superior building for no more, and 


Nee, prove” 


Manufacturers of Buildings ¢ Oil Equipment ¢ Farm Equipment 
Dry Cleaners Equipment ¢ Outdoor Advertising Equipment 
Custom Fabrication 


Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birming- 
ham, Ala. « Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. ¢ Chicago, 
1. © Detroit, Mich. « Cleveland, Ohio « Pittsburgh, Pa. * New York City and 
Syracuse, N.Y. * Boston, Mass. * Washington, D.C. * Burlington, Ont. Canada 


Ask your Butler Builder for the facts on this low-cost way to get 
an efficient, truly first class facility. He’ll give you a free copy 
of Butler’s new booklet, ‘‘The Building That Helps You Succeed.” 
His name is listed under “Buildings” or “Stee! Buildings” in the 
Yellow Pages of your phone book. Or, write us direct. 








Please send me free copy of booklet. 
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BUTLER MANUFACTURING COMPANY 


7432 East 13th Street, Kansas City 26, Missouri 





Door openings have been widened—up to six (6) See how much more head room there is in the A break for’the “‘middle man’’—the floor hump 
inches—makes getting in and out much easier. Ford Family of Fine Cars. Even six-footers can has been cut way down to provide plenty of leg 
And there’s no jutting doorpost blocking the way. sit up straight without touching the top. room for center passengers, front and rear. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 121 OF A SERIES 


Plenty of room for selling... 


Showroom shoppers these days are saying it: 
Still lots of space—even for six broad-shouldered 
adults—in the Ford Family of Fine Cars. Take the 
Mercury shown here, for example. See for your- 
self how much more usable room it offers as 


compared to one of its competitors. And since 


new-car buyers will have to “live in,” as well 

s “look at,” their choice of 1959 automobiles, 
we’re pretty sure your prospects will be inter- 
ested in this comfort comparison, too. You'll 
find plenty of room for selling—in the 1959 Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL «¢ MERCURY « LINCOLN + CONTINENTAL MARK IV ¢« ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS +¢ TRACTORS. ¢ FARM IMPLEMENTS « INDUSTRIAL ENGINES 


jl 


A 


—— | 


np # Look at all the knee room up front. No over- 
eg Hanging instrument panel to crowd front seat 
Passengers. You look over, not at, the hood. 


Notice how many new cars you have to step down 
into? Like getting into a bathtub. You'll find no 
high hurdles in the Ford Family of Fine Cars. 


Seats in the Ford Family of Fine Cars let you sit 
higher. You sit in a natural position — not so low 
that your legs shove uncomfortably forward. 
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AUTOMOTIVE NEWS, FEBRUARY 


9, 1959 





good demand and bringing top dollar, Sold 
75 cars from 126 consignments. 
BUICK—’56 Special 4-dr., $1,035* (ps). 

hs a Riviera 2-dr., $385° (ps), 


sedan de Ville, $3,- 
000* (ps); (60) Special 4-dr., $2,990* 
(ps). 


"54 (60) Special 4-dr., $1,200* (ps). 


Used-Car Auction Prices 


CA DILLAC—'S7 (62) 





(Continued from Page 19) 


CHEVROLET—’57 Bel Air (8) Hardtop 
DODGE—’57 Sierra station wagon, $1,- Super 4-dr., $1,635*, 2 at $1,625° (ps); 4-dr., $1,350* (ps); Two-ten (8) 4-dr., 
650° (ps). (88) club coupe, $1,630° (ps); sedan, $1,175*, 2 at $1,145*, $1,160; 2-dr., 
’S5 Royal 4-dr., $625°. $1,520* (ps), $1,490* (ps). $1,050. 
EDSEL—’'58 Ranger 4-dr., $1,560*° (ps). ‘56 (88) Super Holiday 2-dr., $1,235* ’56 Bel Air (8) conv.. $1,115* (ps); One- 
FORD—’59 Custom (6) 300 2-dr., $2,050°. (ps); (88) Super sedan, $940°*. fifty (8) Utility sedan, $885; Two-ten 
58 Fairlane (8) 500 4-dr., $1,630°; Fair- "54 (88) 4-dr., $525°; club coupe, $405. (6) 2-dr., $800, $765, $740. 
lane (8) 2-dr., $1,585°; Custom 300 | pr ymMOUTH—’57 Belvedere (8) 4-dr., $1,-| °55 Bel Air (6) conv., $750*; Two-ten 
(8) 2-dr., $1,480, $1,425. . 380; sedan, $1,150*; Suburban station (6) 4-dr., $675, $665. 
5S? Fairlane (8) conv., $1,795 (ps); wagon, $1,300*; Plaza 2-dr., $980*. | CHRYSLER—’57 NY Hardtop 4-dr., $1,- 
Fairlane (8) 500 2-dr., $1,375; Coun- ’56 Suburban (6) station wagon, $800; 640° (ps). 
try sedan (8) station wagon, iS ; Plaza (6) club sedan, $515. DeSOTO — '57 Firesweep 4-dr., $1,200* 
Custom (8) 300 2-dr., $1, oer $885; | °55 Plaza (6) club sedan, $420. (ps). 
Custom (6) 300 2-dr., $1,140*; Custom '54 Savoy (6) station wagon, $445; 4-dr., '52 Firedome (8) 4-dr., $245* (ps). 
= 4-dr., $1,125*, $1,060; sedan, $1,- $270; Plaza 4-dr., $380. DODGE—’57 Coronet (6) Club Sedan, $590. 
= . ’54 Coronet (8) Sierra, $365* (ps). 
‘88 Custom (8) a, sore” 2 dr., on. seer 57 Star Chief club coupe, $1, FORD — ‘57 Country sedan (8), $1,225: 
: ountry sedan ( station wagon, ’ : bn a Custom (8) 300 4-dr., $1,085; Custom 
$955°, $805*; Custom (8) station wag-| ‘56 Star Chief dvdr. $1,225° (ps), _ $1. (8) 4-dr., $1,085*; Fairlane (8) 500 
on, $950*; sedan, $550, $535*; 2-dr., 015°; sedan, $1,085°; Chieftain Cata- town sedan, $1,025° 
gone: A dd = coupe, $760"; — coupe, $990°; Chieftain sedan, | °56 Custom (B) ranch wagon, $950* (ps): 
-dr., ; riane Victoria clu ’ i i Country sedan (8), $815. 
coupe, $610*; Ranch Wagon (6) sta- modem 4008": Bins Cuaet o-. sree; | ‘55 Fairlane (6) 2-dr., $465*. 
tion wagon, $415°. (ps); 4-dr $655° ‘: ’ "54 Crest (8) 4-dr., $400*; Custom (8) 
54 Custom 2-dr., $345, $200. 54 Chieftain : - 4-dr., $385; 2-dr.. $315*; Custom (6) 
f , sedan, $375°; Catalina ; 
HUDSON—'53 Hornet sedan, $230°. Hardtop. $280*. country sedan, $560. 
IMPERIAL —’'57 Hardtop, $2,180* (ps). RAMBLER—’58 Custom (6) sedan, $1,410. | LINCOLN "57 Capri Hardtop 4-dr., $2,- 
MERCURY — ‘58 Montclair 2-dr., $1,925*| ‘57 Super (6) sedan, $1,205. 00° (ps). 
(ps); Monterey sedan, $1,600* (ps). | ‘°'56 Custom (6) station wagon, $1,100. | MERCURY—'56 Montclair Hardtop 4-dr., 
'S7 Montclair conv., $1,500* (ps); Mon- | sTUDEBAKER—’55 Commander (8) club __ $900°. 
terey 2-dr., $1,300° (ps), $1,295°. coupe, $515°. 54 Monterey 4-dr., $500°. 
*65 Monterey club coupe, $615*. | = a, . ae” $175°. 
*54 Monterey Hardtop, $205. NE - "f ustom 4-dr., $100. 
OLDSMOBILE—’'59 (88) Hardtop, $2,800°. | LW YORK OLDSMOBILE — ‘57 (88) 4-dr.. $1,300° 
"68 (98) Holiday 4-dr., $2,300*° (ps); Skyline Auto Auction, Sale every Tues- (ps). 
(88) 2-dr., $1,840*. day. Prices are for sale of Jan, 27. Mar- "56 (88) Holiday 4-dr., $1,110*; 4-dr., 
"57 (98) (ps); (88) | ket firm in New York area despite snow $1,000°. 


Hardtop, $1,800* 
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“Here’s why mufflers of Armco ALUMINIZED STEEL 
LAST TWICE AS LONG’’ 


Heat and corrosion destroy ordinary mufflers 
Heat severely attacks mufflers made of uncoated steel. 
At the same time, corrosive exhaust liquids chew 
Heat, 
attack outer shells. Little wonder exhaust systems of 
ordinary steel often fail quickly. 


interior parts. moisture and street chemicals 


A.uminizep Steet beats back heat and corrosion 
The aluminum coating on ALUMINIZED STEEL is put 
on by a special hot-dip process. When a muffler gets 
hot, this coating alloys with the steel base, forming 
a tough surface layer with exceptional resistance to | 
heat. At the same time, ALUMINIZED STEEL holds | 
back corrosion. 


Road Tests show double life 

Seven-year road tests show that mufflers made of 
Armco ALUMINIZED STEEL give more than double 
average service life. 


How car owners benefit 
Car owners save the cost and inconvenience of too- 
early replacement. Corrosion problems on dual ex- 
haust systems are lessened. In addition, the ability of 
muffler shells of ALUMINIZED STEEL to stay intact 
longer helps promote safety. 

Write us for the names of manufacturers of muf- 
flers made from Armco ALUMINIZED STEEL. Armco 
Steel Corporation, 1409 Curtis St., Middletown, Ohio. 





ARMCO STEEL 


Armco Division * Sheffield Division * The National Supply Company + Armco Drainage & Metal Products, 
Inc. *« The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 





’55 (88) Holiday 2-dr., $815*; 4-dr., $770° 


(ps); (88) Super 4-dr., $720* (ps). 
PACKARD—’'54 Clipper 2-dr., $325* (ps). 
PLYMOUTH— 57 Savoy (8) 4-dr., $1,100°*, 

$1,095*; Suburban (6) station wagon, 

$920°. 
"56 Custom (6) Suburban, $735. 
‘55 Belvedere (8) Hardtop 2-dr., 

Savoy (6) 4-dr., $410°*. 

’53 Cambridge 4-dr., $260. 
PONTIAC—’57 Star Chief Catalina 4-dr., 


$775°* ; 


$1,400*; Super Chief 4-dr., $1,350*. 
’55 Chieftain 4-dr., $550. 
’54 Chieftain 4-dr., $400*; 2-dr., $275 
’'53 Chieftain Catalina 2-dr. $280°. 


MISCELLANEOUS—’51 Chevrolet Cab and 
Chassis, $125. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices’ are for sale of Jan. 27. We had a 
very good sale considering a lot of snow 
and ice. We have the buyers for more 
older cars. Sold 331 cars from 536 con- 
signments 
BUICK—’'58 Special Riviera 2-dr., $1,910*. 

’57 Super Riviera 2-dr., $1,620° (ps); 

RM Riviera 4-dr., $1,590* (ps); Spe- 
cial Riviera 2-dr., $1,580*; Riviera 4- 
r., $1,550*, $1,540° (ps). 





56 Super Riviera 4-dr., $1,295° (ps); 
Century Estate wagon, $1,250°; Rivi- 
era 2-dr., $1,220*; Special Riviera 2- 
dr., $1,185* (ps); Riviera 4-dr., $1,- 
175*; 4-dr., $1,065° (ps). 

‘55 Super Riviera 2-dr., $860°; 2-dr., | 
$850° (ps). 

'54 Special conv., $735*; Super 4-dr., 
$585* (ps). 

| CADILLAC—’'58 (62) sedan de Ville, $3,- 
850° (ps), $3,980° (ps), $3,590° (ps); 
coupe de Ville, $3,690*° (ps). 

"57 (60) Special 4-dr., $3,025* (ps); (62) | 
sedan de Ville, $2,900*° (ps), $2,820° | 
(ps); coupe de Ville, $2,700° (ps), 
$2,675* (ps). 

‘56 (62) coupe de Ville, $2,320° (ps); 
sedan de Ville, $2,100* (ps), $2,085* 
(ps); (60) Special 4-dr., $2,100° (ps) 

‘55 (62) coupe de Ville, $1,910° (ps). 
$1,800° (ps), $1,660° (ps), $1,490° 
(ps); (60) Special 4-dr., $1,540* (ps) 

"54 (62) coupe de Ville, $1,410° (ps); 
sedan de Ville, $1,340* (ps). 

"52 (75), $615° (ps) 

CHEVROLET—’'59 Impala (8) Hardtop 2- 
dr., $2,630° 

‘58 Impala (8) conv., $2,300° (ps), $2,- 
225: Hardtop 2-dr., $2,150* (ps). $2.- 
125°, $2,110*; Bel Air (8) Hardtop 
4-dr.. $2,.000° <‘(ps): 4-dr., $1,860", 
$1,750*, $1,600°; Nomad (8), $1,940°; 
Brookwood (8), $1,800°; Biscayne (8) 
4-dr $1,650°, $1.675*: Biscayne (6) 
2-dr., $1,650° (ps), $1,580; Bel Air 
(6) 4-dr., $1,635: Delray (6) 2-dr., 
$1,600*°, $1,585°: Brookwood (6), $1,- 
525° 

'ST Bel Air (8) Hardtop 4-dr.. $1,665*° 
(ps), $1,.635°, $1,540° (ps); Hardtop 
2-dr.. $1,575*: conv., $1,550°; 2-dr 
$1,475* (ps); 4-dr.. $1,450° (ps) Bel 
Air (6) 2-dr. $1.370*°: Two-ten (8) 
Hardtop 4-dr.. $1.330° (ps); 4-dr., 
$1,320°,. $1,300° $1,165* 2-dr., $1.- 
245°, $1,115*;: Two-ten (6) 2-dr., $1.- 
150° 

‘56 Bel Air (6) Hardtop 2-dr.. $1,260°; | 
4-dr., $1,135*; Bel Air (8) 2-dr., $1,- 
200°: station wagon, $1,200° (ps); 
Hardtop 4-dr., $1.170*, $1,100°; Two- 
ten (8) Hardtop 2-dr., $1,055°; 2-dr., 
$1,010°; 4-dr., $1,000° (ps) 

‘55 Bel Air (6) Hardtop 2-dr $950° 
(ps), $925*; 4-dr.. $875°, $865°; Bel 
Air (8) Hardtop 2-dr.. $930°, $900°; 
Two-ten (8) 4-dr., $805°; 2-dr., $775*. 
$705 

‘S4 Bel Air Hardtop 2-dr., $475°; 2-dr., 
$390: Two-ten (8) 2-dr.. $475 

CHRYSLER—'57 Windsor Hardtop 2-dr 
$1.450". 

"SS NY 4-dr.. $925° (ps); Windsor Hard- 
top 2-dr., $875° (ps) 

DeSOTO—'57 Firedome 4-dr., $1,650° (ps), 
$1.330° 

"56 Firedome 4-dr.. $1,005° (ps). 

| "SS DeSoto Hardtop 2-dr.. $890*° (ps) 
DODGE—'57 Custom Roval (8) 2-dr., $1.- 
475° (ps); 4-dr., $1,450° 

"56 Coronet (8) Lancer 2-dr., $900° (ps) 

*55 Custom Royal (8) 4-dr., $895*; Royal | 


(8) Lancer 2-dr.. $755° 


| FORD—'58 Thunderbird, $3.260° (ps), $3.- 


225° (ps); Country sedan (8), $2,050° 
Fairlane (8) 500 Victoria 2-dr.. $1,- 
825°, $1.700° (ps): conv., $1,.775* 

"ST Country sedan (8). $1,505° $1,440°. 
$1.245° (ps), $1,150°: Fairlane (8) 
500 4-dr.. $1,450*° (ps); conv., $1,425° 
(ps), $1,320° (ps): Victoria 2-dr., $1.- 
360°, $1,265*: Fairlane (8) 2-dr.. $1.- 
245*: Custom (8S) 300 4-dr.. $1,230° 
(ps): 2-dr.. $1,025*: Custom (8) 2- 
dr.. $1,000; Country sedan (6), $1,- 
375° 

"56 Country sedan (8), $970°: Fairlane 
(8) conv., $925°; 2-dr., $810°; Custom 
(8) 2-dr., $815°, $780. $685°, $675 

"55 Fairlane (8) Crown Victoria, $760*; 
4-dr.. $725°: Victoria 2-dr.. $745*; 
Custom (8) 2-dr.. $605*° 

"54 Crest (6) 4-dr., $710; Custom (8) 
2-dr.. $510, $390, $315. 

IMPERIAL—'57 Southampton 4-dr., $2,- 
450° (ps): 4-dr.. $2,110° (ps). 
MERCURY—'58 Monterey conv., $2,015* 

(ps): 4-dr., $1,750*. 

"S57 Montclair Hardtop 4-dr.. $1,650*° 
(ps) 4-dr.. $1,420° (ps): Commuter, 
$1.600* (ps): Monterey 2-dr.. $1,190. 

‘56 Monterev 2-dr.. $1,260* (ps); Mont- 
clair Hardtop 2-dr., $1,230*° (ps), $1,- 
105° (ps), $1,080°. 

"55 Montclair Hardtop 2-dr., $790*, $670*; 
2-dr., $640°. 


"54 _Monterey Hardtop 2-dr., 
NASH—'55 Statesman (6) 

$430. 
OLDSMOBILE— 


$690°. 
Country club, 


‘58 (88) Super Holiday 2- 
dr., $2,495* (ps); 4-dr., $2,400* (ps); 
(98) 4-dr., $2,200* (ps). 

"57 (98) Holiday 2-dr., $2.010° (ps); 
2-dr.. $1,810° (ps); (88) Super 2-dr., 
$1,735* (ps); (88) conv., $1,730* (ps); 
aw 2-dr., $1,665* (ps); 4-dr., $1,- 

. 


56 (88) Super Holiday 4-dr., $1,325*; 
4-dr., $1,165* (ps); (98) 2-dr., $1,- 


275° (ps). 
"55 (98) Holiday 2-dr.. $1,100*° (ps), 
$945*; (88) Super 4-dr., $970* (ps), 
$935* (ps); (88) Holiday 2-dr., $900*. 

"54 (88) Super 4-dr.. $600* (ps). 
PLYMOUTH—'58 Belvedere (8) Hardtop 2- 

$1,670°. 

Hardtop 2-dr., $1,645* 


dr., 

"57 Savoy (8) 
(ps); 4-dr.. 2 at $1,135*, $1,130°, 
$1,115*, $1,060*, $1,000; Belvedere (8) 
Hardtop 4-dr., $1,395* (ps); 4-dr., $1,- 
150* (ps); Suburban (8) $1,365*. 

56 Belvedere (8) Hardtop 2-dr., $950*; 
Plaza (6) 4-dr., 

55 Belvedere (8) Hardtop 2-dr., $775*; 
Plaza (6) station wagon, $575; Savoy 
(6) station wagon, $575; 4-dr., $495, 


a 


‘653 Cranbrook Hardtop, $360. 
PONTIAC—’58 Star Chief Catalina 2-dr., 


— (ps); Catalina 4-dr., $2,169° 
(ps 

57 Star Chief Catalina 2-dr., %1,475¢ 
(ps). 

’56 Star Chief Catalina 4-dr., $1,165¢ 
(ps); Catalina 2-dr., $1,050* (ps); 
Chieftain 2-dr., $810*; Catalina 2-dr., 
$790°*. 

"55 Star Chief Catalina 2-dr., $900* (ps), 
$855*, $800* (ps). 

’53 Chieftain (8) 4-dr., $365*. 

RAMBLER—’57 Custom (6) Cross coun- 
try, 2 at $1,485* (ps). 

"54 Custom (6) 4-dr., 2 at $510; Cross 
Country, $385. 

STUDEBAKER—’59 Lark, $2,100*. 

’57 Scotsman (6) 4-dr., $1,000. 

*54 Champion (6) 4-dr., $485*; Com. 
mander (8) 4-dr., $345*. 

ALBANY 
Tim Anspach Dealer’s Auto Auction, 
Sale every Monday. Prices are for sale 


of Jan. 26. 

The used-car market generally was un- 
changed at our auction here today. Yard 
trading was brisk as retailers bid high 
for choice offerings before they hit the 
sale lane. The slump in new-car sales has 


cut down receipts of used cars. The 


new- 
car dealer has turned used-car buyer in 
several localities here in the east. Sold 
113 cars from 144 consignments 
BUICK—'56 Century 4-dr., $1,425* 
"55 Special 4-dr., $850°; Super 2-dr., 
$735° 
*54 RM 2-dr., $730°. 
‘53 Super Riviera 2-dr., $445°*. 
CADILLAC—'57 (6) conv., $3,300* (ps); 
coupe de Ville, $3,150*. 
"56 (60) Special 4-dr.. $1,900° (ps) 
"55 (62) sedan de Ville, $1,610*. 
"54 (60) Special 4-dr., $1,470* (ps); (62) 
sedan de Ville, $1,275* (ps). 
"53 (62) sedan de Ville, $550* 
CHEVROLET—'58 Corvette conv., $2,450*; 
Impala (8) conv., $2,100° (ps); 2-dr., 
$2,025"; Brookwood (6), $1,985*: Bel 
Air (8) Hardtop 4-dr., $1,875* (ps); 
Delray (6) 2-dr., $1,430 
'S7 Bel Air (8) 4-dr., $1,450°; 2-dr., 
$1,425*: Two-ten (8) 4-dr.. $1,360*, 
$1,135*; 2-dr.. $1,160; Two-ten (6) 
4-dr $1,170, $1,150, $1,085, $1,050; 


2-dr., $1,160, $1,050; 
dr $985 

"56 Bel Air (6) 4-dr., 
(8) Hardtop 2-dr., 
(8) 2-dr.. $1,050*°; Two-ten (6) 4-dr., 
$975*; One-fifty (6) 2-dr., $610 

"55 Two-ten (8) station wagon, $1,160*; 
4-dr.. $660; Bel Air (8) 4-dr.. $950*; 
Bel Air (6) 4-dr $915 785; 2-dr., 


One-fifty (6) 2- 


$1,250° 
$1,200"; 


Two-ten 
Bel Air 


Alr 4-dr., $600°; Two-ten 2-dr., 
‘55 Royal (8) 4-dr., 
"53 Coronet (6) sedan, $180°. 
FORD ‘58 Thunderbird 2-dr., $3,200° 
(ps); Custom (6) 300 2-dr., $1,600°. 
"ST Fairlane (8) 500 Victoria 4-dr., $1,- 
525° (ps): conmv.. $1,510*; Victoria 2- 
dr $1.370° (ps), $1,285°; Country 
sedan (8), $1,585* (ps), $1,510*, $1,- 
485: ranch wagon (8), $1,390*: Cus- 
tom (8) 300 2-dr.. $1.250*, $1.000 
Custom (8) 2-dr., $1,160°; 4-dr., $770. 
"56 Country sedan (8). $1,140; Fairlane 
(8) 4-dr.. $890° (ps), $835*: ranch 
wagon (8), $850° (ps): Custom (8) 
2-dr., $810° 
‘SS Thunderbird 2-dr.. $1,435 (ps) 
lane (8) 4-dr.. $750; Custom 
dr., $670, $640 $580; 2-dr., 
ranch wagon (8), $570: Custom 
2-dr., $350. 
"4 Crest (6) country squire 
conv., $220: Custom (6) 2-dr., 
HUDSON—'S4 Hornet 4-dr., $150°. 
LINCOLN ‘58 Premiere 4-dr., 
(ps) 
‘S7 Premiere 4-dr., 
MERCURY 
Monterey 2-dr., 
"56 Montclair 


$730°, $725°*. 


Fair- 
cm) 4 
$620; 

(6) 


$530° ; 
$410 


$3,000° 


$2,.350° (ps) 

"ST Commuter 4-dr., $1,570°*; 
$1.500° (ps), $1,.335° 
station wagon, $1,250*° 


"S3 Cranbrook 4-dr., $270. 
PONTIAC—'57 Star Chief conv., 


(ps); Hardtop, $1,100* 
"54 Monterey 2-dr.. $525* 
"52 Monterey 4-dr., $260° 
| OLDSMOBILE—'SS (S88) Super 4-dr., $2,- 
350° (ps) 
"S7 (88) 4-dr.. $1,570° (ps) 
"56 (88) 2-dr.. $1,230°, $890°; 4-dr., 
$1,070°. 
"55 (98) conv., $1,010°; (88) super Holl- 
} day 2-dr., $860° 
| PACKARD—'53 Clipper 4-dr., $150*. 
| Favours 55 Savoy (6) 2-dr., $680°*; 
Belvedere (8) 4-dr.. $650°; Savoy (8) 
2-dr., $625°. 
"54 Belvedere (6) 4- dr., $460; Savoy (6) 
4-dr., $200. 


$1,850°; 


Chieftain 2-dr $1,500°; Catalina 4- 
dr., $1,450°; 4-dr., $1,200°. 
"56 Star Chief 2-dr., $1,170*; conv., $1,- 
000°. 
"53 Chieftain 2-dr., $270*. 
ISCELLANEOUS — ‘53 Chevrolet %-ton 
Rack, $300. 
BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 27, Buyers 
galore and a bold 73 percent sale. Prices 
seem down slightly on late models and 
holding average on older models. Sold 49 
cars from 67 consignments. 


BUICK—'55 Special 4-dr., $775°. 


"54 Special 2-dr., $410°; RM Riveria 2- 
r., $275° (ps). 
"53 RM 2-dr., $230° (ps). 
CADILLAC—'56 (62) coupe de Ville, $1,- 
930° (ps). 

"54 (62) coupe de Ville, $1,250° (ps). 

CHEVROLET—'58 Impala (8) 2-dr., $2,- 
050* (ps). 

"57 Bel Air (8) 4-dr., $1,385* (ps); Two- 
ten (8) 2-dr., $1, 210°, $1,200*; One- 
fifty (8) 2-dr., $1,010. 

"56 Two-ten (6) 2-dr.. $790, $715. 

"55 Bel Air (8) 2-dr., $875°*; Bel Air 
(6) 4-dr., $675*, $400; Two-ten (6) 
2-dr., $615. 

"54 Two-ten 2-dr., $430; 4-dr., $385; 


Delray, $220. 
'53 One-fifty 2-dr., $125. 
DeSOTO—'55 Firedome 4- dr., $690*. 
'54 Power Master (6) 2-dr., $285*. 
FORD—’57 Custom (8) 300 '2- -dr., $1,100; 
Custom (8) 2-dr., $1,000. 


56 Country squire >, $1,205* (ps); 
Main (6) 2-dr., 

’55 Custom (8) 2-dr.. $650*; Main (6) 
2-dr., $375. 

"54 Crest (6) Victoria, $550*. 

’53 Custom (8) 4-dr., $285*; 2-dr., $235. 


MEROCURY—’55 Montclair 4-dr., $845°; 

Custom 2-dr., $580; 4-dr., $5: 

°54 Monterey Hardtop, $450. 

NASH—’54 Statesman (6) 4-dr., $400. 
OLDSMOBILE—’'56 (88) 4-dr., $1,060*. 
PLYMOUTH — '56 Belvedere (6) conv., 

$800* (ps). 

(Continued on Page 27, Col, 1) 
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Circulation Six Months Ending September 30th 
TOTAL CITY ZONE 


) Circulation Six Months Ending September 30th 


TOTAL CITY ZONE 1980 1958 1950 1958 
1980 1958 1950 1968 Post-Dispatch. ___ 432,297 510,145 301,031 340,408 
Post-Dispetch — 281,172 Sen O0S aera ath770 Globe-Democrat 363,835 373,939 196,216 204.968 
Glebe-Democrat __. - 292,214 332,823 166,800 209,586 Post-Dispatch Lead _ 68,462 19%, 136,206 36%, 104,815 53% 135440 66%, 
Globe-Democrat Lead - 11,042 4%, 
Post-Dispatch Lead __ _ 47,672 14%, 51,069 31% 86,184 41% 


These Daily and Sunday circulation charts, 1950 through 1958, are graphic 
proof of the stability of the POST-DISPATCH in the market it serves. 


The POST-DISPATCH is the preferred newspaper of the reader. It is cap- : 
able of placing your message before the largest and most receptive buy- | 
ing group. As the strongest single force in selling, the Post-Dispatch has 

remained the preferred newspaper of the advertiser for 58 consecutive 

years. 
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The selling force behind St. Louis business 


ST.LOUIS POST- DISPATCH 


First in Circulation * First in Advertising 
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SURPRISE IN CHICAGO 


You shouid know these surprising facts 


about Chicago’s incomparable Drake Hotel 


before you schedule your next 


meeting—large or small... 


4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 


The Drake is “alive.” Meet- 
ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 
ting of luxuriant comfort. 


G. E. R. FLYNN, 
Vice President —Sales 


H. B. RICHARDSON, 
Convention Manager 


& Th 





Now $8,000,000 new! No hotel 
in the midwest can match The 
Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 
up to 800, plus 16 committee 
rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 
Phone or write for brochure. 


Drake 


HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 + TELETYPE NO. CGIS86 


REO DIVISION 
The White Motor Company 


New Territories Now Available! 


Reo's expanded program opens new territories for 
qualified distributors. A custom line of medium and 
heavy-duty trucks, tractors and bus chassis offers 
you special advantages in meeting the needs of 
your quality-conscious clientele—complete line of 
all basic models, conventional and cab-forward 
units, gas, LPG and Diesel; 18,500 to 52,000 GVW; 
42,000 to 78,000 GCW. Newly introduced "C" 
Series 4x 4 chassis, 6x 6 and 4x 2 trucks and trac- 
tors has proved Reo a real contender. Other new 
model announcements and engineering achieve- 
ments are now being released. Franchise opportuni- 
ties are limited. Act today, write General Sales 


Manager, address below: 


Gold Standard of Values 


REO DIVISION 


The White Motor Co. 
LANSING, MICH. 








Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T, Parker 
Attorney at Law 

A TRIP through Western 
states, I talked with many new 
and used-car dealers and learned 
about the most serious legal prob- 
lems they encountered, Here are 
late and leading higher court de- 
cisions which specifically answer 
some of their 

questions. 

A higher court 
recently rendered 
an unusually im- 
portant decision 
which clearly 
answers this legal 
question pre- 
sented to me by 
several auto deal- 
ers: 

“If an auto 
dealer purchases 
a stolen car and he honestly resells 
it to a customer, can the insurance 
company which paid the theft in- 





L. T. Parker 


the dealer?” 
> = > 


Law of Stolen Car 


- QUEEN MOTORS, INC. v. 
Glen Falls Insurance Co., 311 S 
W (2d) 550, the testimony showed 
that Queen Motors purchased an 
automobile from Louisville Auto 
Auction. Queen Motors sold the car 
to William E, Mattingly. 

The automobile had been stolen 
from a Mr. Brinkman, in Toledo, 
and was taken from Mattingly by 


Auto Washington 


| By William Uliman 
Washington Bureau Chief 


Ae dealers, trucking 
firms, tire shops and vari- 
ous kindred lines fared well 
in the loan approvals of the Small 
| Business Administration during 
| December, according to an SBA 
|report for that month. 

| Twenty auto dealers scattered 








throughout the country and selling | 
_|all makes of cars got direct and/| 


| participation-loan assists ranging 
| from $10,000 to $90,000, with most of 
them on the high side of $45,000. 


A Buick dealer in California got 
the high of $90,000, with a Cadillac 
dealer in Vermont 
jmext, and so on 
down the line to 
a dealership in 
Alaska. 

There was a 
broad list of loans 
to such firms as 
auto repairs, auto 
tooling and auto 
equipment, run- 
ning the SBA’s 
assistance pro- 
gram for the month up to 438 busi- 
|ness loans amounting to $19,930,000. 
| That was 22 percent more than 
November. 


Since the start of the agency’s 
financial-assistance program in 
September, 1953, 13,738 business 
loans have been approved adding 
up to $639,507,000. 


> * * 


Ecuador Seeks Road Bids 


S. FIRMS not afraid to take 

® on some real tough roadbuild- 

ing are invited to bid on three high- 

way projects in Ecuador, estimated 

to cost $2.8 million, the U. S. Bureau 

of Foreign Commerce reported last 
week. 

The projects are: Santo Do- 
mingo-La Palma, about 20 miles 
Over difficult terrain, estimated 
to cost $1 million; Santo Domingo- 
Flavio Alfaro, about 62 miles over 
less difficult terrain, estimated to 
cost $900,000; and Bahia-Chone, 
about 30 miles over terrain of 
moderate difficulty, estimated cost 
$900,000. 

If you’re interested, register your 
interest without delay with the 
Ministerio de Obras Publicas, that’s 
the Minister of Public Works— 
Quito. 

You will, of course, have to file 
qualification forms which are in 
Spanish. But Uncle Sam will help 
you out if you address the U. S. 
Department of Commerce, Wash- 
ington, 25. 





William Uliman 








FBI agents, Before the car was 
known to be in possession of 
Mattingly, the insurance com- 
pany, which had insured the 
automobile against theft paid 
Brinkman the value of the auto- 
mobile. 


In subsequent litigation, the 
higher court held that auction 
company must pay the insurance 
company the amount the latter 
paid to Brinkman; Mattingly can 
recover from Queen Motors the 
amount he had paid for the stolen 


automobile, and Queen Motors can | 


recover this same amount from the 
auction firm. 

This court also held that all per- 
sons, whether innocent in the 
transactions or otherwise, who deal 
in a stolen automobile, may lose 


| their investment. 


surance collect this amount from | 


* * > 


When Lottery Is Lawful 


— is a common question: “Is 
an auto dealer a violator of 


|U. S. or state lottery laws if he 


gives away tickets likely to draw a 
free automobile?” 

A higher court recently ren- 
dered a decision which clearly 
answers this legal question. This 
higher court held that if the auto 
dealer receives no payment or 
compensation for the tickets, the 
lottery is lawful. Otherwise, the 


| U. 8S. lottery laws are violated. 





For illustration, in California Re- 
tailers v. Regal Petroleum Corp., 
322 Pac, (2d) 945, the testimony 
showed: Regal operates gasoline 
stations which conduct what is 
generally known as a giveaway pro- 
gram. During the first 10 months 
of 1955, the company distributed 
1,690,000 tickets. Anyone entering a 


|Regal station was given four 
| tickets. 


Tickets also were distributed at 
such events as baseball games and 


|from house to house. The tickets 


were distributed with the stubs 
attached, so that the recipient was 
required to go to a Regal station 
to deposit the stub in order to 
participate in the drawing. 

But a great majority of the 
tickets were given to customers who 
purchased the company’s products 
and merchandise. 

Further testimony showed that 
the Regal giveaway program was 
conducted under a set of rules 
posted in each service station and 
that tickets were given away at 
the stations irrespective of any 
purchase. 


The rules provided that the win- | 


ner would not have to be present 

at the time of the darwing and the 

winning numbers were posted at 

the Regal stations for seven days. 
- 7 > 


3 ‘Giveaway’ Decisions 

7s higher court held that this 
program violated U. S_ lottery 

laws, saying: 

“The question is whether free 
tickets sufficient in number were 
distributed and given away to pre- 
vent the court from holding that 
the giveaway program was a lot- 
tery. If it is a lottery as to those 
who do pay, it necessarily is a lot- 
tery as to those who do not pay 
for their chances. 


“In the instant case, the record 
shows that the number of free 
tickets distributed by the appellants 
was relatively small in comparison 
to those which were distributed to 
patrons of the various stations.” 

For comparison, see People v. 
Cardas, 28 P.. (2d) 99, Here a 
company advertised by means of 
theater programs, newspapers 
and placards that the company 
would give away a prize consist- 
ing of two fully paid round-trip 
tickets to Santa Catalina Island 
to the holders of the lucky tickets. 


Since the majority of ticket hold- 
ers did not pay anything or patron- 
ize the company, the court held 
that the United States lottery laws 
were not violated. 

Also, see Cross v. People, 18 Colo. 
321, 32 P. 821. This higher court 
held that where cards or chances 
are given away merely to induce 
persons to visit a place of business, 
the benefit is too remote to consti- 
tute a “consideration” for the 
chances. Hence, there is no viola- 
tion of the lottery laws. 






















Tenn. Aroused 
By Plan to Jump 
Big-Dealer Taxes 


NASHVILLE, Tenn.—(UTPS)—A 
bill which would raise the privilege 
tax by about 600 percent for Ten- 
nessee’s auto dealers in larger cities 
has been presented to the state leg- 
islature, and dealers all over the 
state have protested. 


The bill would increase the state’s 
privilege tax for dealers in cities 
of more than 100,000 from the pres- 
ent $100 a year to $750 a year. 

And since cities and counties are 
authorized by law to levy similar 
taxes, it would mean that dealers 
in larger cities would have to pay 
$2,250 a year just to open their 
doors. 

Rep. Paul Graham, who repre- 
sents rural Marion county, outside 
Chattanooga, said he introduced the 
bill to “give some relief” to small 
dealers in rural areas. 

He said dealers in his county 
“are working under a hardship” by 
competing with bigger dealers in 
Chattanooga who can give better 
prices because they can get cars 
cheaper at big auctions. 

In cities of 50,000-100,000 the tax 
would jump from $75 to $550 and 
in the 25,000-50,000 group, from $60 
to $100. 

The bill also provides that agents 
and salesmen of all dealers in the 
state pay a $99 fee each year, up 
from the $10 now required. 

David P. Whelchel, executive sec- 
retary of the Tennessee Automotive 
Assn., said, “of course, we're all 
against this bill.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 
. 





HYDRAULIC 
JACK REPAIR KITS & JACK OIL 


Save Money—try a Jack-Pack! 
No more big jack repair bills. 

No more high freight charges. 

No more long tie-ups 

of equipment. 


es 


ORDER FROM MEG. COMPANY 
2115 N. MARIANNA AVE. 
YOUR JOBBER !/ LOS ANGELES 32, CALIF. 








Does a Volume 


Dealer Realize More 
© e 
Unit Profit? 
( as The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 
Dealer” by 
Martin H. Bury. 

This valuable 
= book, now in its 
second printing, 
has been ac 
claimed the 
“bible” of its field. Order now with 
coupon. If, after 10 days, you are 
not convinced that this ok merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 


AUTOMOBILE 





PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 


! | 
| | 
; “The Automobile Dealer’ | 
| © 1. enclose check covering books at | 
| $5.20 each | 
| (0 Send books C.O.D., plus postage | 
| | 
| | 
| | 
| | 
| | 
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TV Guide nee delivers more 


‘THE STATE OF TELEVISION’ 


VV. Oa ae 
; car 


GUIDE” 


L Total number of car-owning families reading 
aU ee Saat TV Guide—5,642,000. 


NE UE) MURS 


*These figures represent black-and-white page costs ones re based 
on and projected from in 1958 Starch Consumer Magazine Snark 








Fitzgerald Heads 
Phoenix Dealers 


PHOENIX, Ariz.—Ed Fitzgerald, 
general manager of Courtesy Chev- 
rolet, Phoenix, has been elected 
president of the Greater Phoenix 
New Car Dealers Assn. C. W. Burns 
was named vice-president. 

Fitzgerald, who came to Phoenix 
from Los Angeles about three years 
ago, has built Courtesy Chevrolet 
into Arizona’s largest volume new- 
car dealership. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 
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What's New... 


In Parts and Accessory Distribution 


Sales Management Institute 


Is Scheduled by MEWA 


CHICAGO.—The 1959 Sales Man- 
agement Institute of the Motor and 
Equipment Wholesalers Assn. will 
be held Apr. 12-17 at Wake Forest 
College, Winston-Salem, N, C. 

Registration will be limited to 
about 40 automotive wholesalers. 





ONE — 





COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 


one brand — one inventory — of highest quality, 


top performance power take-offs. Our ten series — 


and the many models withi 


n these series — provides 


a power take-off for all types of work and for most 


transmission applications. 


Application information 


for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 


interchangeability — it's 


Tulsa Win 


DIVISION OF VICKERS 


Tulsa Power Take-Offs! 


ch 


INCORPORATED * TULSA. OKLAHOMA 
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Richard A, Melvin, MEWA, 309 W. 
| Jackson Blvd., Chicago 6, IIl. 
* 


* * 


| Calif. Wholesalers Discuss 


Chapter for Monterey Bay 


SALINAS, Calif—At a dinner 
| meeting here, officials of the Cali- 
| fornia Automotive Wholesalers 
| Assn, discussed the formation of a 
|CAWA chapter for the Monterey 
| Bay area. 

Attending the meeting were 32 
jobbers and key personnel of 17 
firms in Castroville, Gilroy, Hol- 
lister, Monterey, Morgan Hill, Sa- 
linas, Seaside, Santa Cruz and 
Watsonville. Conducting the meet- 
ing were Al Zimmerman, Modesto, 
CAWA past president; Fred Dutt- 
weiler, San Francisco, a director, 
and Jim Hamilton, executive man- 
ager. 


'MEWA Schedules 
59 Sales Institute 


CHICAGO.—The 1959 Sales Man- 
agement Institute of the Motor & 
Equipment Wholesalers Assn_ will 
be held Apr. 12-17 at Wake Forest 
College, Winston-Salem, N. C. 

Registration will be limited to 
|}about 40 wholesalers, an MEWA 
spokesman said. Participants will 
| be divided into small groups to en- 
| courage the jobbers to share expe- 
riences, he added 
| Some of the topics include: “The 
Five Tools of Management,” “Help- 
jing Salesmen to Sell More,” “How 
to Step Up Personal Efficiency,” 
“Planning Your Profits,” and “How 
to Supervise.” Films and visual aids 
will be used during many of the 
sessions. 





Air Suspension List 


CHICAGO.—A 1959 air suspen- 
sion checklist has been an- 


nounced by Chek-Chart Corp., 33 | Rothman, Seaport Automotive 
E. Congress Parkway, Chicago 5. | Warehouse, Oakland, Calif., and R. 


Jobbers Sales Program 


Announced by Ditzler 
DETROIT. — Ditzler Color Divi- 


sion, Pittsburgh Plate Glass Co., New Hartford Warehouse 


has announced a broad promotional 


campaign for automotive and paint | Brothers, automotive parts dis- 


| specialty jobbers. 

The campaign includes a wide 
assortment of sales aids including 
a comprehensive color service, 
catalogs, counter displays, banners, 
signs, calendars, wall charts and 
good will items. An expanded direct 





| 
| 
| 


Applications may be directed to| mail program includes mailings to| 





jobbers, jobber salesmen, dealers, 


| paint shops, repair shops and fleet | 


| Jobbers Urged to Provide 


| started by collecting parts from 


operators. 
* * * 


Better Public Relations 


KANSAS CITY.— The establish- | 
ment of better public relations in| 
the Greater Kansas City area to 
acquaint more people with the 
functions of an automotive jobber 
and how he fits in the economic 
pattern of the community has been 
proposed by Martin Fromm, execu- 
tive secretary, Automotive Ware- 
house Distributors Assn. 

Addressing a meeting of the job- 
bers’ section of the Automotive 
Trades Assn. of Greater Kansas 
City, Fromm pointed up the fact 
that each organization must justify 
its existence, and that the jobbers 
can best justify their existence by 
providing the type of services for 


its members that would be too 
costly to obtain individually. 
= = * 


Auto Supply Firm Sold 
DAYTON, O.—Lewis Motor Mart 
Co., automotive supplies firm es- 
tablished in 1913, has been pur- 
chased by Murel G. Morningstar | 
and Orville N. Folker of Dayton. 
« = + 


Auto Distributors Name 


Convention Committee 


KANSAS CITY.—The Automotive 
Warehouse Distributors Assn, has 
named a planning committee for its 
annual convention and conference 
here Nov. 2. Members of the com-| 
mittee are: 

Jack F. Whitaker, Whitaker| 
Cable Corp., Kansas City, chair-| 
man; G. H. Goehrig, Blackhawk | 
Mfg. Co.. Milwaukee: John Bury, | 
Purolator Products, Inc., Rahway, | 
N. J.; James F. Flanagan, Pratt} 
Muffler Division, Chicago; Harry 


A. Hoffman, Fox Distributing Co., 
Chicago. 


> * > 


Pandolfe Brothers Opens 


HARTFORD, Conn.— Pandolfe 
tributor, has opened a new 24,000- 
square-foot building. It includes 
specially designed racks for storing 
curved windshields. | 

The 25-year-old company was| 
formed by Frank Pandolfe, who| 








Traffic Toll Cut 1,700; 


Mileage Rate Hits Low | 


CHICAGO. — Traffic deaths 
throughout the nation came down 
1,700 in 1958 and the mileage death 
rate hit an alltime low, the Na- 
tional Safety Council reports. The 
toll was 37,000 in 1958 and 38,702 in 
1957. 

Since the 1957 toll was approxi- 


Ford Names Ball 
Truck Sales Aide 


DEARBORN.—Donald F. Ball 
has been appointed manager of 
Ford division’s heavy truck sales 
department. He succeeds John F. 
McLean jr., who 
has been named 
executive assist- 
ant to the re- 
gional sales man- 
ager at Ford’s 
Midwestern re- 
gional sales office 
in Chicago. 

Ball started 
with Ford in Jan- 
uary, 1954, as a 
truck sales engi- 
neer with the 





D, F. Ball 
Great Lakes regional sales office, 


headquartering in Detroit. He 
joined the Ford heavy truck sales 
department when it was formed in 
April, 1957, and became supervisor 
of the sales engineering section in 
November, 1957. 








mately 900 below the total of 39,- 
628 in 1956, the result was a two- 
year saving of 2,600 lives—achieved 
in the face of a 5 percent increase 
in highway travel for that period. 

In 21 of those 24 months the 
death toll came down from the 
same month of the preceding year. 


For December alone traffic 
deaths totalled 3,600—a drop of 3 
percent from the 1957 month. 
The 1958 toll was 4 percent below 
1957 and 7 percent below 1956. It 
was the lowest since the 1954 total 
of 36,586. 

Motor vehicle mileage went up 
about 3 percent in 1958. Coupled 
with the 4 percent decrease in 
deaths, this produced a mileage 
death rate (deaths per 100 million 
vehicle miles) of 5.6—an alltime 
low. 


This was a 7 percent drop from 
the mileage death rate of 6.0 in 
1957—a previous record low. 


In addition to the fatalities, 
1958 traffic accidents caused ap- 
proximately 1,350,000 disabling in- 
juries. 

The value of property destroyed 
and damaged in 1958 traffic acci- 
dents was estimated by the Council 
at $1,850,000,000. All costs—includ- 
ing wage loss, medical expense, 
overhead cost of insurance and mo- 
tor vehicle property damage—were 
$5,400,000,000. 





| It will be CAWA’s second 


cars that had been junked i: the 
City Dump. His brothers joined 


the organization as they became of 
age, and it now consists of four 
brothers and 32 employes. 

> aa * 


California Wholesalers 


Set °59 Convention 


FRESNO, Calif.—Directors of the 
California Automotive Wholesalers 
Assn, voted unanimously to hold 
this year’s convention Nov. 13-15 at 
the Miramar Hotel, Santa Barbara, 
annual 
convention. 

General chairman of the parley 
is Leslie W. Wyre, Pasadena, A 


CAWA past president, he also 
headed last year’s convention, 
* + * 
Garage Unit Installs 
ALBUQUERQUE, N. M.—F. G. 


Gish has been installed as president 
of the New Mexico chapter of the 
Independent Garage Owners Assn. 
of America. Wes Haskew is vice- 
president; Robert Howell, secretary, 
and William Canfield, treasurer, 

. * * 


Thor Moves in Chicago 


CHICAGO.—Thor Power Too! Co. 
has moved its Chicago sales and 
service branch to its SpeedWay 
Motor division plant, 1834 S. Lara- 
mie. Chicago branch operations are 
headed by Frank J. Schiel, district 
sales manager; Al V. Moroz, elec- 
tric tool sales manager, and Ed 
Murray Hozian, branch manager. 


Fire at Showalter 
NAMPA, Id.—A fire that burned 


nearly 12 hours destroyed the 
building occupied by Showalter 
| Chevrolet, but the dealership is 
doing business “as usual.” W_ R. 


Showalter, the firm’s owner, said 
his agency is operating as its car 
lot across the street and in a 
nearby garage until other arrange- 
ments are made. Loss to the build- 
ing itself was set between $40,000 
and $50,000. No cars were des- 
troyed. 
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No Charge 
for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 


Jerry Moore, gen. mgr. 
< Ime 





4 
° 


FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 





AUTO-TURNTABLE 
Assembled in 30 Minutes 
For indoor — outdoor Caploy | G 






Send for 
free folder. 


AMER-STAGE 


805 East 134 St. 
Bronx 54, N. Y. 
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52 Custom Hardtop 2-dr., $335*. 
the OLDSMOBILE—’57 (88) Holiday 2-dr., $1,- 
ned 550°. 
» of 56 (98) Holiday 2-dr., 


our 


55 Chieftain 2-dr., $595, $475. 


AC 
— Chief (8) conv., $450* (ps). 
the 153 Chieftain (6) 2-dr., $135°. 

ers RAMBLER '56 Super (6) 4-dr., $820*. 

old WILLYS-—'56 Plow, $1,410. 

bmg DETROIT 

} é r City Auto Auction, Sale every 
ual annoy Prices are for sale of Jan, 26. 

= Market slightly up. Weather horrible. Sold 
ley - cars ‘rom 227 consignments. 

A & psuick—57 Special Estate Wagon, $1,750* | 
I a (ps); 2-dr., $1,240° (ps); Super 4-dr., 
iso © $1,640° (ps). 

. 56 Super 2-dr., $1,160° (ps); Special | 
Ns 2-dr., $1,050° (ps) 
4 55 Super 4-dr., $1,000*; Special 4-dr., 
F $300° (ps); 2-dr., $655°. 

a. & 54 Special Riviera 2-dr., $375*. 

: CADILLAC 57 (62) sedan de Ville, $3,- | 
ent 100* (ps). 

the +54 (62) coupe de Ville, $1,200° (ps). 

CHEVROLET—’58 Brookwood (8), $2,000*; | 

perry Biscayne (8) 2-dr., $1,685*; 4-dr., $1,- 

ce- 500 

Ty. ‘57 Bel Air (8) 4-dr., $1,375*; Two-ten 

, (8) 4-dr., $1,205. 

'56 Two-ten (8) Townsman, $1,050; 2- 
dr.. 2 at $850°; Two-ten (6) Handy- 
man, $980, $900; 2-dr., $745, $650; Bel 
Air (8) 4-dr., $950°; Bel Air (6) conv., 

ry } 

na sn Bel Air (6) 2-dr., $790°, $665°, 

- $675*; 4-dr., $750; Two-ten (8) Delray, 

ay 700*: 2-dr.. $705*; Two-ten (6) 4-dr., 
ra- $655; 2-dr., $650; One-fifty (6) 2-dr., 

50 

are ok Bet Air 2-dr., $575*, $470°; One-fifty 

ict 2-dr., $380; Two-ten 2-dr., $365°. 

PC- '53 Bel Air 2-dr., $470°. 

Ed "52 Deluxe 2-dr., $250. 

7 DPeSOTO—'56 Firedome Seville 2-dr., $1,- 
150° (ps); Sportsman 2-dr.. $1,150", 
$1,125° 

pODGE—'57 Coronet (8) 4-dr., $1,275* 


‘56 Coronet (8) 2-dr., $955°. 
ed '55 Coronet (8) station wagon, $750°*. 





FOR D—'59 Thunderbird 2-dr., $3,650° 
he (ps) 
er ‘68 Thunderbird, $3,.625° (ps); Country 
is sedan (8), $1,900°; Fairlane (8) 500 
2-dr., $1,800° (ps); 4-dr., $1,750*, $1,- | 
R. 700°. 
id 'S7 Country sedan (8) $1,450*, $1,440°; 
‘ar Fairlane (8) 500 2-dr., $1,325°; 4-dr., 
$1,305"; Custom (8) 300 2-dr., $1,050, 
a $995, $975; Custom (8) 2-dr., $990, 
Te $985, $980. 
id- ‘56 Fairlane (8) Town sedan, $1,100° 
(ps): 2-dr., $950° (ps); Club sedan, 
100 $1.000*: Country sedan (8), $1,025*, 
>s- 75°: Fairlane (6) conv., 750°, 
$725° 
'55 Custom (6) 2-dr.. $590, $350; Custom 
7% (8) 2-dr., $510, $425 
‘4 Custom (8) ranch wagon $595°; 
Custom (6) ranch wagon, $520, $445°; | 
4-dr $460°*, $390: Crest (6) conv., 
$300° 
"SS Crest (8) Victoria 2-dr., $395*, $300 
"62 Main (8) ranch wagon, $340 
"61 2-dr.. $125 
MERCURY — ‘57 Montclair 4-dr., $1,595° 
(ps): Monterey 2-dr., $1,505*; conv., 
$1.350° (ps) 
"S56 Montclair 2-dr., $1,005° 
"SS Custom 2-dr., 710°, $545°, $526°; 
Montclair 2-dr., $730°. 
"S4 Monterey 2-dr.. $655° (ps); Mont- 
clair 2-dr., $425° 
OLDSMOBILE — ‘S57 (98) 4-dr $1,800° 
(ps). $1,625° (ps); (88) Super Holiday 
2-dr., $1,750° (ps); 4-dr., $1,640° (ps) 
"SS (98) 2-dr.. $925° (ps); conv., $800*° 
(ps): (88) 2-dr., $825° 
"54 (88) 4-dr.. $725° (ps) 
"53 (88) 4-dr.. $425 
PLYMOUTH—'59 Suburban Hardtop 4-dr., 
$2,670 
"57 Belvedere (8) 4-dr., $1,.575*, $1,310°; 
conv $1.250: 2-dr $1.300°*. $1,140*° 
Savoy (8) 2-dr $1.155°, $975° 
"546 Suburban (6) station wagon, $755 
” Plaza (6) 2-dr., $510 
‘S5 Savoy (6) 4-dr $505°*; Plaza (6) 
2-dr $460° 
"4 Plaza station wagon $480, $475: 4- 
dr. $250 
"53 Cranbrook 4-dr 235 
"50 Concord station wagon, $150 
PONTIAC—'57 Chieftain Safari. $1,600*: 
Star Chief conv $1.485° (ps) 
"56 Chieftain Catalina 2-dr.. $1,050°*: 4- 
dr. $800 
"55 Chieftain 2-dr 780°; Catalina 2- 
dr., $750°; 4-dr., $695*° 
"54 Chieftain (8) 4-dr., $450* 


RAMBLER—'57 Super (8) 4-dr 
‘55 Custom (6) Cross 
$740. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 


$1,225 
Country, 


$800, 


Tuesday. Prices are for sale of Jan. 27. | 
BUICK—'57 Century Riviera 4-dr., $1,- 
850° (ps); RM Riviera 2-dr., $1,840° 


(ps); Super Riviera 2-dr., $1,805* (ps); 
Special Riviera 2-dr., $1,750* (ps). 
‘56 Century Estate wagon, $1,515* (ps); 
Super Riviera 4-dr., $1,230* (ps); Spe- 


cial 4-dr., $1,145* (ps); Riviera 2-dr., | 


$1,045* 
"54 Special 4-dr.. $670*. 
"52 Super Riviera 2-dr., 
CADILLAC—'54 (60) 
655° (ps). 
"52 (62) coupe de Ville, $790* (ps). 

CHEVROLET—’58 Impala (8) Hardtop 2- 
dr., $2,395* (ps); Bel Air (8) Hard- 
top 4-dr., $2,050* (ps), 
(ps), $2,020° (ps); 4-dr., 
Brookwood (8), $1,950: 
4-dr., $1,835*. 

57 Bel Air (8) Hardtop 2-dr., $1,790* 
(ps); Hardtop 4-dr., $1,770*, $1,600*; 
Two-ten (8) station wagon, $1,785*, 
$1,685; Hardtop 4-dr., $1,580*; 4-dr., 
$1,490*, $1,480*, $1,465*, $1,460*, $1,- 
450°; Delray coupe, $1,450*; One-fifty 
(6) 4-dr., $1,220. 

*56 Bel Air (8) Hardtop 2-dr., $1,490*; 
Two-ten (8) 4-dr., $1,145; Two-ten 
(6) 4-dr., $1,110*. 

‘55 Bel Air (6) Hardtop 2-dr., $1,315*; 


$275". 
Special 4-dr., $1,- 


iT 


$1,930° ; 
Biscayne (8) 


y 


Wee 


x 


~~ 
ae 


Two-ten (8) station wagon, $1,240*, 
$1,230*; Delray coupe, $900*, $850*; 
Two-ten (6) 2-dr., $955*; 4-dr., $890*, 
$800*, 
‘aot Delray, $485; One-fifty 2-dr., 










"53 Two-ten 4-dr., $520; 2-dr., $475. 
52 Deluxe 2-dr., $345*. 
es Windsor 4-dr., $1,500* 
ps). 
DeSOTO—'55 Fireflite Sportsman 2-dr., $1,- 
050* (ps). 


2 at $2,025°) 





DODGE—’56 Custom Royal (8) 4-dr., $1,- 
185* (ps). 
"55 Royal (8) Lancer 2-dr., $825*. 
’54 Coronet (6) 4-dr., $350. 
EDSEL—’58 Pacer Bermuda, $2,220* (ps). 


FORD—'59 Custom (8) 300 2-dr., $2,155°*; 


4-dr., $1,895, 

’58 Thunderbird, $3,495* (ps); Country Custom (8) suburban, 
squire (8), $2,080*, $2,075*, $1,995*; ’57 Belvedere (8) 
Fairlane (8) 500 Victoria 4-dr., $1,- "56 Belvedere (8) 


895* 


‘57 Country 
$1,715*, $1,600; Fairlane (8) 500 2-dr., 


$1,645°* ; 
$1,485* 
$1,360*, 


$1,075°* ; 


(8) 4-dr., 
$890; Main (6) 


$865 


'55 Custom (8) 4-dr., $905*; 
Fairlane (8) 4-dr., $885*. 
(8) Victoria 2-dr., $315, $205; | 


"52 Crest 


Custom (8) 2-dr., $250*. 
"51 Victoria 2-dr., $285°*. Dodge 
LINCOLN— '50—4-dr., $250*. 
MERCURY—'57 Monterey Hardtop 2-dr., 
$1,680*, $1,520°: Hardtop 4-dr., $1,- 
490°; 4-dr., $1,595°, $1,545*. 


"56 Monterey 


(ps). 


i 
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| Used-C ar Auction Prices 


(Continued from Page 22) 


(ps); Custom (8) 2-dr., $1,650*. 


( 


$1,330, $1,305*, $1,295; 2-dr., 
$1,315; Custom (8) 4-dr., $1,340*, $1,- "55 
330°, $1,205. 
’56 Fairlane (8) Victoria 2-dr., $1,305* | 
(ps), $1,295* (ps), $1,060* (ps); 4-dr., 











2-dr., $1,020*. 
"54 (98) 


$960° (ps); 


(ps). 


(ps). 


squire (8), $1,780* (ps), 
4-dr., $1,580*; Victoria 2-dr., 
ps); Custom (8) 300 4-dr., 
$1,115* (ps). 


2-dr., $800* 


conv., $1,020* (ps); Custom| ‘52 2-dr., $125. 
$1,080*; Main (8) 2-dr., 51 Catalina 2-dr., $215*. 
4-dr., $870; 2-dr., 


$1,050". 
2-dr., $835; 


$1,540* ; 





station wagon, $1,450*| 


(Jan, 27). Lots and 


Before deciding on an 
Imported Car Franchise 
know the Company behind 


CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, offers 
you the opportunity to become 
a CITROEN Franchised Dealer 
in the United States. 


As a CITROEN Dealer you are 
backed by all of CITROEN’S 
vast resources and will benefit 
from ultra-modern production 
facilities ... paying off in as- 
sured volume delivery. 





(88) Holiday 2-dr., $1,450* (ps); 
Super 4-dr., $1,445* (ps). 
’55 (88) Holiday 4-dr., $1,115*; Holiday 


Holiday 2-dr., 
4-dr., 

'51 (88) Super 4-dr., $250*. 
PACKARD — ’'57 Clipper 


’53 Clipper 4-dr., $400*. 
PLYMOUTH—’'59 Fury 


’58 Belvedere (8) Hardtop 4-dr., $2,020* 
(ps), 2 at $2,010* (ps), $2,000* (ps); 


’55 Plaza (6) station wagon, $850; 4-dr., 
$605; Savoy (8) 4-dr., $815*. 
PONTIAC—’57 Star Chief 4-dr., $1,385*. 
’56 Chieftain Catalina 4-dr., $1,400* (ps); 
station wagon, $1,260; Star Chief 4-dr., 


Star Chief 4-dr., 


‘54 Star Chief 4-dr., $610*. 
’53 Chieftain 4-dr., $425* (ps). 


RAMBLER—’55 Custom (6) Cross country, 


’53 Super (6) Suburban, $345*, 
MISCELLANEOUS — '57 Ford Ranchero, 
%-ton pickup, $1,095*. 

'55 International %-ton pickup, $770*; 
%-ton pickup, $725*. 


— Auctions in Brief — 
ATLANTA 


Dixie Auto Auctions, Sale every Tuesday | 
lots of cars offered 





300 Park Avenue, New York, N. Y. 


for sale today, All makes and models rep- 
resented and the buyers really carried home 
some real nice merchandise, Price wise it 
could be classified both steady and soft 
as different units held their own and some 
taking a beating but those suffering were 


of the average kind. 
* * * 


BIRMINGHAM, ALA. 

Dixie Auto Auctions. Sale every Monday 
(Jan, 26), A real nice sale today, Lots of 
cars registered and buyers taking them 
home to their lots, Prices firm but some 


units took a plunge. 
* * * 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (Jan. 28). Hot prices 
melt snow as sales soar. Registrations held 
down because of snow, which soon melted 
due to the heat of the sale, Hot wasn’t 
the word for it, everything, but everything 
was sold today, Buyers out-numbered the 
sellers and were ready to pay top dollar 
for any clean car no matter what the year 
or model, Sold 84 percent of 316 cars con- 


| signed. 


* * * 


CHICAGO 
Greater Chicago Auto Auction, Inc, Sale 
every Thursday (Jan, 29). 
from 588 consignments. 
* * 


DYER, IND. 


Len Pollak’s Dyer Auto Auction, Sale | 


every Friday (Jan. 30). Terrific is the best 
description for the sale. Consignment was 
good, percentage was good, and a good 
time was had by all, Sold 197 cars from 
313 consignments. 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction, Sale every 
Thursday (Jan, 29). Sales high today, 





Main Factory, 133 Quai 


Sold 371 cars | 


27 


market prices remaining strong, Sold 50 
cars from 69 consignments. 
+. 


* 
FARGO, N. D. 
Tri-State Auction, Sale every Thursday 
(Jan. 29). Market very steady, Sold 67 
cars from 89 Ss 


* 
MANHEIM, PA. 

Manheim Auto Auction, Inc, Sale every 
Friday (Jan. 30). Weather: fog and rain 
later clearing. Sold 86 percent of 504 cars 
consigned. 


* * * 
NASHVILLE, TENN. 

Nashville Auto Auction. Sale every Wed- 
nesday (Jan, 28). Market firm, Sold 148 
cars from 235 consignments. 

* * * 
SYRACUSE, N. Y. 

Syracuse Auto Auction, Sale every Wed- 
nesday (Jan, 28). Hottest sale by far in 
our 5 year history. Market up, up, up! 
Even rough ones selling—sensational on 
cleaner cars. Sold just below 90 percent of 
consignment. 


* * 


* 
SEATTLE 

South Seattle Auto Auction. Sale every 

Wednesday (Jan, 28). Lots of action today. 
* * * 
VALDOSTA, GA, 

Tom Hewitt Auto Auction, Sale every 
Friday (Jan, 30). We had a real good sale 
today with plenty of clean cars here. 
Weather was real nice, Sold 70 percent of 
cars registered. 





* * 


* 
WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc, Sale every 

Wednesday (Jan. 28). Buyers in abundance 

and a strong demand for cars. Sold 85 

percent of cars registered. This percentage 

figure is a repeat from last week with our 
consignment much higher. 








CITROEN WORLD HEADQUARTERS 
Andre Citroen, Paris, France 


the product! 





CITROEN DS 19 
and ID 19, 

tne prestige cars, 
priced right 

for volume sales. 
Feature for feature 
.--dollar for dollar 
-.. the most fantastic buys 
in automotive history! 


SIGN A FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% of all cars purchased in the U.S. are in the medium price range from 
$2600 to $3500. 


The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 
a share of the medium-priced field as they now enjoy a steadily increasing 
share of the low-priced field. 


Citroen makes the cars that more than satisfy the needs of this important 
market ...cars you will be selling to an ever-growing quality-minded clientele. 
To be assured of a medium-priced imported car line franchise in the future, you 
should sign for one today. Sign with Citroen and your profits start immediately! 


As a Citroen Dealer you will receive the full support of: 
@ National Advertising ...Local Advertising Support...Local Radio Sup- 
port... Publicity...and a complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need to advertise 


@ Technical Assistance Factory-trained engineers and special service 
schools are provided at Citroen’s expense. Service is a Citroen tra- 
dition everywhere! 


For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) 
8423 Wilshire Bivd., Beverly Hills, Calif. 


Bea CITROEN 


Franchised Dealer! A 
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hardtop. $2,027.25; conv, #5,28.5. se-|Canada Reports 


Wagons—2- -dr. 2-seat Custom, §$2,- 


i Bi 3: & Up; T 
| $14. 25; 4-dr, 3-seat Custom, , $3,900.48; 4- 
urrent Prices on Ars = |e tanTast™ Kem: Ce | Sales Up; Totals 
e ° | Sport, $3,130.50. aves ? z 
| PONTIAC—Catalina—4-dr. sed., $2,704; F 1] M h Di 
2-dr. sed. $2, 1033; A-dr. hardtop, $2,844; or ontins ip 
| 2-dr, hardtop, conv. 080; 4-dr. 
1 - ) Brookwood, $2,638; 4-dr, 2- ; - - i 
ooTig, (attewng prone mote, tae, | Bronson, S686; tt, Zzent, Parkwood: | pantion ,Waemme 2-cr, Z-aeat Commute, | Soest stat, wag. $3,401) saat. Saeat sut.| TORONTO—Seles of new pax 
excise tax amounts and suggested dealer |4-dr. 2-seat Nomad, $2,897. Corvette — | 4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat! 995: '9-ar. sed. $2,934; 4-dr. hardtop, $3,-| Senger and commercial vehicles in 
delivery-and-handling charges. Not in- | hardtop cpe. or conv., (V-8 std.), $3,875. Colony Park, $3,932. (Mere-O-Matie stand- 138. Beunevilie~4-dr. hardtop, $3,333; 2-dr.| Canada last November were up 
cluded are variable items passed on to CHRYSLER—Windsor—4-dr. sed., $3,- | 2rd on Montclair, Voydger, Colony Park. | hardtop, $3,257; conv., $3,478; 4-dr, 2-seat| more than 5,500 units, but sales for 
the retail buyer, such as State and local | 204; 4-dr. hardtop, $3,353; 2-dr. hardtop, | Multi-Drive, Mere-O-Matic, power steer-| stat. wag., $3,532. ; . 
taxes, transportation charges and op- | $3,289; conv., $3,620; 4-dr, 2-seat stat. | img, power brakes standard on Park Lane.) RAMBLER—Amert aude, Debene o8e the first 11 months of 1958 were off 
“tone on i008 oi Aatetceiek mewn leew” eae he S-seat ome. a3 8 OLDSMOBILE—Series 88—4-dr. sed., $2,-| $1,835; 2-dr. Super sed., $1,920; 2-dr. 2-| by more than 22,141 units. 
Py : > 4% : eee. WOR 966; 4-dr. | 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| seat Deluxe stat. wag., $2,060; 2-dr. 2-seat} Th fi carried i 
BUIOK—LeSabre—4-dr. sed., $2,804; 2-| hardtop, $4,104; 2-dr, hardtop, $4,026. | 036: 2-dr. hardtop, $2,958; conv., $3,286;| Super stat. wag., $2,145. Deluxe Six——4-dr ese igures were Ca in a 
ar, sed., $2,740; 4-dr. hardtop, $2,925; | New Yorker—4-dr. sed., $4,424; 4-dr. hard-|4-dr. 2-seat stat. wag., $3,365. Super 88—| sed $2,098, Super Six—4-dr. sed., $2,268;| report on new-vehicle sales by the 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr.| top, $4,533; 2-dr. hardtop, $4,476; conv.,|4-dr. sed., $3,178; 4-dr, hardto 3.405: =e ; ; : ke See r * ‘ A bile Ch be 
‘ 3,320,  Invieta—4-dr. | $4,889.50; 4-dr, 2-seat stat, wag., $4,997; | 2-ar. top, $3.3 ; D, , 99.405; | 4-dr. hardtop, $2,343; 4-dr. 2-seat stat.|Canadian Automobile Chamber of 
2-seat stat. wag., Ss. = = ry aan, (aes. $0008 aaah, Onn. O8 212 5eo var 2-dr, hardtop, $3,328; conv., $3,595; 4-dr.| wag., $2,562. Custom Six—4-dr. sed., $2,-| Commerce. 
sed., $3,357; 4-dr. hardtop, $3, ; 2-dr. ° ° S.. $5, ° ~k—<-Gr. | 2-seat stat. wag., $3,669. Series 98—4-dr. | 383; 4-dr. 2-seat stat. wag., $2,677, Rebel . 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat)hardtop, $5,318.50; conv., $5,748.50. | sed., $3,890; 4-dr. hardtop, $4,162; 2-dr.| V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat The report showed that 31,823 
stat. wag., $3,841. Electra — 4-dr. sed., en a? ee ae agnor ae hardtop, $4,086; conv., $4,366. (Hydra-| stat. wag., $2,692; Custom—4-dr. sed., $2,-| units were sold in November, com- 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- on Saratoga, Ne orker and | Matic, power steering, power brakes stand-| 513; 4-dr. hardtop, $2,588; 4-dr. 2-seat ith 26.307 i he lik 
top, $3,818. Electra 225—4-dr. Riviera sed. | 300-E.) ard on Series 98.) stat. wag., $2,807. Ambassador—Super— pared wit , in the like month 
(6-window hardtop), $4,300; 4-dr. hardtop,| CONTINENTAL — 4-dr. sed., $6.845.30;| PLYMOUTH — (On six-cylinder models, | 4-dt, sed., $2,587; 4-dr, 2-seat stat, wag.,| Of 1957. Over the 11-month span 
$4,300; conv., 94.188. (Twin-tarbine Dyna | 4-dr. hardtop, $6,845.30; 2-dr. hardtop,|add $119.50 for a V-8 engine), Savoy Six | $2,881. Custom—4-dr. sed., $2,732; 4-dr.| dealers sold 409,054 vehicles, down 
flow standard on Invicta, ec’ » a $6,598.30; conv., $7,056.20; town car, $9,-| —4-dr sed., $2,282.75; 2-dr. sed., $2,232; | hardtop, $2,822; 4-dr. 2-seat stat. wag.,| from the 431,195 in the like period 
Electra 225. Power steering and power | 208; limousine, $10,230. (T ur b o-Drive,| pusiness cpe. (V-8 not offered), $2,142.75. | $3,026; 4-dr. 2-seat hardtop stat, wag., | f 1957 . 
brakes standard on Electra and Electra | power steering, power brakes standard on| Belvedere Six—4-dr. sed., $2,439.75; 2-dr. | $3,116. | of 195 _ 
a i Sixty Twe—4-dr asses |“. models. ) sed., $2,389.25; 4-dr. hardtop, $2,524.75;| STUDEBAKER—Lark Deluxe Six—4-dr. Ontario and Quebec placed first 
c Sb.O8D d-dr hardtop (4-wine |, D¢SOTO—Firesweep—4-dr. sed., $2,904; | 2-dr. hardtop, $2,461.25, Station Wagon | sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat | and second respectively in the sale 
(6-window), $5, 3 Ser, Raseee. 4-dr. hardtop, $3,038; 2-dr, hardtop, $2,- | Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | stat. wag., $2,295. Lark Regal Six—4-dr. ial hicles 
dow), $5,080; 2-dr. hardtop, $4,892; conv., | 967: cony., $3,315; 4-dr. 2-seat stat. w | 2-seat Deluxe, $2,641; 4-dr. 2-seat Cust sed.. $2,175; 2-dr. hardtop, $2,275; 2-dr.|°f cars, commercial vehicles and 
; Ville 4-dr. hardtop (6- | aes Aap Sue cot “en non’ | $2.7 Basen ge ro re seen e ‘ o Samak ‘| total of the t in both Novembe 
aerarh, ae nee: te Vritle fede ard. | $2:306; 4-dr. 3-seat stat. wag., $3,508. | $2,761.50. Plymouth V-8—(On the follow- | 2-seat stat. wag., $2,455. Lark Regal V-8— | total of the two in ember 
window), $5,498; ne 2 vin . Firedome—4-dr. sed., $3,234; 4-dr. hard-| ing models, a V-8 engine is standard and | 4-dr. sed., $2,310; 2-dr, hardtop, $2,410;| and for the 11 months, The fewest 
top (4-window), $5,498; Coupe S > _| top, $3,398; 2-dr. hardtop, $3,341; conv.,|@ six-cylinder engine is not available.) | 2-dr., 2-seat stat. wag., $2,590. Silver| ,mber of vehicles were sold on 
dr. hardtop, $5,252. Eldorado—Broug' od. | $2653. Firefiite—4-dr. sed., $3,763; 4-dr. | Belvedere — conv., $2,814.25. Fury — 4-dr. | Hawk—six-cylinder cpe., $2,360; V-8 cpe., ; 
oo Gas; terran conv. S408. ‘ante hardtop, $3,888; 2-dr. hardtop, $3,831; | sed., $2,690.50; 4-dr, hardtop, $2,771.25; | $2,495. Prince Edward Island. 
, ’ ; *s , . |} conv., $4,152; 4-dr. 2-seat stat. wag., $4,- | - ——- - - 
Special—4-dr. hardtop, $6,233. Seventy-Five | 91. 4-dr. 3-seat stat, wag., $4,358. Ad- 
Genete tater stcien, puaee - | venturer—2-dr. hardtop, $4,427; conv., $4,- 7 ° * 
Hydra-Ma ’ 749. (Torquefiite standard on Fireflite and N l R t t 
standard on all models). Adventurer. Power steering and power Cw ommerclia r ar egis ra 10ns, 
cae Se r ‘< 2S =. ar brakes standard on Adventurer.) 
§ ‘ . 
iesengne—t-de ot $2,301; 2-dr. sed.,|_.DODGE—Coronet Six-4-dr. sed., $2,- | 
Gases 2.10 Bet Alef | 5, a antec GL. 2 tates for December - 
eedan. $2 440: 2-dr ” sed. $2,386: 4-dr. | tOP, $2,643.50. Coronet V 4-dr. sed., e 
: : : ; 1.46° ; . | $2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
hardtop, $2,556. Impala—4-dr. sed. $2,-| 35 iUii, 2-0, eds oe aad 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, | 90',c5° Rr ar. ~. oe . $ veel conv., tection by stetes ore 
$2,599; conv. $2,849. Station Wagons— $3,089. Royal—4-dr. sed., $2,934; 4-dr. weelty, es complied 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat | Dardtop, | $3,098.50; | 2-dr. hardtop, $2,990. R. ye a? Brock- mond i tude- ‘ O- 
<= | Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. by L. Polk representatives in way : baker | White | Willys | Mise. | TAL 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; | | State capitals. : 


| conv., $3,421.50. Station Wagons—4-dr. 2- | : ‘ 
lexan Heads Up seat Sierra, $3,103; 4-dr. 3-seat Sierra,| !0 States Previously Reported ‘58 | nl - 
$3,223.50; 4-dr. 2-seat Custom Sierra, §3,- For December 37 —|— 1 


| 318; 4-dr, 3-seat Custom Sierra, $3,438.50.| Arkansas =~—~=S ‘58 5} =«S 
5 3 


Governors’ Fight | =DSEL— (Prices are for V-8 models. ‘57 - ie 


° | Deduct $83.70 for six-cylincer Rangers; | Colorado — - - ‘ss 
On ( as I ax Hike deduct $96.50 for six-cylinder stat. wags.) 'S7 59) 20 834 
4 —— -4-dr. sed.. $2,683.50; 2-dr. sed., fuaica - ” 58 85 8! 
. 2,629; 4-dr. hardtop 2,755.50; 2-dr. , 
AUSTIN, Tex.—Opposition to any | hardtop, $2,690.50. Corsair—t-dr. sed.. $2.- 57 32 46, 656 
increase in the Federal gasoline tax | 812; ry hardtop, $2,884.50; 2-dr. hard-| Delaware s " “ im 
‘ ion—— | top, ,819; conv., $3,072. Station Wagons . 

—as urged by the ae ae |—4-dr., 2-seat Villager, $2,971; 4-dr., 3-| jiimon ae i | 
continues to mount. Texas GOV. | seat Villager. $3,054.70. $7 70 65! 3138 
Price Daniel said that so far 28 FORD—(Prices are for six-cylinder mod- 19 29\ «1886 
9 15 1264 


8 s ! i ; “ie 
governors have agreed to join him (els. For V-8s, add $118.) Custem 300— — > 
28 40 88! 
14 20 712 
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65 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- ———— ——— —— ; 
in opposing a Federal gas tax | 1s 0a.’ §2,132. Fairlane —i-dr. sed., $2,.| Maryland 's8 . o 
boost. 411; 2-dr. sed., $2,357, Fairlane 500—4-dr. | __ ieee ’ = 193 189 3 ; oo 
He said he had wired all the | sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- | New Jersey ‘58 647 = - neg s uae a 
state governors asking whether | t°P. $2,902; 2-dr. hardtop, $2,537. Galaxte— | ‘S7 335 7 i i" ia 
: -dr, sed., $2,582; 2-dr, sed., $2,528; “4-dr. — -— ~ ; 

they would join in opposing the tax Sasdenn,, *s2.054; 2-dF, "hardtop, $2,589; wer Gasemns > = = a = > 7 a 
increase. In addition to the 28 fav-|conv., $2,839; retractable hardtop (V-8 Out . 7 on 283 = por -_ 186| 200 
orable replies so far, he said, seven | *tandard). 53,246. Station Wagons —2-dr-. 2 | Onc 57 | 715 693 170) (367 156] 96) 2497 
other governors have asked for | Ranch Wagon, $2,634; 2-dr. 2-seat Country | Pennsylvanio an a 909 791| 227, ~=«392 376| +147) «3518 
more time to study the matter. Sedan, $2,678; 4-dr. 2-seat Country Sedan, | ‘57 901 959 23 552 165 121; 3512 
8 15| 367 


Geo 


“Th $2,745; 4-dr. 3-seat Country Sedan, $2,829; | os —_—s 
e majority of the governors | Tir i-scat Country Squire, $2,958. Thun- | **ode !sland a “ = - = 4 9 141 


of our sister states feel as strongly | derbira—(‘v-8 standard) —2-dr, hardtop, . : mal ; L ‘ 
as I do against President Eisen- | $3,696; conv., $3,979. | South Dakota ‘58 112 % 24 s H 4 a7 
hower’s proposal for further Fed-| IMPERIAL—Custom—4-dr. sed., $5,016; | 7 a ‘ = my a~C*«* ‘se 479 


tax 4-dr, hardtop, $5,016; 2-dr, hardtop, $4,- | Utah / / ‘58 |; 141 
eral invasion of this . which | 559.50. Coown—4-dr. ond., 95.087: ar. | 57 119| 1} 115} 3 61 17} __17|_—«40 
a 43 14 41 4 7) 2 


should be reserved for the states,” | narato ee 
. PP. $5,647; 2-dr. hardtop, ‘ss 56 
said Daniel. | gonv., $5,773.50." LeBaron —4-dr_ sed... $6.~ | — 57 57 4! 2 38 29) 7; 27 
Daniel said he and two other | 1°: 4-dr. hardtop, $6,103. (Torquefilte, | ~ so, 152 2) 160} ~«57)~Ss«42 84 17; 568 
irginia 
Democrats—G. Mennen Williams, | 2h" mos  MMee Standard on) ‘57 201} 2 170}  40|_—S% %6 8) SBI 
406 9 219 72 91 444 


of Michigan, and James Blair, of | LINCOLN—Lineoln—4-dr. sed., $5,089.60;| Wisconsin. ‘SB. | 443) 
Missouri—would join with two Re- | AY hardtop, $5,089.60; 2-dr. hardtop, $4,- . ‘57! 445 3} 397 93 271 10 56 60) 1420 
2.10. Premiere—4-dr. sed., $5,594.20; 4- : Accs = ' ' ; ' 78 
Preumaittectto lewd Che Oghe Tae elon | Seta ees eek 20: 2-a Rardin, 'W6-| 1, Date for December S| sl Jase] sel tove] sive! ven) avetl Stal tao] 39) toes) 00) 4690 
ie, powe. - : — oe . , ; om - _— . — 
estimated that if th on tax boost | brakes standard on an muedee) "| Year "58| 921| 228576| 2837) 34274! 193651/ 52073! 4907/ 11328|  3855| 11624/ 20693| 30662| 675401 
- MERCURY— Monterey —4-dr. sed. $2,- To Date ‘37 703) 276143 3309; 46857! 263978) 59083) 92460) 12732 6262; 14049 20644; 19029) 815249 
went through, Texas would send | ssa 2-dr. sed., $2,767.50; 4-dr. hardtop, —_— 
$137 million more to Washington | $2, 917.50; 2-dr. hardtop, $2,853.50; conv., “The information contained | in this report has been compiled from “official state documents. Every | reasonable ‘precaution has been 


tha telair—4- * | exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
n would be returned to the state | ar 140.00. Moniet 437; tar. .oo wy J | R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 


for highways under the present | 356.50. Park Lane—4-dr. hardtop, $4,031;| With the exception of Oregon, this summary is complete for the stated 1958 period. The December year-to-date figures and the 1957 
Federal-aid formula. '2-dr. hardtop, $3,954.50; conv., $4,206. | year-to-date figures reflect Oregon through June only. 


New Passenger-Car Registrations, 25 States for December, 1958-1957 
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11 States Previously Reported | 802) 9649; 322|—Ss«155 895| 11021; 2319) 722) 8734) 2267) + 2035| 16077 630} 2813 36179 
For December -xf 466} 124; 453) +1096) 2677) 11688, 422, 224 1282} 13616} 2552| 746| +10760| + 2412| +1935) 18405; —stl|__—347|—«358| 1422) 39466 
Arkansas 10) 3 8} 34) + «+172| +~«+127| ~~ «309 5 5 30}. 429, += 79) ~Ss«22|Stsi299 91} Bt} —«S72) 22; -22).~SC«SB | SC 240 
' 12| 3 17| 50 90| 172; 491 12 1 36| 550, __ a 35| 453 77|_—«75| 720} 9| 10} 23} ~—«1489 


Colorado [ 25) 263} 41) 15 33) 90| 251/430) «= 1049 43) ils) say 299/124) 1374, 283) = -234| +=—-2314 | 96)  497| 4841 
7 13/ } 58 2 49) 143) 324} 603 1067} 67} 18) 147) 1299) 223) 77| 1301} é 261 | 183) 2045 45) 48) 224 4366 


Connecticut § 17; 439) 66) 20; 47)—s«*N62 522; 817) 1530) 51 42 141) 1764 350, «I91| 1532) = 418) += 428, «2919 166| 166) 794, += 6899 
‘ i 199, 137} 32 = 260; 565) 1094 a 45| __—‘47| 170} 1597 4it| 197, 1305 402' 365! 2680 63 66} 551; 6187 











Illinois 31) 2327) ~ ~ 140 39/815) mel a = 437| «324 1247| 11594| 3187| 1159) 10840| 3417; 2662) 21265) | 962 969) ~—«*1516| 41915 
‘ 19} 1077] 705) 214 BY 1078} 2769] 5270 30) 352} 362 1178} 11205} 3233] 1059) 10811) 3326! ~—- 2083] 20512 23| 392) ~—415|_—601|_ 39080 


lowa 2) (536 94) a) él 225 a 946| 2688) «110 42; —«#a 7B) =3218| S761 179; 3037} 706; 650) 5333 2; «198| 200) = 233] += 10466 
ae ‘ 3] 145] — 5} 18| 83} 253 933| 2083} 80) 40 a — 553} —«140}_—- 2350) = 547; ~~ 377|_—«43967 5| _—-78|_~—Ss 83] ~—s 857651 
Maryland ai; al 20 74,250) = 754) ~—s«sA179| += 2005 59) 3! Bs 442| 203 549! 458) 3937) | 196; 196] 717) «8737 
eee Sn oe. 32} 113) 304] 679|_—«*123K]——s*713 47 4t 162 iw 465| 148 2253 488} 414) 3748) 3 46| __-49| ~—«330|_— 7436 
North Carolina ‘i| 252 49! 18 51 148; 426) —=—692| 2444 66 25 190 a 452} «174 -~=«2044| = ««486| = 456) 3612 140; «141; ON} = (8023 
‘12| 118] _—'102}_—S 8} __—st24], 243] 557] _—*1044]— 3007 76| «60 294|__-3437|_—693|__—«199|_—2475|_—s 562] 483] 442} = 7] S75} ~—s82|_~—si'95|—(9288 
Ohio 41| 1236) 245 76| 236 ~—«-704|~—=—«638 me 6957 287|—Ss«58 850 8252| 2117| 862) 6989| 2234) 1853| 14055 8} 681| 689) 1507] 28638 
RE e hee He / ___ 42| 465] 485137] 438} ~—1061| 2377] 4498) 7045 332)_—218| === 951| 8546] _—2273|_~—=731|~—*7725|_—«2014| ~—*1661| 14404! 14] 214) ~—-228| 797] 28938 
Pennsylvania ‘58 37| ‘1429 sel %5| +335 ~—Ss«8 ra 4012| 5929, ~—«-289| ~S«S8 793| 7169! 1837| 852| 6517| 2047; I591| 12844) 5| 690) 695) 1796) - 27945 
‘57| ] 37) 664) —667}_—s178)_~—s722|_—«*1252|~—«3010}— 5829) +6539) 260) 198} 1114] 8109] 2386} ~—-904)~—«-8029|~—2239|~—«1537| 15095 | 357} 379] ~—«*1:482| «31258 

South Dakota 58 81 17| BR 19) 38 9| 170) 473 17 6 z:) 549/101 20; «385 83 75 
‘57 en a 10} —«50}_—Ss 83}_—sdS9|_—20 7 6 ; P36 
Utah ‘58 137 4 >, 53) 163 627; «33 13 74|747| 149 64,586) 156] = s54] «1109 a 40; «ie9| += 2488 
57| ae wl —_— a. an ae 571| 31 18| 102} 722) ~—_—*130| 59| 545} —«'159| 104] 97 | 18 18] 120) ~—-2249 

Vermont ‘58 3 69 € 23 53 88| 221 ‘| 2 13| 240 50 16| 214 32/47/3539 12 12 77; «845 
19} 2% 76 25| 26! 40 42| 444 2 i 13 72| 944 























664) | 29 29 33) 1526 
678 94 22; 487 70 63| 736) 2 16 18 17| 1637 




















‘57 4l a 42 12 y 3| 2| _—SiI 97|___—244 oa 
West Virginia ‘58 0) | 9 29 H 23) 63 201; 322) + +625 34) i} 
57) 44 | 45] 54 Si} 104 253; —471| ~—:1064)~—S 47 19} 115] 1245] 237| 43 972 191 173| 1616 34 35 73| 3485 
Wisconsin 58) «(1286 8| 1294) 105 38| 6 328; +647| «+1213) +3445) 123 73) 342| 3983) «1074 338) 3315) 1095 945| 6767] 218) 223 465| 13945 
‘57 769 15 a. 178} 48) 1501 a Sor 1651{ 4236] i? 91 420} 4859| 1400 336}  3950| 1109 Hi a s| 138 147| 242] 15269 


25 States Reported ‘58; 10168) = 259 ~~ 1898) ——«#550|—«593) 12641| 21235| 47617/ 1880; 1056 5414) 55967| 13425| 4982| 48763| 14062/ 11808| | -39/ +4129) 4168] 11468) 196305 
To Date for December ‘57 4535 4 4755 311 857; 2852) al 14904; 28198 Pa 1898 ise 6269| 60540} 14806 472\| 53657| 13897) 10286 oer 106 1843 oy 5934| 198743 

Year 58] I inet? ~ Ten 13791 | 45581 |” ~370160| 613711 -35678| 24704 ——«:127175| 1135463} 243598| 112766| 1145001] 282660| 209999|1994024| 2545! 41781| 44326) 339204/4309036 
To Date ‘57 ee None ya see) 99584 nny 571375] 1051154 1409804 22765; 34891 251028| 1718188} 371971| 132247] 1363841} 348265| 302923) 2519247 5057} 59512| 64569| 1820867 5645877 
“The information contained in this report = been compiled from official state documents. Every reasonable tabulated at the time the report is published, R, L. Polk & Co. iabili ! 

precaution has been exercised. to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions."'—R, PP Polk & Co. ; an a ee ee 
With the exception of Oregon, this summary is complete for the stated 1958 period. The December year-to-date figures and the 1957 year-to-date figures reflect Oregon through June only. 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 











78| 748 56] 612} 198} ~—S=s«139) ~—«*1213 | 59| 60) 194) 2618 





























36179 
39466 
1240 
1489 
484! 
4366 
6899 
6187 
41915 
39080 
10466 
65! 
8737 
7436 
8023 
9288 
28638 
28938 
27945 
31258 
1526 
1637 
2488 
2249 
845 
944 
2618 
3485 
13945 
15269 
196305 
198743 
309036 
645877 


The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE 


SEALER were made for each other too! For over twenty-five 


years this wonderful team has been devoted to preserving, 
enhancing and restoring fine car finishes. They should 
never be used alone! Together and only TOGETHER do 
they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 
bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 
you for it! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


**© — H.D.T. COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 
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AUTOMOTIVE NEWS, FEBRUARY 9, 1959 


The Man Behind the Wheel .. . 


Sales Testing the 1959 Buick 


(Continued from Page 16) 


bridge with welded steel reinforc- 
ing at points of extra stress. The 
matter of getting body and frame 
together was also done scientifically 
on the ’59 models. 

The usual custom is to build a 
body and a frame and bolt the two 
together, In this case the two units 
were built and then “tuned” to- 
gether in a multimillion-mile test 
drive, with many of these miles 
over a cast aluminum roadbed that 
reproduces a gravel road. 


this Buick over a real gravel road 
—a primitive road back in the hills 
of Arkansas. This car clings to an 
uneven road in a most satisfying | 
way with a new and astonishing 
quietness — just the tires kicking 


gravel. 

{ DO NOT attempt and have no 
accurate means of checking gas | 

mileage on cars I test. That is not! 


* * * 


my purpose, This is not a scientific | 
or engineering test, but a test to} 
discover worthwhile features that 
could be demonstrated to a possible | 
purchaser. 

But when a car uses less gaso- 
line than I expect, I know some- | 
thing has been changed. And this | 
Buick uses at least 20 percent | 
less gasoline in town-and-coun- | 
try driving than the comparable 
model last year. 

The engine in this Invicta was 
the standard Wildcat 445, with 401 


10.5-to-1 | 
compression ratio, one of the most 
responsive power plants you've 
ever set your foot to — and gas 
economy. 

First, you should know that the 
445 pounds of torque are developed 
in the middle ranges of the en-| 
gine’s speed, where it is needed | 
most. 

Gasoline economy has been’ 


achieved through several bits of | 
advanced engineering. The new 
four-barrel carburetor has a leaner 
mixture through use of smaller 
primary venturi sizes — plainly | 
speaking, the jets are smaller—and 
there is more respqnsive fuel me- 
tering during part-throttle opera- 
tion, 
. * . 


Distributor Body New 


§ yo is a new distributor body | 
and a new distributor clamp, 
with the spark advance worked 


with minimum power loss and at 
the same time avoiding excessive | 
detonation throughout the speed 
range. 

There is a new spark plug 
which, by the extension of the 
electrode, places the point of 
combustion farther inside the 
combustion chamber than last 
year’s AC 45. 

Part of the economy comes from | 





Something New— 


This protective shield between the radi- 
ator and engine shows how far forward 
the radiator of the 1959 Buick has been 


: . 1. ; . . ; , | moved. The change eliminates almost all 
For my own satisfaction I put/inches of displacement, delivering | out to provide maximum economy | 


| 325 h.p. at 4,400 r.p.m., 


fan noise and 
says. 


improves cooling, Buick 


* * * 


the higher compression ratio—10.5- | 
to-i—for which many parts of the} 
engine were beefed up, The stroke 


is slightly longer. 


Probably one of the greatest 
economy advances is the improve- | 


ment in breathing, the business of 
getting the air-fuel mixture into 


OCKET to HIGHER SALES 


.. IN MICHIGAN’S 2nd LARGEST MARKET! 


AUTOMOTIVE 


$117,230,000 


Ranks 41st in the 
FILLING STATION SALES 


$44,547,000 


Ranks 45th in the 


STORE SALES 


United States 


United States 


SOURCE: SRDS, December 15, 1958, for the 


year ending 


July 1, 1958. 


Flint's Only Daily Newspaper 


Flint, Michigan . . . is one of the more prosperous and progressive 
markets of the nation. It should be fertile sales territory for almost 
any kind of product. It is the principal production center for 
General Motors Corporation. It is the home of Buick, Chevrolet 
and A.C. Also located here are large plants of Du Pont, Fisher 
Body, Ternstedt, and hundreds of smaller manufacturers. Prospects 
for 1959 look good. Retail sales should rocket to new heights. 
Consult your advertising agency about adding Flint to your 1959 
advertising schedule. Complete coverage at one low cost in— 


THE FLINT JOURNAL 


NATIONAL REPRESENTATIVES 


A Booth Michigan Newspaper 


— 


the engine and the exhaust gases 
out. This is important when yoy 
know that this engine consumes 
% of a ton of air per hour. All of 
this resulted in a dramatic im. 
provement in torque and some in 
economy. 

Contributing to the better breath. 
ing are manifolds with 10 percent 
larger branch areas for freer in. 
take, higher valve lifts, larger ex. 
haust valves, new camshafts and 
rocker arms, plus improved valve 
timing. 

* * * 
— is still another reason for 
this economy with high torque, 

It is the Triple Turbine Dynafiow, 
an optional transmission. 

This transmission has a new 
second turbine blade, and balance 
and runout have been improved. 
Another improvement is a mul- 
tiple-pitch-blade device on one 
turbine. This is as simple as 
feathering an airplane propeller. 
The pitch or grab of the blade 
against the oil is varied auto- 
matically to the best position. 
Control is dependent on throttle 
position. 

All clutching elements of the 
| Triple Turbine are of the friction- 
| plate type and no band-type control 
|}elements are used. So no service 
adjustments are necessary, This 
can result in some savings. 


The use of aluminum castings in 
| this transmission has reduced the 
| weight about 30 pounds. Mention 
|should be made of the grade re- 
| tarder feature of this transmission, 
| watet can let you down the steep- 
}est mountain grade without touch- 
|ing the brakes. 

Another very important feature 
|of the new aluminum transmission 
case and bell housing is that leaks 
| are nonexistent because the casting 
|}eliminates many of the joints and 
(Continued on Page 32, Col. 1) 


FTC Dismisses 
Ad Charges 


Against Firestone 


WASHINGTON.—The Federal 
| Trade Commission has ruled that 
\if Firestone Tire & Rubber Co. 
| wants to advertise that its tires 
are standard equipment on new 
cars, it must state clearly and con- 
| spicuously the latest year in which 
| the tire was sold and used as origi- 
nal equipment. 


The ruling was made by Com- 
missioner J. Earl Cox following a 
hearing. Cox dismissed charges that 
|Firestone’s brand names misled 
|purchasers into believing that 
second-line tires were superior to 
its first-line products. 


The complaint accused Firestone 
|of advertising that its second-line 
“Super Champion,” later named 
| “Deluxe Super Champion,” was ori- 
|}ginal equipment on eight million 
| cars, whereas Firestone’s first-line 
“DeLuxe Champion” was used. 


Cox said that when the company 
began making a new higher quality 
tire in 1954, it called the tire 

| “DeLuxe Champion.” Its former 
first-line tire then became the 
| second-line and was named “Super 
| Champion,” Cox said. 


Option Orders Up 


‘On Buick LeSabre 


FLINT.—Buick buyers are dem- 
onstrating an increased interest in 
optional equipment, according to 
Edward T. Ragsdale, general man- 
ager. 

Ragsdale said orders for comfort 
and convenience options have in- 
creased 12 to 20 percent on Le- 
Sabres when compared with 1958 
models. The rate is the highest in 
Buick history, reaching 98.2 percent 
on LeSabre automatic transmis- 
sions. 





3 Mississippi Salesmen 


Honored for 58 Records 


JACKSON, Miss.—Three auto 
salesmen received “distinguished 
sales awards” at a dinner spon- 
sored by the Jackson Sales Execu- 
tives Club. 


“Sales Oscars” for outstanding 
records during the past year were 
given to Joe Batton, Craigo Motors 
(Chrysler-Plymouth); R. Harold 
Ellis, Biljac Oldsmobile, and Bi!! 
Nowell, Fowler Buick Co. 











PORTABLE BUILDING—A portable build- 
ing—fully equipped to set on car lots— 
hos been designed for the auto dealer 
by Valentine Mfg., Inc., Wichita, Kans. 
The all-steel building, available in several 
sizes and choice of colors, is delivered | 
fully assembled, with all wiring in per- | 
manent conduit and with all fixtures in- | 
stalled, ready to be placed on a founda- | 
tion and utilities attached. Each building 
is heated, fully insulated and has rest 


rooms and air conditioning optional. 
* * * 








CAR DESK—tThe Ride 'N Rite auto desk 
hes been introduced by Mid-Century Tool 
Products Co., 3328 E. Lake St., Minne- 
apolis 6, Minn. The 12 by 16-inch desk top 
is poraliel with the dash for typewriter 
desk, swings back and tilts to 15 degrees 
for convenient writing. Spring-loaded 
paper holder holds pen, pencil and coll- 
ing cords. All-metal frame in office gray 
is easily attached with two thumb screws 
(no holes to drill) and quickly removed 
for storage or changing from car to cor, 
it is said. 

* 


. . 


Type 6412 Headlamp 


Is Renamed by Tung-Sol 
Tung-Sol Electric, Inc., 95 Eighth 
Ave, Newark 4, N. J., has an- 
nounced the redesignation of its 
type 6412 heavy-duty sealed beam 


as the type 6013 Vision-Aid head-| 
lamp. | 
The move is designed to eliminate 
the confusion that would result 
from having on the market similar 
lamps, produced by different manu- 
facturers, having different numeri- 
cal type designations, the firm said. 
= aa 








CREEPER—Grigg Specialty Tools, 8103 
Marbrisa Ave., Huntington Park, Calif., 
has announced its improved Top-Side me- 
chanic's creeper, model G-612. It com- 
fortably projects the mechanic over the 
fenders of back-opening hoods, or over 
the radiator of conventional front-opening 
hoods, putting hard-to-reach distributors, 
corburetors and fire wall mounted controls 
within easy reach, it is said. Made of 
heavy welded tubular construction, the 
unit is monevuverable by means of three 
swivel creepers ond is adjustable to any 
desired working height. lt is raised 


degrees to a fully extended height of 
52 inches. 


f 


> * > 





CYLINDER TESTER—The No. J7412 cylin- 
der bolonce tester, designed to localize 
many difficult-to-diagnose engine malfunc- 
tions, has been announced by Kent-Moore 
Organization, Inc., 28635 Mound Rd., War- 
ren, Mich. According to Kent-Moore, nvu- 
merous engine tests, which would normally 


require a considerable amount of work, can | 


be performed in a comparatively short 


time with the tool. 


How They're Pushing Sales. . . 





Dealer Ad Ideas 


DJs and Pennies 


MS GUIRE MOTOR CoO., Detroit, 
held a three-day open house to 
mark its opening as a Rambler 
dealership. The Livernois Ave.| 
dealer dropped Buick last year. 
Robin Seymour, WKMH disc | 
jockey, broadcast directly from the | 


McGuire showroom from 4 to 7| 


P.m, each day. 
—4 Penny guessing contest, signi- 





A Queen Is Crowned— 


Jayne Taube 
lovely by Dick Burkhart, president of the 
Clearwater (Fia.) Automobile Dealers Assn., 
following her choice for the title at the 
annual Clearwater Auto Show. 


is crowned Miss Auto 


fying Rambler's fuel economy, fea- 
tures $1,000 worth of prizes awarded 
to the 14 persons who guessed 
closest to the actual number of 
pennies in a giant bowl, Dealership 


president is Francis A, McGuire, 
* . > 


Come In and Compare 


AX IVES FORD, INC., Buffalo, 
made a bid for new-car busi- 
ness by displaying a Ford, Chev- 
rolet and Plymouth side by side 
in the showroom. It invited shop- 
pers to come in and compare the 
three cars, feature for feature. 
The dealership billed the pro- 
motion as a “Family Auto Show” 
and provided special attractions 
for youngsters. While parents 
were comparing the low-priced 
Big Three, children were invited 
to inspect the latest in motor- 
driven vehicles for youngsters. 
7 ? * 


Payment Worry Answer 


MESSAGE to those who have 
said: “I would like to have a 
new-car or a better used car but 
. -” was featured in an ad from 
Ww. A. Wills Buick-Cadillac, Inc., 
Pueblo, Colo. 


Sales Counselor T. V. Burgess 
said he would like to talk to those 
who feel that “my monthly pay- 
ments now are almost at the point 
of exceeding my paycheck.” He in- 
vited them to drop in at the dealer- 
ship to be shown how they can own 
@ new car or late-model used car. 


in | 
six stages from a closed position of 40) 


| Cutter, 


| casings. 
| leak proof. Core is 21-strand, high-grade, 
| heat-treated steel cable wire. 

. ©. 
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NEW PRODUCTS 


FLOOR MAT—Ace Rubber Products, Inc., 
Akron, O., has developed rubber floor 
coverings with the combined features of 
rubber and carpet. The firm says it has 
simulated the deep pile texture of a 
looped yarn carpet in resilient “live” 





|kits are a service-parts develop- 


|ible to wear under normal oper- 





rubber of several hues. The carpet texture 
and colors are being featured in Ace 
Automats, replacement Seer mats. 


on 
he 


NUT CUTTER—A nut-cutting tool, univer- 
sal in use and application, has been an- 
nounced by Monroe Auto Equipment Co., 
Monroe, Mich. Designed specifically for 
shock absorber work, the tool, called Nut 
will also work efficiently on nut 
In addi- 
the 


sizes up to %-inch across flats. 
tion to being small and lightweight, 


working end is offset at a special angle 
so thot it can be used in minimum clear- 
ence applications not possible with any 
it is claimed. 

* > > 


similar tool, 





SPEEDOMETER CABLE—Duro-flex speed- 
ometer cable and casing assemblies an- 
nounced by Hall Products division of C. M. 
Hall Lamp Co., 1035 E. Hancock, Detroit, 
Mich., are said to incorporote three ex- 
clusive features. They ore: (1) Self-secured 
attachment nuts that can't slip down the 


cable and ovt of reach during installc- 
tion; (2) a@ special fiber washer insert 
| seated in the speedometer end ferrule | 


to assure continued noiseless operation, 
and (3) vinyl anti-rattie covering on all 
Casings are said to be rust-and- 





BEAD BREAKER—A portable bead 
breaker, which reportedly permits removal 
of tubeless or standard tires without re- 
moving the wheel from the car, is offered 
by C. A. Richey Enterprises, Inc., 4510 E. 


Kessler Lane, Indianapolis 20, Ind. It 
weighs 19 pounds and can be used on 
13, 14, 15 and 16-inch tires. 

= 6 


UMS to Market Repair Kits 


For Rochester Carburetors 


United Motors Service division of 
General Motors has announced 
plans to market a’ line of economy- 








| 445,309 after taxes for 1958 were} 


| profit of $35,827,414 on sales of 


| Oct. 31. 





priced carburetor repair kits. The 


ment of GM’s Rochester Products 
division. 

The kits contain all of the car- 
buretor parts which extensive road 
tests revealed to be most suscept- 


ating conditions, UMS said. They 
include a four-ounce can of cleaner 
for adding eye appeal to each com- 
pleted job. 





DAVEY COMPRESSORS — Tank-mounted 
compressors, in two, three and five-horse- 
power models, are announced by Davey 
Compressor Co., Kent, O. Known as Davey 
Hydrovane Rotary units, they operate at 
100 and 200 p.s.i. The company said they 
are quiet, free from vibration and do not 
require special compressor rooms or foun- 
dations. Units are completely enclosed, 
and there are ne belts or couplings. 


Cam TS-3000 Cush- 
been announced by 


TOW SLING—The 
ion-Tow Sling has 
Cam Tool Co., Inc., 1038 Larkin St., San 
Francisco 9, Calif. Damage to bumpers, 
grille-guards and plates is said to be pre- 
vented by use of high-strength cushioning 
pods which provide the point of contact. 
Pads ore adjusted along four hose covered | 
wire ropes and can accommodate all late- 
model cars, it is said. Mounting bracket | 
includes universal swivel joint for greater 
towing stability. 





TOLEDO.—Net earnings of $21,-| 


reported by Libbey-Owens-Ford | 
Glass Co, A substantial increase in 
business during the fourth quarter 
resulted in net earnings of $1.98 a 
share for that period, as compared 
with $2.12 previously reported for 
the first three quarters. 

Sales for 1958 were $216,900,913, 
compared with $237,199,069 in the 


preceding year. 
> 


Drop in Sales, Earnings 


Reported by National Steel 
National Steel Corp. reported a 





BRAKE-DRUM LATHE—The Stor “Tru- 
Matic” brake-drum lathe is said to permit 
the operator to place the boring bor and 
tool bit quickly in cutting position within 
the drum, thus eliminating excessive hand 
cranking. It is manufactured by Stor Ma- 
chine & Tool Co., 201 Sixth St., $.E., Min- 
neapolis, Minn. 2 


$539,957,294 in 1958, compared to 
earnings of $45,518,884 on sales of 
$640,967,342 in 1957. 

National is the parent firm of 
Great Lakes Steel, a major pro- 
ducer of automotive steels. 

> > > 


Dip in Sales, Earnings 
Reported by Divco-Wayne 
Divco-Wayne Corp. reported sales | 


of $26,460,770 and earnings of $1,-| 
122,218 for the fiscal year ended 





MILLER RATCHETS — Miller Mfg. Co., 
17640 Grand River, Detroit 27, Mich. 
offers a set of special ratchets for wheel- 
alignment shops in reaching the front-end 
adjustment on ‘59 Chrysler Corp. cars. 
| Miller said the lock nut should be torqued 
* * * to 65-70 pownds-foot. The extra leveroge 

| provided with the C-3675 long type ratchet 
GM Boosts Macdonald reduces the actual torque-wrench reading 

Thomas O. Macdonald jr. has / to 45 pounds- foot, Miller said. 
been appointed stock transfer} 
agent for General Motors, He suc- | 
ceeds Louis C. Krauss, who has} 
been assigned to special activities 
pending retirement Apr. 1, Mac- 
donald joined the GM Financial 
Staff in 1939. 


Both figures were slightly below 
those of the preceding year. In 
fiscal 1957, sales totalled $28,154,015, 
and earnings were $1,140,695. 


x * - 


McLouth Steel 


McLouth Steel Corp., annual re- 
port, 1958, vs. 1957: Sales, $171,361,- 
000 and $179,458,000; earnings, $9,- 
998,000 and $9,410,000, (Preliminary 
report, subject to final audit.) 


* * * 


Woodall Industries 


Woodall Industries, Inc., Detroit, 
three-month report, 1958 vs, 1957: 





SMALL HOLE DRILLER—A precision tool 


Sales, $5,534,352 and $6,590,146; | which is said to make small hole drilling 
earnings, $242,739 and $385,520, simpler, faster and more economical has 
cle > ; been introduced by Hunter Tool, Santa Fe 

Springs, Calif. The unit is designed for 

Gamble-Skogmo use on milling machines, jig borers, lathes 


Gamble-Skogmo, Inc., Minneapo- 
lis, report for year, 1958 and 1957: 
Sales, $119,821,596 and $108,678,638. 


and drill presses. You simply lock into 
position and control the drilling pressure 
with your finger tips, it is said. 
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The Man Behind the Wheel .. . 


Sales Testing the 1959 Buick 


(Continued from Page 30) 


seals used in the former type of 
construction. ; 
* * 


Car Has Many Features 


HIS Buick has dozens of fea- 
tures to demonstrate — features 
that are new and worthwhile, and 
in which prospective owners will be 
vitally interested. 
Every salesman should be sure 

to demonstrate the Triple Tur- 
bine transmission fully. Put the 
prospect behind the wheel and 
let him feel the instantaneous re- 
sponse, Pick out the steepest off- 
highway hill you can find so the 
Prospect can let the car down 
with the grade retarder. 
Let him feel that surge of power 
on the open road, and see how 
quickly the speedometer band rolls 
up to 70 and 80, because you 
simply cannot tell him how good 
it is, 
This Invicta was equipped with 
power steering and power brakes. 


in the world 


McQUAY- makes the most Power -Facked rings 


NORRIS 





|Buick has a new power steering 
| system that is far superior to last 
| year’s model, To accomplish this 
| required a new rotary valve and a 
| new pump, There are fewer parts 


| justment after breakin, 


| This new power steering does 90 
| percent of the work, retains road 
feel, has excellent automatic recov- 
ery after turns, there is no road 


| —EEE — - 


|2 Chicago-Area Dealers 


‘Name General Managers 


CHICAGOW—General managers 
have been appointed by two Chi- 
cago area dealers. 


Joseph P. Henner was named| 


general manager of Prestige Mo- 
tors, Inc., Evanston, by James M. 
| Moran, president of Courtesy Mo- 
| tors, Inc., owner. Henry Panozzo, 
after six years with John Schmue- 
|}ser & Sons Buick, Hammond, Ind., 
has been promoted to general man- 
ager. 


Torsion-Tight 
Top Fire Ring 


The 
Compression 


(Steel-Iron) 
Ring 


The Duo 


} 





|to service and it requires no ad-| 


wander, no pull one way more than 

the other, no over-control and it 

goes into action with just a one- 
degree movement of the wheel. 

* * * 

S new restful driving has to 

be experienced, It makes you 

feel that you are master of all 

traffic situations, which you are 

| because this new system never 


at all times that you are doing 
the driving without effort. 

Aluminum brakes on Buicks 
are now an old story. Aluminum 
fins are used in front to gain 
better cooling and radial fins are 
used to cool the cast-iron brake 
drums in the rear. 





| be cleared up with prospective cus- 
|tomers. That is that the aluminum 
| brake drums are not all aluminum. 

The wearing part is an iron liner 
| which is bonded to aluminum, 


NO NEED TO WORRY ABOUT 


Famous ‘'400’’ 


Oil Ring with 
Chrome- 


Steel Rails 


The 
Armored 


CHrome ContTROL 


| gives you the impression that it is| 


doing the driving. It lets you think ‘Combination Deal— 


—_ 


life in a panic stop, which it might 
well do, it does reduce heat on 
linings. Both front and rear drumg 
are sealed against road spray and 


grease. 
ad * * 


Paint Job Is Tops 


yeep is one other thing: Are 
you one who thinks that an 
auto gets a couple of quick paint 
sprays and that’s it? 

Buick’s new Magic Mirror fin- 
ish, an acrylic lacquer, developed 
by duPont after 10 years, holds 
its color and sheen under tough 
conditions, There are eight coats 
of finish on Buick bodies. 


| Buick’s first coat is rustproofing, 
then come the priming coat, blister 
resistant undercoat, sealer, first 
lacquer, second lacquer, third ‘ac. 
This combination rear-view mirror and | quer and fourth lacquer, Then the 
spotlight is a new Buick accessory. The | whole thing is oil sanded and 


| spotlight can be turned on with a sep-| buffed. 


| times faster than the old iron) transmission housi ng pre 
There is one point that should | 


arate switch when the headlights are on. 


os Part of Buick’s flashing perform- 


. _ |ance is due to the wide use of 
cooling. These drums shed heat six | aluminum castings, such as the 
vio s 

drums and this virtually eliminates | mentioned. The timing chain po 
brake fading at high speeds, which | is now aluminum and weighs 3% 
is usually caused by high heat| pounds, compared with 13 pounds 


buildup. 


for the cast-iron cover. An overall 


Besides the natural heat-dissipat- | savings of more than 44 pounds has 


ing qualities, the fins set up a| been accomplished in thi é 
This gives iron for the wearing | cooling turbulence. And even if " a 
part and aluminum for quicker | reduction of heat doesn’t save your 


CUSTOMER SATISFACTION ... 





Auto Advertising 


By Martin L. Whitmeyer 
Staff Writer 

The Mid-America Corp. and the 
| Mid-America Rootes Dealers’ Assn. 
| have authorized the Houston office 
|of Ruthrauff & Ryan, Inc., adver- 
| tising agency to promote Hillman 
| ane Sunbeam cars in a six-state 
| area. 


The agency said it will use all 
advertising media to promote the 
two makes of cars. 

> « > 


New Ad Mark for Digest 


Breaking a record made just 
three months ago, the February 
Reader’s Digest will set a new 
high in advertising volume, ac- 
cording to Fred D. Thompson, ad- 
vertising director. The issue will 
include 82 pages of advertising— 
topping the previous record of 77 
in November. 

Swelling the February total are 
26 campaigns appearing in the 
Digest for the first time—the 
largest number of new accounts 
ever to start in the magazine in 
a single month. 

> 









Personnel Changes 


| William D. Lewis, account execu- 

tive in the Detroit office, to vice- 
president of Geyer, Morey, Madden 
& Ballard, Inc. .. . Jack J. Leener 
from senior account executive for 
|Edward S. Kellogg Co. to non- 
divisional advertising manager for 
Tidewater Oil Co. . . . Thomas E. 
| Armstrong from television-radio ac- 
| count executive for Campbell-Ewald 
Co., Detroit, to the copy and crea- 
tive staff of Fuller & Smith & Ross, 
Inc., Pittsburgh ad agency ... 


DeMarsh Elected 
In Stark County 


| CANTON, O. — Joseph J. De- 
Marsh has been elected president 
of the Stark County Automobile 
| Dealers Assn., replacing James O. 
Kempthorn. 

J. F. Sanders, Massillon, is vice- 
president and Richard Orwig, Alli- 
ance, is treasurer. Gervis S. Brady 
has been reappointed executive 
manager. 

New directors are Orwig, Ben 
Apstein, John Kramer and Harold 
Spooner. Holdover directors are 
DeMarsh, Kempthorn, Sanders, 
— J. Towell and D. L. Wal- 
ace, 


Clayton Mfg. Co. Offers 


Films on Dynamometers 


EL MONTE, Calif.—The dyna- 
mometer division of Clayton Mfg. 
Co. has announced completion of 
two training films on the use of 
chassis dynamometers in automo- 
tive service shops. 

The 35mm sound strip films are 
available to interested groups on a4 
loan basis. Requests on company or 
organizational letterheads should be 
sent to Dynamometer Division, 
a Mfg. Co., Box 550, El Monte, 


ring metal in 
. the famous ‘‘400’’ 


oil ring is in every set! 


.AND.. 


Leak-Proof piston rings are made 
of electric furnace Phosalloy, the 


longest wearing 


use. 


PISTON RINGS 
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it N ADA Members Give OK .. . 


. Security Bill Due Before April 


(Continued from Page 1) 


distribution practices which are felt} 
ilerlie cross-selling trends in| 


u 
Tony parts of the country. 

For his part, Galles said factory- 
dealer relations had improved 
greatly and that the new GM 
“team” of Chairman Frederic G. 
Donner and Gordon had impressed 
him as being most interested in 
dealer problems. 

= . + 


XECUTIVES of other auto pro- 

ducers here also were taking a 
serious look at the No. 1 dealer 
issue. 

Chrysler Corp. has polled its 
dealers on the subject of terri- 
tory security, it was disclosed, 
and has tabulated a 50-50 split 
with half the returns in. 


“We will support whatever our 
dealers want,” said a top-ranking 
Chrysler Corp. executive. 

Ford officials reported an over- 
whelming vote against protected 
territories from their recently com- 
pleted council sessions, but said 
the company’s position was not 
firmed up and would be determined 
after broader samplings are made. 

Moore made it plain that NADA 
will avoid the mistake of last year, 
when a sticker law was successfully 
engineered through Congress and 
a territory-security bill was intro- 
duced too late for any chance of 
action. 


NADA’s °59 Program 


ALLES listed other national ob- 

jectives of NADA as follows: 

1. Continued exemption of deal- 
ets from the minimum-wage and 
overtime provisions of the Fair 
Labor Standards Act. 

2. Defeat of proposals to let the 
NLRB take over jurisdiction over 
all franchised dealers. 

3. Defeat of proposals to extend 
present excise tax rates and raise 
the Federal gasoline tax. 

4. A drive to obtain a Supreme 
Court ruling preventing dealer- 
reserve funds from being taxed 
while they are unavailable to 
dealers. 

5. Protection from the criminal 
price-fixing indictments handed 
down against dealer line groups re- 
cently in Washington, San Fran- 
cisco and Detroit. 


ALLES and Moore denounced 
the Department of Justice for 
promulgating these indictments and 
“smearing” dealer reputations. 
“Instead of making a study of 
the business, as President Eisen- 
hower asked it to do three years 
ago when he signed the good- 
faith law,” said Moore, “Justice 
has come up with these grand 
jury indictments, which are most 
unjust.” 
Asked why the Washington deal- 


Six’ 


Five of ‘Big 
To Race on New 


NASCAR Track 





|ers have either pleaded guilty or 
nolo contendere, Galles said the 
question before the defendants was 
|a quick settlement or a lengthy 
trial that would damage already 
| reduced goodwill. 

In lashing out at the Justice De- 
partment, which also has blocked 


Galles and Moore adopted the line 
pursued by the former NADA ex- 
ecutive vice-president, Frederick J. 
Bell. 


* * * 





Successor to Bell 


Oy THE question of a successor 
to Bell, Galles said a recruit- 
ment committee would report at 
the June meeting of the NADA 
board and that a chief administra- 


efforts to restore territory security, | 


| 


minority would interfere with our 
efforts to our complete ruin. 

“To them the quick sale and fast 
buck are far more important than 
their obligations to provide quality 
service which will give the public 
vital and essential transportation. 
This operator, I am glad to say, is 
having his problems today.” 

= : * 
PERMISSIVE territory-secur- 
ity plan was advocated by 


| Undersecretary of Commerce Fred- 


tor would be selected then. He} 


praised Moore and other NADA 
staffers for the job they have done 
since Bell left in December. 


The soft-spoken New Mexican 
joined industry executives in 
forecasting 5% million domestic 
new-car sales this year. 


Dealer profits have been rising 
this model year and were “fine” in 
January, said Galles. NADA’s re- 
port on 1958 dealers profits, which 
is expected to show negligible 
change from the nine-month show- 
ing, is due this week. 

Galles devoted a key part of his 
convention address to answering 
the arguments of territory-security 
opponents, which he grouped in 
seven categories. 

The poll, he said, should answer 
those who feel the directors’ views 
fail to reflect the opinions of the 
membership at large or those who 
attend conventions like the one last 
week, which had a preponderance 
of pro-security dealers. 

In fact, a suggestion that the 
convention itself be polled was re- 
jected on the ground it would not 
be representative of the dealer 
group as a whole. 

> > > 
GAM appealed to cross-selling 
metropolitan dealers who op- 
pose security penalties to take a 


broad approach to “what is good | 
for all dealers of our industry, re- | 
gardiess of the amount of benefit | 
they might derive in their individ- | 


ual dealerships.” 

He emphasized that territory 
security would not restrict shop- 
ping but instead compensate a 
servicing dealer for taking care 


of cross-buyers. He doubted that | 


it would lead to greater factory 
dictation because of Federal 
statute. 


association should stand silent, to 
| overcome the effects of blitz mer- 
| chandising, he said. 

He also pledged NADA to fight 
any efforts to repeal or weaken 
the good-faith and price sticker 
laws. He called on vehicle produc- 
ers to extend their new no-subsidy 
policies on government fleets to 
trucks. 

“Those of us who desire to oper- 
ate as quality dealers have had 
rough sledding,” Galles said. “A 


DAYTONA BEACH, Fla.—Five |. 


of NASCAR’s “Big Six” racing 
champions have entered the Feb. 
20-22 races at the new Daytona In- 
ternational Speedway. 

They are Lee Petty, Grand Na- 
tional champion; Bob Welborn, 
convertible division; Budd Olsen, 
modified division; Johnny Coy, 
midget division, and Glenn Roberts, 
top money winner of 1958. 


Ned Jarrett, top man in the 
Sportsman division, informed 
NASCAR officials he may not be 
able to get away from business for 
the races at the new trioval track. 
He heads a North Carolina lumber 
and grain business. 


Practice runs on the $3-million, 
2%-mile Speedway got under way 
Feb. 1. 

Cars must pass inspection and 
drivers must have complete phys- 
ical checkups before they will be 
allowed on the track, NASCAR offi- 
Cials said. They also must pass a 
Speedway driving test before 
NASCAR observers. 


erick H, Mueller in a convention 
address. 

Mueller, who testified on behalf 
of the Potter bill last June, cau- 
tioned NADA to clarify its objec- 
tives before approaching Congress 
with new enabling legislation on 
territory penalties. 

“If the automobile industry hopes 
to get public opinion behind terri- 
tory protection or territory secur- 
ity,” he said, “you’d better make 
clear who is being protected or 
made more secure by such fran- 
chise agreements. 


“*Protection’ and ‘security’ are 
fighting words on both sides of 
the aisle in Congress, and in 
party politics throughout the 
country.” 


Mueller sidestepped a question as 
to whether the Department of 
Commerce would specifically favor 
penalties on cross-sales, as provided 
by the new NADA bill. 

But he expressed the opinion that 
dealer zones of influence for pur- 
poses of enforcing territory security 
should be confined to territories 
they can service adequately. 

“Unrelieved price competition 
can force responsible dealers into 
either loss of sales, loss of profits 
or both—with service to the buyer 


the final victim,” Mueller said. 
. > . 


Brave Statement 


A= at his press conference 
about American Motors Pres- 
ident George Romney’s proposal for 
a splitup of General Motors, 
Mueller said he would question the 
value of legislation to accomplish 
this objective. 

“Of course,” he continued, “GM's 
dominance is a matter for concern. 
But it could be at some future 
date that another manufacturer 
could displace them from the top 


| spot in the auto industry. All in all, 
| though, it was a pretty brave state- 





ment for a competitor to make.” 
The territory-security fracas 
overshadowed the Romney proposal 


and the newly-announced O’Maho- | 
|ney auto finance bill as a conven- 

NADA must act on this matter, | 
regardless of those who feel the| 


tion topic. 

That dealers were deeply con- 
cerned about distribution evils was 
evident in the thunderous applause 
given outgoing NADA President 
Dean Chaffin’s statement: 

“If each dealer would clean up 
his own house and the manufac- 
turer would cooperate by institut- 
ing a fair and equitable method 
of distribution, our troubles would 
be over.” 

NADA, Chaffin went on, has no 
alternative but to seek relief from 

(Continued on Page 35, Col, 1) 


Ex-Baseball Stars af NADA Convention— 


Former major league baseball stars who took part in 42nd annual NADA conven- 
tion in Chicago included, from left, Tony Piet, Leo Durocher and Bill Terry. Piet, a 
former Chicago White Sox and Cincinnati Reds player, is a dealer in Chicago while 
Terry, a member of the Hall of Fame who played for the New York Giants, is a 
NADA director for Florida. Durocher, NBC executive who managed and played for 
the Brooklyn Dodgers and New York Giants, took part in pre-convention service 





NADA Officers for 1959— 


New NADA officers as they were presented at the association's 42nd annual con- 


vention in Chicago last week. 


From left, John H. Lander (Dodge-Plymouth-Simca), 


Atlanta, treasurer; H. L. Galles jr. (Cadillac-Oldsmobile-Chevrolet), Albuquerque, N. M., 
president; Birkett L. Williams (Ford), Cleveland, first vice-president, and A. E. White, 


Columbus, O., secretary. 


By NADA’s 30-Year Club... 
Auto Executives Honored 


CHICAGO.—Top officials of each 
of the nation’s major auto manu- 
facturers were honored last week 
at NADA’s annual 30-Year Club 
breakfast. 

Guests of honor included Roy 
Abernethy, automotive distribu- 
tion and marketing vice-presi- 
dent, American Motors Corp.; 
W. F. Hufstader, GM distribu- 
tion staff and dealer relations 
vice-president; Benson Ford, 
Ford Motor Co, vice-president 
and dealer relations chief; C. L. 
Jacobson, dealer relations vice- 
president, Chrysler Corp., and S. 
A. Skillman, Studebaker-Packard 
sales vice-president. 

One “extremely significant” fact 
emerged from the recent recession, 
Ford told the group. 

“It’s likely you never saw a re- 
cession as short as the last one,” 
he added. “We did not have all of 
our economic problems solved by a 
long shot... but we did manage 


to get rid of this recession in pretty | 


short order.” 


The Ford executive believes that | 


some “rather substantial lessons” 
were learned from this period. 

“We boiled off some fat in our 
organizations and returned to 
good, proven methods,” he said. 
“As a result, we have come out 
of 1958 in good shape, prepared 
to take advantage of 1959 and all 
the years ahead.” 


Skillman also struck an optimis-| 


tic note concerning the year ahead: 


“The year 1958, not one of our 
better years in our industry, is 
behind us, and from it we learn 
more of the needs of the future. 
The application of what we have 
learned, plus the courage and con- 
fidence in our judgment, will pay 
big dividends in the year ahead, 
which holds such bright promise. 


“We have quality products and 
the responsibility to reach the pub- 


lic in greater numbers and increase | 


its confidence in our industry,” 


Skillman said. 


Jacobson recalled that when he 
first got into the automobile 
business, the salesman’s big prob- 
lem was to convince people they 
needed an auto or a truck. 


“We were in the horse-and- 
buggy days then,” he said. “Now 
everyone wants one, two or three 
cars, depending on the size or the 
income of the family, or how far 
working members live from their 
jobs. The big problem for the sales- 
man today is how a family can 
afford all the automotive products 
it wants or needs.” 

Hufstader reminded the group of 
the adage that “the business of 
business is profits.” 

“Whatever else a dealer may 
achieve,” said the GM vice-presi- 
dent, “he is not a successful dealer 
on his own.account in the final 
analysis unless he makes a profit. 

“From the viewpoint of the 
manufacturer, it is equally true 
that a dealer is not a satisfac- 
tory dealer unless he is making a 
profit so that he has both the 
desire and ability to continue his 
business association with the 
manufacturer,” he added.’ 

Abernethy stressed a belief that 
the tie between the factory and the 


| dealers should be a “genuine part- 
| nership relationship.” 

“I believe that a great deal can 
also be accomplished by making 
| full and intelligent use of dealer 
|advisory boards, elected by the 
dealers and meeting regularly with 
top factory personnel. 
| “We at the factory couldn’t 
| more effectively insure a true 
interpretation of the customers’ 
| meeds, as well as what the dealer 
| requires to do his job best, 

“We also need continued joint 
effort to stimulate a strong and 
dedicated service attitude on the 
| part of dealers. And by service, I 
|mean not only the product service 
| that is so important but also the 
| ideal of servicing the customer.” 
| R. D. McKay, NADA director for 
| Kansas and president of the 30- 
| Year Club, presided over the meet- 
| ing. 

—Maywnarp M. Gorpon 


Chaffin Denies 
NADA Is Voice 
| Of ‘Big Dealer’ 


| CHICAGO.—Charges that NADA 

is the “big dealer's” representative 
|}and spokesman were denied last 
| week by Dean Chaffin, retiring 
| NADA president. 





| Sixty-eight percent of the NADA 
|members sell less than 100 new 
units annually, 
Chaffin said dur- 
ing an interview 
at the opening of 
NADA’s 42nd an- 
nual convention 
at the Conrad 
Hilton Hotel. 
“NADA is the 
national trade as- 
sociation for all 
quality dealers — 
large, medium- 

Dean Chaffin sized and small,” 
Chaffin pointed out, 

“Size is not a measurement of 
quality, nor a requisite for mem- 
bership. NADA is interested in 
quality dealers regardless of size 
or location, All franchised new-car 
dealers face the same problems, and 
our trade association is dedicated 
to serving the best interests of the 
entire “membership.” 

Nor is it true, Chaffin said, that 
the NADA board of directors is 
composed solely of “big dealers.” 

A GM dealer for more than 30 
years, the NADA president and di- 
rector for Montana, described him- 
self as a “small dealer.” 

“In fact,” he said, “only one of 
the six most recent presidents of 
NADA is what you might call a 
‘big’ dealer. His annual sales, under 
favorable conditions, probably run 
from 900 to 1,000 units. 

“Two of the remaining five are 
in the 100-to-200 category; one in 
the 200-to-300 category; and two in 
the 400-to-500 classification. 

“As for the board of diréctors, 
52.8 percent of the 55 members sell 
less than 300 new cars per year, I 
fail to see how anyone could clas- 
_ the board as ‘big’ dealer vehi- 
cle.” 
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Letters Continue to Roll In... 


Dealers Argue Territory Security 


While territory security held the, and executive committee of 
spotlight at the NADA convention,| NADA follows:) 
Automotive News continued receiv- | * * * 
ing letters on the subject from | Brain Washing? 
dealers expressing strong opinions, 
HAVE just finished reading an 


pro and con. | 
| article inappropriately titled 


(Eprror’s Note: A copy of a 
letter to the president, officers |“Frank Talk on Protected Terri- 
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tory” in the January issue of our 
NADA magazine. 

I have been in the automobile 
business slightly over 10 years and 
our company has been a member 
of NADA for that period of time. 
I am outraged that such a contro- 
versial issue as territory security 
has been approached by our na- 
tional association in the “brain 
washing” technique used in the last | 
four months. 

The current article is the | 
crowning blow. Nine dealers ex- 
press themselves favoring pro- 
tected territory. Two dealers 
voice their opposition, Of the nine 
pro dealers, all are officers and 
members of the executive com- 
mittee. The two dealers opposing 
territory security are dealers not 
active in present NADA manage- 
ment. 


There are 17 dealers on the 


| officers and executive committee. | 


Are we to assume that the remain- 
ing eight dealers are opposed or 
undecided? It is a frightening 
breach of tactful policy that in a 
so-called frank approach that no 
member of the executive committee 
has written an article in opposition. 
Here we have a clear case of a 


| directors’ policy decision as to what 


is in the best interests of all dealers 
without a poll of what all the deal- 
ers think. 

We are multiple-point Ford deal- 
ers doing an annual business of 


| approximately nine million dollars 


\a year. 


We are categorically op-| 


| posed to protected territories and 
| further governmental regulation of | 


our business. No one from NADA 
has asked us our opinion but here 
it is, unsolicited.— Parker Sneap, 
president, Commonwealth Ford, 
Inc., Richmond, Va. 


‘Territory Insecurity’ 


IS with deep regret that ap- 


T 
I parently Automotive News and 


| 
| 
| 


| 
| 
j 


| would rather call 


the NADA board of directors along 
with some automobile manufactur- 
ers have again brought up and are 
promoting territory security. We 
it territory in- 
security ... 

The present plan is just an- 
other step towards the destruc- 
tion of free enterprise and to 
monopolize further business ac- 
tivities. It is my honest opinion 
that should territory be closed, 
many small dealers would be 
forced to close their place of 
business. 

It would not be long before the 
cry would come from all parts of 


|the country that our business had 


been destroyed. Certainly, none of 
us wants the entire operation 
thrown under government con- 


_ Fee 





|} would suffer 


Both NADA and the factories 
irreparable loss if 
they were influenced by a few big 
automobile dealers located in met- 
ropolitan areas, who would destroy 
our freedom for their persona! and | 
selfish greed. 

The dealers in the small towns 
cannot consistently be overlooked 
any more than the buying public 
should be.—L. B. Auten, Allen Mo- 
tor Co., Inc. (Chevrolet-Buick), Port 
Gibson, Miss. 


- * * 


Stimulators, Too 


IHESE so-called small dealers 

opposed to territory security are 
not alone, for there are plenty of 
larger dealers and some really in 
the volume who also are against 
territory security. 

Did I call them “volume dealers?” 
I should have referred to them as 
“stimulator dealers . . - 

“I am sure that if you took a 
vote, this type of dealer would be 
against territory security, to- 
gether with the type of dealer 
who operates in a zone of influ- 
ence that would absorb 25 units 
.. . but (who) pumps into adja- 
cent dealers’ zone of influence 
another 100 units .. .” 

I appreciate the fact that some 
manufacturers are trying to con- 
trol the distribution of cars so that 
cross-selling can at least be re- 
duced and I also understand that 
the manufacturers are in favor of 
territory security. 

They should be, for if this rat- 
race, cross-selling marathon con- 
tinues, many legitimate dealers 


AUTOMOTIVE NEWS, FEBRUARY 9, 1959 


with terrific investments will liqui- 
date, if necessary, to get out... 

I have operated the Chevrolet 
dealership here for the past 22 
years and previous to that worked 
in a wholesale capacity for Chev- 
rolet. 

* + * | 

ET’S see if we can get something 

4 out of some of the old teach-| 
ings from Chevrolet. When we} 
placed dealers, we took into con- 
sideration trading area, population, | 
wealth of population and general 
prosperity of the community. 

They told us that a dealer 
should be placed so that he would 
not infringe on the profit poten- | 
tial of an adjacent dealer, That | 
kind of thinking makes for | 
permanence, I would say, and 
invites substantial financial in- 
vestment and builds a business 
that can be passed on to our 
youngsters. 

That kind of thinking builds a 
quality dealer, one who is a credit 
to his community .. . and he makes 
money... 

Time after time, our well-trained, | 
capable salesmen make an intelli- 
gent, intensified presentation of the 
product, demonstrate it . . and 
the cross-seller gets the business— 
and many times at a figure that 
doesn’t even make sense. — A. 
Lauson, Lauson Chevrolet Co.,| 
Manitowoc, Wis. 

= * > 


In Public Interest 


(Eprror’s Note: Following are 
excerpts from a letter to Senator 
Joseph 8. Clark, Pennsylvania 
Democrat:) 

> aa > 
E ARE opposed to (territory 
security) because it seeks to 
put into law the practice of exclu- 
sive sales territories for the sale of 
new automobiles. 
We believe that territory security 


. . . is nothing more or les: than 
closed territory, most certainly 
against the public interest 

This old-time dealership be- 
lieves that a (territory security) 
bill . . . is not necessary to pre- 
serve our free-enterprise s)stem 
—particularly small busines:—in 
the distribution of new cars. 


We believe that the legislative ef. & 


fort back of (territory security) is 
primarily the doing of a 
of new-car dealers in control of 
the National Automobile 
Assn. This clique of dealers is 
tempting to force exclusive 
territories on all new-car dealers, 

We, too, find the going rough but 
we do not believe that territory 
security is the panacea for our 
problems. We believe that competi- 
tion is something that has to be 
faced whether we like it or not— 
after all, competition made the 
automobile industry great. 

= * * 


ASICALLY, we don’t believe the 

question of territory security 
can rightfully be decided on 
whether or not dealers, factories 
or associations want territory secur- 
ity. Territory security is not in the 
public interest. How can dealers 
make a decision for territory secur- 
ity when in the public interest it 
is not their right to do so?... 

The proposed bill takes away 
from customers the freedom of 
choice to buy; any other view- 
point is strictly double-talk. 

The NADA is determined to put 
a high fence around all new-car 
dealers, regardless of the public 
interest. I sincerely hope that the 
power of the Federal government 
will prevent this from happening.— 
A. J. Rentscuier, President, E. W. 
Ruppert, Inc. (Oldsmobile-Chevro- 
let), Tremont, Pa. 


For Addition to State Fleet... 


Colorado OK’s Lark 


By John E, Walsh 
Staff Writer 


7s small car has passed its 
tests in Colorado with flying 
colors, Several dozen Studebaker 
Larks will join the State-owned 
fleet within several weeks, accord- 
ing to Lacy Wilkinson, State pur- 
chasing agent. 

And in Minnesota, William 
Stevenson, assistant commissioner 
of administration, said the State 
is considering a change in speci- 
fications to permit bids on the 
Lark and Rambler. 


The trend to small-car purchase 
or consideration by State and mu- 
nicipal governments followed the 
auto manufacturers’ ban on subsi- 
dies and the resulting increases in 
prices by bidders. 


= * * 


WO Studebaker dealers were 

the lowest of about 20 bidders 
on the Colorado units, They were 
Buckley Bros. Motors, Inc., and 
Lou Bell Motors, both of Denver. 


The bids were: $1,592 for two- 


door six-cylinder units; $1,693.52 
for two-door eight-cylinders; $1,- 
642.04 for four-door six-cylinders, 
and $1,742.70 for four-door eight- 
cylinder models. 


Wilkinson said bids also were 
received from Rambler, Ford, Chev- 
rolet and Plymouth dealers. The 
Big Three's low-priced cars have 
dominated the State’s fleet for 
years, he said. 

The State is planning to buy 
more than 90 passenger cars and 
station wagons for use by State 


| agencies, colleges and institutions, 


according to L. Hudnall, assistant 
purchasing agent. 

“Right now it looks as if they'll 
nearly all be Larks,” he said. Bid 
specifications call for virtually no 
extras, such as automatic transmis- 
sion or power steering, he added. 

a 7. > 


TEVENSON said Minnesota, 
which since June has bought 


|cars only when “absolutely neces- 
| sary,” will not buy any more units 


“until we can figure out what to 


| do about the situation.” 


Two new officers of the Flint Used Car 
Dealers Assn. were introduced at the 
group's annual meeting. With James E. 
Davison, left, who was reelected secretary- 
treasurer, they are Chester A. Whaley, 
center, president, and Benjamin P. Mitchim, 
vice-president. 


He said that while Lark and 
Rambler purchases will be con- 
sidered, “we have not thought of 
going to foreign cars as some 
cities have done.” 

The State has purchased only 
four cars in the last seven months, 
two for the Highway Patrol, Stev- 
enson said. He added that the sub- 
sidy had amounted to about $500 on 
police cars and $385 on other units. 

* x ” 


ir NEW YORK, a change in ad- 
ministrations at Albany has 
resulted in a change in vehicle- 
purchasing policies. 

Douglass C. Coupe, standards and 
purchase commissioner named by 
Republican Gov. Nelson Rockefeller, 
announced that the State has drop- 
ped the policy of trading in its 
entire fleet every year. 

The practice was introduced 
last year by Charles H. Kriger, 
Coupe’s counterpart under Dem- 
ocratic Gov. Averell Harriman, 
as a money saver, particularly on 
maintenance. 

Coupe, who gave no explanation 
for his action, said a study of the 
situation is under way and that it 
is possible that the entire auto- 
buying program may be revised. 
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If N \DA Members Approve... 


Security Bill Due 
In Congress by April 


(Continued from Page 33) 


Congress in the absence of volun- | 
tary di stribution cleanups by either | 
factories or dealers. 

Stung by small-dealer criticism 
of NADA leadership as reflecting | 
the wishes of large-volume oper- | 
ators, Chaffin and other convention | 

kers went to great pains to re-| 
emphasize the cross-section makeup 
of the association. 

At a pre-convention news con- 
ference, the rugged Montanan 
denied charges that the NADA | 
poard is dominated by “big” deal-| 
ers. He said that 29 of the 55 direc- 
tors sell less than 300 new cars a} 

r apiece, while five of the six 
past presidents—including himself 
—were in the 500-car-a-year or less 


bracket 
“NADA,” he reiterated in his 
address, “should forever be the} 


symbol] of service to the franchised 
dealer, not just the big dealer, the 
medium-sized dealer or the little 
dealer—but all of our members.” 

* = * 


Only NADA Members? 


HAFFIN also drew applause by 
disclosing to the convention 

that he would have preferred to 
poll only NADA members on terri- 
tory security. 

“On policies, programs and activi- 
ties of NADA, I am firmly con- 
yinced only members of NADA are 
entitled to vote,” he explained. “If 
adealer desires to state his position 
on this issue, then he should join 
NADA and take his stand.” 

Privately, several directors and 
gtate association managers corre- 
lated opposition to territory secur- 
ity with non-members, ex-members 
or inactive members of the national 
and state associations. 

This view was disputed by nu- 
merous anti-territory dealers 
here, who took the position that 
the franchise counted more than 
an association membership cer- 
tificate. 

“Who is to cast stones at legiti- 
mate franchised dealers because 
they are not members or joiners?” 
asked a GM-Studebaker dealer 
from Texas. 

Chaffin acclaimed the price- 
sticker law as a top achievement of 
this year-long reign, which sent 
him on travels in the U. 8S. and 
abroad exceeding 125,000 miles. 

Dealers never received proper 
credit for passage of the price-label 
law, Chaffin declared, although 
both customers and dealers have 
been helped by it on the subject of 
Bew-car prices. 
> > > 
etal recommendations made by 

Chaffin before turning over the 
gavel of the presidency to fellow 
Westerner H. L. Galles jr., were 
that NADA create tax and labor-| 
relations counselling departments | 
with expert attorneys filling both | 
toles under James C. Moore's legal | 
section. 

Chaffin also urged that the associ- 
ation join the International Office | 
of Motor Trades and Repair. 

Neither Chaffin nor Galles made 
Mention in their convention reports 
of the December ouster of Fred- 
erick J. Bell as association execu- 
tive vice-president. 

It was five conventions ago— 
at San Francisco—that the fiery 
admiral assumed the reigns of 
the 25,000-member association. 





Ind. Bill Would License 


Dealers, Salesmen 


INDIANAPOLIS. —A bill to 
require licensing of new and 
Used-car dealers and salesmen 
has been introduced in the Indi- 
ana legislature, It was sponsored 
by Rep. Otto Pozgay, South Bend 
Democrat, who said such controls 
have been urged by the dealers 
themselves to curb “fly-by-night” 
operators. 

Under the Indiana measure, 
which was listed as House Bill 
163, a dealer’s license would cost 
$25 annually and a salesman’s 
license $5 yearly, with an addi- 


tional $5 for first-time applica- 


tions. 


(a RRNA 


| retary and Ben W. Borchers jr., 


Bell piloted NADA through the 

successes of the good-faith and 

sticker laws and the factory 
reforms in dealer relations and 
franchise terms, 

A significant echo of the dump- 
Bell movement resounded last week | 
in the appointment of NADA com- 
mittees for 1959. Mead Norton, the 
Oklahoma director who fought 
Bell’s salary increases and lavish | 


| budgets, was named to the three-| 


man budget review committee. | 
Norton’s survival movement of 1957 


| brought the territory-security prob- 


lem to a head and served to unite 
the anti-Bell forces within the 
NADA leadership. 

> = 


* 
Resist Pressure 


MERRYLE STANLEY RUKEY- 

SER, economic columnist, gave 
the dealers advice in his address 
on future customers and markets. 
A discount-house or supermarket 
approach is not the correct solution, 
he said. 

“You can’t cut your costs by 
scalping in buying and by with- 
holding services in order to cut 
down your operating expenses,” 
Rukeyser said. “The constructive 
way to cut your costs is through 
expanding your volume, increasing 
your turnover of cars, and through 
retaining customers through the 
years, rather than continuously 
looking for substitutes for your old 
patrons.” 

Rukeyser told dealers to resist 
factory pressure to sell cars styled 
in defiance of changing customer 
tastes. 

“This occurred last year when 
outstanding models were ill- 
attuned to the transient note of 
economy,” he said. 

“But don’t go overboard in the 
face of passing hysteria,” he coun- 
selled. “The good dealer should be 
fortified with objective data. Some 
of the passing craze in a limited 
segment of the market to foreign 
cars has been retrogressive. 

“Almost a throwback toward the 
Model T, the foreign cars are in- 
deed different, but few of them are 
better.” 

Rukeyser declared that dealers 
should rely on goodwill to survive, 
rather than on the exclusive fran- 
chise. 

“The future of little business lies | 
in combining merchandising with 
sincere and objective customer 
counselling,” he said. 

The 1960 NADA convention will 
be held in Washington, the 1961 
event in San Francisco and the 
1962 affair in New York City. 


Ford Dealer Ad Group 


Elects in Cincinnati 


CINCINNATI—I,_ R. Hicks sr., 
Covington, Ky., has been reelected 
chairman of the Cincinnati Ford 
Dealer’s Advertising Committee. 

Thomas F. Catron, Corbin, Ky., 
was elected vice-chairman and sec- 





Dayton, treasurer. 


Convention Speaker— 

Rowland F. Kirks, left, NADA legislative counsel, and Thomas F. Abbott jr., center, | 
Fort Worth, NADA director, take time out at the NADA convention in Chicago to chat | 
with Frederick H. Mueller, undersecretary of commerce. Mueller addressed the conven- 
tion on territorial security. 
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Weed Addresses NADA Session... 





Increasing Truck Profits 


CHICAGO.—Truck dealers must 
have at least one truck-transporta- 
tion expert on their sales force and 
they must retail nearly all their 
tradeins if they are to realize the 
profits that the nation’s leading 
truck dealers enjoy. 


Jack Weed, Automotive News 
truck editor, delivered that mes- 
sage to dealers attending the 
truck-panel at last week’s NADA 
convention here. 

Weed based his contentions on a 
survey of 125 of the better truck 
dealers and 125 dealers of equal 
opportunity who also have truck 
franchises, The dealers represented 
each of the five major makes that 
sell primarily through franchised 
dealers. 

He also told the dealers that they 
can be misled about gains and 
losses in the 10,000-16,000-pound and 
16,000-19,500-pound GVW classes 
unless they understand that several 
makers have changed the classifi- 
cation of some trucks. 

He said this took about 28,000 
units out of the 10,000-16,000 bracket 
and put them in the next higher 
class. 


Weed said his survey disclosed 
that the top truck dealers took 
trades when offered and sold 
them at retail, serviced fleets and 
solicited fleet-service business 
avidly. 

They also did a good wholesale 
parts business, made substantial 


and special equipment offer a 
chance to restore fair profits to 
truck retailing. 

A separate truck department with 
a top-flight manager was advocated 
by Will G. Price jr. (Ford), Wi- 
chita. He underscored the superior 
profits available in “proper” truck 
retailing and the greater stability 
of the truck market. 

“Although I have been a Ford 
dealer for over 20 years,” Price 
said, “I'll tell you frankly that I 
can’t talk a trucker’s language, 
so I depend on a manager to 
interpret for me.” 

John Groenier, Axle & Equip- 
ment Sales Co., Cicero, IIl., assailed 
the practice of some dealers of 
passing on invoices from distribu- 
tors directly to retail buyers. 

This undermines profit potential 
and encourages equipment distribu- 
tors to bypass truck dealers and 
sell directly at retail, he said. 

Another speaker was Ephraim 
Brenner, operator of Pennsylvania 


Dodge Truck Center, Harrisburg, | 


Pa. 


q 


9'4-Year Strike 
Ended in Seattle 


Dealer and Salesmen 
Reach Agreement 


By Frank Gawronski 
Staff Writer 
A BURST of labor activity in 
dealerships around the country 

was topped last week by word that 
a 9%-year strike, described as the 
longest at an automobile dealership, 
has been settled in Seattle. 
| The long dispute came to an end 
| when Wockner Pontiac and the 
| Automobile Salesmen’s Union, Local 
882,announceda 
tentative agreement 
| on a new contract. 
According to E, R. 

Wockner, owner of 

the dealership, and 
Gene Hauk, union secretary, pickets 
have been withdrawn while final 
terms of the contract are being 
worked out. 

The record strike began in 
July, 1949, over salesmen’s claims 
to commissions on cars sold by 
management. Unofficial estimates 
of the cost of picketing in the 
strike have ranged from $250,000 
and $400,000. 

An injunction suit filed by the 
company and dismissed in 1954 
claimed $500,000 in damages. How- 
ever, the dealership has denied any 
considerable loss of business in 

recent years. 

In Des Moines, auto mechanics 
won a 40-cent-an-hour wage in- 
crease in a three-year contract re- 
newal with 13 new-car dealers, ac- 
cording to William F. Fenton, busi- 
ness representative for Machinists 
District 118. The agreement ended 
a one-month strike by the union. 

Pay increases of 14 cents, 13 
cents and 13 cents at 12-month in- 
tervals will raise rates for the 
mechanics to $2.76 an hour the 
third year. 

The contract provides for dealers 
to add 2% cents now, 2 cents next 
year and another 2 cents in two 
years to hospital insurance pay- 
ments. The dealers will continue 
contributions of one-half the cost 
of uniforms. 

> > 


Buick Retail Stores Settle 


N FLINT, mechanics employed 


by two Buick retail stores voted 
(Continued on Page 36, Col. 2) 


| Schools’ Driver Training 
No ‘Frill,’ Freed Asserts 


CHICAGO.—New-car dealer sup- 


profits from customer parts and| Port of state and community efforts 
labor sales and encouraged their|t© provide young people driver- 
salesmen to sell bodies and other| @ducation classes was spotlighted 


equipment. 

In other words, Weed said, the 
money-making truck dealers went 
after every “plus” profit that the 
retailing of trucks made possible. 

Closer cooperation between 
dealers and truck-body manufac- 
turers is a short-range goal of 
NADA, it was reported by Ed- 
ward A. Sahli (Chevrolet), Beaver 
Falls, Pa, 

Sahli, 1958 chairman of the NADA 
truck committee, said truck bodies 








NADA Past Presidents Get Together— 


Among those who attended the President's Dinner at the annual NADA convention 
in Chicago were, from left, Fred M. Sutter (Dodge-Plymouth), Columbus, Ind.; Carl E. 
Fribley (Pontiac-Cadillac), Norwich, N. Y.; Charles C. Freed (DeSoto-Plymouth), Salt 
Lake City; Frank H. Yarnall (Chevrolet), Chicago; Jim Moore, acting executive vice- 
president of NADA, and Bob S. Armacost (Studebaker), Kansas City. All except Moore 
are past presidents of NADA. 


| 





during NADA'’s 42nd annual con- 
vention. 

“The current trend to look upon 
high school driver education 
classes as a ‘frill’ is making news 
in some areas,” said Charles C. 
Freed, chairman of the Inter- 
Industry Highway Safety Com- 
mittee, who presided at the com- 
mittee’s 1lth annual luncheon 
meeting at the Conrad Hilton 
Hotel. Freed also is NADA direc- 
tor for Utah and a past NADA 
president. 

“The large number of traffic ac- 
cidents involving young people 
seems to be forgotten by those who 


attach the ‘frill concept’ to a train- | 


ing course which saves needed 
lives,” Freed added. 

“It is estimated 8400 young 
people between the ages of 15 and 
24 were killed in traffic accidents 


in 1958, and 350,000 were injured. | 


Studies show that young drivers 
who have received complete driver 
education courses, including prac- 
tice driving and classroom instruc- 
tion, have a driving record twice 
as good as the nontrained driver 
in the same age group. The evi- 
dence does not justify classifying 
driver education as a ‘frill.’” 

He said new-car dealers and 
auto manufacturers are demon- 
strating their faith and support 
of this phase of our educational 
system as an aid in developing a 
nation of better drivers apd sav- 
ing lives, 

“During the 1957-58 school term, 
dealers supplied 8,676 cars, or 71 
percent of the total number of 
driver-education cars in use in our 


nation’s high schools,” Freed added. 
“These cars, valued at $20,518,740, 
were made available on a free-loan 
basis. 

“Automobile manufacturers are 


| contributing to this support through 


special allowances to dealers for 
each car loaned to a high school. 
This has aided materially in step- 
ping up dealer participation and 
community interest,” he added. 


t Amos E, Neyhart, administra- 


tive head of the Institute of 

Public Safety at Penn State Uni- 

versity, commended the dealers 

for their participation in school 
driving programs. 

He said the nation has made 
|great progress in cutting down 
| traffic fatalities, but that much re- 
| mains to be done. 

The dealers can help, 
| added, by: 

1. Continuing to lend cars for 
high-school driving lessons, and 
urging schools to buy cars as they 
do other school equipment. 

2. Inviting the driver-education 
| class to visit their service depart- 
ments to see a top-quality lubrica- 
| tion job. 
| 3 Inviting the class to the 
| dealer’s inspection station to see 
| @ car properly inspected, It will 
| impress upon them the impor- 

tance of vehicle maintenance, 

4. Establishing a working safety 
committee within dealer associa- 
tions. 

5. Urging their governors to set 
up a Governors Traffic Safety 
Council. 

6. Supporting the building of 
adequate highways. 

7. Serving as members of school 
boards, community drives and join- 
ing in other community activities, 


Neyhart 


| 
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Grand Juries to Study Autos and Steel... 


U.S. Orders GM to Yield Records j 


(Continued from Page 1) 
House-Senate Economic Commit- 
tee. 

Hansen said the Justice Depart- 
ment hopes to prevent mergers in 
new growth industries that would 
build up concentration. 

“By doing so,” he said, “we would 
avoid, a decade or so from now, 
that pattern of undue concentration 


which today plagues autos and} 


steel.” 


Senator Joseph C. O'Mahoney, | 


Wyoming Democrat, inquired: 
“Then there’s no doubt that you 
feel we do have undue concentra- 
tion in autos and steel?” 

“That's correct, sir,” Hansen 
replied. 

Asked whether the Justice De- 
partment has plans to undo this 
“undue concentration,’ Hansen an- 
swered, “Yes sir. But it would be 
premature to discuss this.” 

The steel situation will be investi- 
gated by a Federal grand jury in 
San Francisco. 

: > > 
— Justice Department is not 
alone in its views on GM’s big- 
ness or “undue concentration.” 

In a speech in Detroit 10 days 
ago, George Romney, American 
Motors president, called upon GM 
to split itself up. 

“Not only has General Motors 
dominated the industry for the 
past 20 years,” he asserted, “but, 
in the absence of an adequate and 
effective antitrust policy, its com- 
petitors have existed only because 
of pursuance of policies by GM 
that permitted them to exist.” 

Romney contended that if GM 
should decide to operate at an aver- 
age profit of 6 percent, “there would 


Chrysler Vehicles | 


To Be Assembled 
In South Africa 


DETROIT.—Chrysler Interna- 
tional, S. A., and Atkinson Motors, 
Ltd., of South Africa have joined 
in establishing Chrysler South 
Africa (Pty), Ltd, according to 
Philip N. Buckminster, managing 
director of Chrysler International. 


tional and Atkinson-Oates, a major 
distributor of Chrysler vehicles in 
South Africa. The new firm will 
operate an assembly plant and a 
parts depot in Capetown. 

Both Chrysler and Simca vehicles 
will be assembled in the plant and 
both Chrysler and Simca parts 
handled in the parts depot begin- 
ning this year, Buckminster said. 

“The purchase will be an im- 
portant part of Chrysler Interna- 
tional’s program to acquire assem- 
bly facilities for Chrysler and Simca 
automotive and other products in 
key overseas areas,” he added. 

Atkinson-Oates completed con- 
struction of the assembly plant in 
1956. It has a daily production ca- 
pacity of 60 cars and 12 trucks. 


FTC Examiner 
Dismisses Charge 
Against Shell 


WASHINGTON. — An order is- 
sued last week by a Federal Trade 
Commission hearing examiner 
would dismiss charges that Shell 
Oil Co. illegally lessened competi- 
tion by furnishing major lubrica- 
tion equipment to its new-car 
dealer customers. 

The dismissal was based on fail- 
ure of proof. 

Examiner Earl J. Kolb ruled that 
the lease or sale by Shell of this 
equipment to the dealers, with pay- 
ments amortized over an agreed 
period by crediting from 5 cents to 
15 cents per gallon of oil and 

purchased, has not injured 
Shell's competitors. 

“The equipment and lubricant 
contracts used by the respondent 
were designed to assist in the sale 
of oil to car dealers, but did not in 
fact exclude competitors from sell- 
— car-dealer customer,” Kolb 


The ruling is not a final decision 
of the FTC, and may be appealed, 
stayed or docketed for review. 


| time.” 


| * ca * 

VEN if the Government should 
file antitrust action, a splitup 

of GM certainly could not be called 

imminent. The action would take 

years and years. 

For example, the GM-GMAC tie 
was the subject of an antitrust 
case which began in 1938. It 
dragged on until 1952 and, even 
then, no clear-cut decision was 
reached on the legality of the 
corporation operating its own 
financing affiliate. 

Another instance is the bus case. 
In 1956, the Justice Department 
charged GM with monopolizing the 





Hansen Named President 


Of Utah Dealer Group 


PRICE, Utah.—Three of this 
city’s dealers have been elected of- 
ficers of the Carbon County chapter 
of the Utah Automobile Dealers 
Assn. 

They are Frank Hansen (DeSoto), 
president; John Barton (Mercury- 
Edsel-Lincoln), vice-president, and 
Ivan Walton jr. (Pontiac-Cadillac), 
secretary-treasurer. 


| to accept a new contract, ending a 
7i-day strike. 

Salesmen have continued to 
work since the strike started Nov. 
18, but no deliveries have been 
made. 

In Jerseyville, Dil, the National 
Labor Relations Board has ordered 
a representation election at Sun- 
derland Motor Co. (Chevrolet). All 
employes, including salesmen, will 
| vote for or against the joint peti- 
tioners, Machinists District 9 and 
Teamsters Local 525. 

In Buffalo, T. H. Millian, pres- 
ident, Millian Buick Inc., satisfied 
that a joint organizational drive 





sters Local 375 had resulted in a 
substantial majority for the unions, 
granted union recognition without 
calling for a NLRB election. Twelve 
employes are involved in the bar- 


gaining union. 
> > > 


URW Calls for Tal 


On THE factory front, the United 
Rubber Workers gave the sig- 
nal for opening of contract talks 
in the rubber industry. 


United States Rubber Co. was 
picked as the initial target, with 
the union serving notice it was 
opening for negotiation the com- 
pany-wide contract, supplemental 
unemployment benefits and pen- 
sion and insurance contract. 


Similar notices are expected to 
go soon to the other members of 
the industry’s “Big Four’—Good- 
year Tire & Rubber Co. B. F. 
Goodrich Co, and Firestone Tire & 
Rubber Co. 

The present U. S. Rubber con- 
tract expires April 9, while the con- 
tracts with the other three run out 
April 15. Any settlement with one 
of the firms will likely set a pat- 
tern for the industry. 


Talks with the Big Four will 


2 N. C. Dealer Groups 
Elect Officers for 1959 


WINSTON-SALEM, N. C.— Two 
dealer organizations in North Caro- 
lina have elected officers for 1959. 
They are: 

Winston-Salem Automobile Deal- 
ers Assn.: Frank Poindexter, Motor 
Sales, Inc., president; Bill Luttrell, 
Hull-Dobbs, Inc., vice-president; 
Bob Neill, Bob Neill Pontiac, sec- 
retary-treasurer. 

Duplin County Automobile Deal- 
ers Assn.: Roy Cavanaugh, Cavan- 
augh Chevrolet Co., Wallace, presi- 
dent; E. E. Kelly, Service Motor Co., 
Kenansville, vice-president; D, D. 
Blanchard, Blanchard Pontiac Co., 
Inc., Wallace, secretary-treasurer. 


| 





| (Continued from Page 35) 


|be fewer companies left in the| bus business and demanded, among 
automobile industry in a very short| other things, that GM limit its bus 


sales to the nation’s four biggest 
users to 50 percent or less of such 
business. 

The case now is headed for trial 
in U. S. District Court, Detroit. 


* * * 


Finance Group Lauds 


O’ Mahoney Proposal 


CHICAGO, — American Finance 
Conference executives commended 
an announcement by Senator Jo- 
seph C. O’Mahoney that he plans 


finance companies. | 

“Legislation such as Senator 
O’Mahoney proposes would serve to 
check further development of a 
monopoly in the sales financing in- 
dustry that would result from the| 
carrying out of the Ford Motor 
Co.’s recently announced plans to 
establish a wholly owned automo- | 
bile financing subsidiary,” the AFC | 
said. | 

At the same time, the AFC urged | 
that the antitrust consent decree | 
entered against General Motors} 
and its wholly owned General Mo- 
tors Acceptance Corp. in 1952 be 
reopened. 


Dealer, Salesmen Agree in Seattle ... 


9'4-Year Strike Ends 


" 


\ 


At Barrett Sales Meeting— 


I Barrett Equipment Co. has completed its annual sales meeting in St. Louis. Sixty. 
to introduce legislation to prohibit | five Barrett representatives were in attendance. An important feature of this meeting» 
auto manufacturers from owning | was the introduction of 10 new Barrett products for 1959 as well as a new catalog 


and sales and marketing program. 


CHICAGO. — Appointments to a 


1959 were announced here last week 
at the group’s 42nd annual conven- 
tion. They are: 


Auditing: J. W. Pickens, 


| Orangeburg, S. C., chairman; W. 


M. McCune, Kittanning, Pa., and 
W. R. Bryden, Beloit, Wis. 
Nominatinc: W. N. Neff, Fremont, 
Neb., chairman; Carl E. Fribley, 
Norwich, N. Y., vice-chairman; 
Allan Mims, Rocky Mount, N. C.; 


| Al Long, Detroit, and Ray D. Wil- 


json, Los Angeles. 


| 
| 
cover around 75,000 workers, Dates 
and places for negotiation sessions 
will be set soon, the union said. 
Besides a general wage boost, the 
union is expected to drive for such | 
things as lengthening of SUB from | 
26 to 39 weeks, improved pensions 
and liberalized medical insurance | 
payments. 


Obituaries 


Raymond M. McCulloch 
PASADENA, Calif.—Raymond M. Mc- 
Cullough, 74, former purchasing agent for 
International Harvester Co., died Jan. 25. 
He retired in 1947 after 42 years with IH. 
* * * 


Robert B, Leland 
KENT, O.—Robert B. Leland, 50, vice- 
president in charge of sales, Highway 
Products, Inc., died Jan. 26. Previously, 
he had served Twin Coach Co. for almost 
30 years. 
* * * 
Karl Schwarz 
MIDDLETOWN, Conn.—Karl Schwarz, 
89, father of Ernie I. Schwarz, president 
of Eis Automotive Corp. here, died Jan. 
28. Up to a few days before his death, 
Mr. Schwarz took an active part in the 
company 
* * * 


Frank W. Bryant 
SEDALIA, Mo.—Frank W. Bryant, 82, | 
president-treasurer of Bryant Motor Co. 
(Dodge-Piymouth) here, died Jan, 24. 
* * * 


James H. Holland 
WOONSOCKET, R. I.—James H. 
Holland, 71, president and treasurer of | 
Woonsocket Nash Co. from 1942 to 1955, | 
died Jan, 29. 
— * 


Edward G. Kettelle 
EAST GREENWICH, R. I.—Edward G. | 
Kettelle, 63, a 30-year dealer in this area 
as head of Kettelle Motors, Inc., died Jan. | 
25. He retired in 1956. 
* * * 


Alfred lL. Wray 
BUFFALO.—aAlfred I, Wray, 59, vice- 
president and treasurer of Lamont-Wray 
Motors, Inc. (Chrysler-Plymouth), since it 
was founded in 1948, died Jan. 26 of a 
heart attack at his home here. 
* * * 


Reed Merrell 
SUPERIOR, Wis.—Reed Merrell, 63, a 
veteran auto dealer, died Jan. 23. He en- 
tered the auto business here in 1922 with 
@ partner, Edward McMahon. Since 1940, 
= firm has been known as Reed Merrell, 
ne. 





. 
R. A, Kesler 
IRON MOUNTAIN, Mich.—R,. A. Kesler, 
a Dodge-Plymouth dealer here for more 
than 20 years, died Jan. 28. Mr. Kesler 
was a past president of both the Chamber 
of Commerce and the Kiwanis Club. 
- * 2 


O. W. Lanier 
SPARTANBURG, 8. C.—O. W. Lanier, 
52, president of Spartanburg Motor Co. 
died Jan, 27. 
* - * 


Cecil S, Kelly 
SHAW, Miss.—Cecil 8, Kelly, 55, former 
co-owner of Crutcher-Kelly Motor Co., 
died Jan. 27. 
* + 


Wayne Meyers 
ELLINWOOD, Kans.— Wayne Meyers, 
27, Lamar (Colo.) auto dealer, was killed 
Jan. 25 when the smal! airplane he was 
Piloting crashed on a farm near here. His 
mother, Mrs. Fern O. Meyers, 54, also 
died in the accident. 


| rolet), 


Apvertisinc Ernics: Walter B. 
Cooper, Fort Collins, Colo., chair- 
man; W. H. Mitchell jr.. Waltham, 
Mass., vice-chairman; Frank H. 
Yarnell, Chicago; Leon E. Titus, 
Tacoma, Wash.; J. M. Allton, Col- 
umbia, Mo.; Amos T. Crowl, San 
Francisco (ATAM); John E. Conley 
and William C. Hamilton, both of 
NADA. 


Budget Review: John H. 
Lander, Atlanta, chairman; Or- 
ville R. Harrod, Frankfort, Ky., 
and H. Mead Norton, Oklahoma 
City. 

Business MANAGEMENT: C. A. Mc- 
Robert, Gresham, Ore., chairman; 
William Frame, Amityville, N. Y.; 
vice-chairman; Elson G. Sims, Vin- 


| cennes, Ind.; John Walker, Coving- 


ton, Tenn.; Henry Billion, Sioux 
Falls, S. D.; James A. Gorman, 
Jefferson City, Mo. (ATAM); John 
E. Binns and Clark Moody, both 
of NADA. 

CONVENTION AND Exnuiprrion (ten- 
tative): A. Leftwich Sinclair jr., 
Washington, chairman; Paul R. 
Lauritzen, Richmond, Va., vice- 
chairman; William E. Voyce jr., 
Baltimore; Frank Dawson, Tucson, 
Ariz. (special consultant for non- 


| denominational church service); 


Maurice J. Murphy, Washington 


| (ATAM); Walter M. Kiplinger and 


LeRoy J. Smith, both of NADA. 


Industry Relations: Hanford A. 
Crockard, Berkeley, Calif. (Chev- 
chairman; Charles C. 
Freed, Salt Lake City (DeSoto), 
vice-chairman; R. E. Bickelhaupt, 
Clinton, Ia. (Studebaker); Ray S. 
Darwin, Albuquerque, N. M. 
(Buick). 


Fribley (Cadillac); Bill Hermann, 
Detroit (Rambler); J. P. Morrow, 
Lincoln, Neb. (Lincoln-Mercury); 
J. E. O’Daniel, Evansville, Ind. 
(Oldsmobile); Robert F. Pulliam, 
Columbia, S. C. (Ford); Paul E. 
Ruch, Clearfield, Pa. (Dodge). 

M. H. Yager, Albany (Pontiac); 
James C. Downing, Atlanta (im- 
ported cars); Harry O. McGee, In- 
dianapolis (Edsel); Clive Bradford, 
Denver (ATAM); James C. Moore 
and Paul Herzog, both of NADA. 

Investment: Mims, chairman; 
Lander, vice-chairman; George 
F. Ziesmer, Mankato, Minn.; 
W. S. Edwards jr., Birmingham, 
Ala., and James F. Cousins 

(NADA). 

MemeersHiP: Wilson, chairman; 
Bryden, vice-chairman; Ziesmer, 
Voyce, Archie Pozzi jr., Carson 
City, Nev.; Richard Zimmerman, 
Columbus, O. (ATAM) and Ham- 
ilton (NADA). 

Nationa Arrams: Thomas F’, Ab- 
bott jr. Fort Worth, chairman; 
William J. Cleveland, Crowley, La., 
vice-chairman; Roland Hughes, 
Jonesboro, Ark.; Maurice J. Grant, 
Manchester, N. H.; Arthur E. Sum- 


Committee Appointments 


Are Announced by NADA 


merfield jr., Flint; Fribley, Tom J. 
|number of NADA committees for|Crooks, Austin, Tex. (ATAM) and 


Rowland Kirks (NADA). 


Personnel Relations: Frank 
Collard, Waterloo, Ia., chairman; 
Long, vice-chairman; J. M. All- 
ton, Columbia, Mo.; William C. 
Davis, Bismarck, N. D.; Harry 
B. Craycroft, Vandaila, Ill.; Clin- 
ton A. Steinhoff, Phoenix, Ariz. 
(ATAM) and Ray A, Sullivan 
(NADA). 


Po.ticy aNp Bytaws: William L. 
Mallon, Newark, N. J., chairman; 
Dean Chaffin, Bozeman, Mont., vice- 
chairman; Sinclair, Frederick M. 
Sutter, Columbus, Ind., and Stephen 
S. Simmerman (NADA). 

Pusuic Revations: James R. John- 
son, Hartford, Conn. chairman; 
Hughes, vice-chairman; William H. 
Terry, Jacksonville, Fla; C. B. 
Smith, Austin, Tex.; John R. Fader, 
Newark, Del.; George H. Benjamin, 
Little Rock, Ark. and Conley 
(NADA). 


Truck: McCune, chairman; 
David Holmes, Battle Creek, 
Mich., vice-chairman; Millar 
White, Oklahoma City; Jerry Val- 
liant, Salisbury, Md.; Gilbert L. 
Haley, Lansing (ATAM) and 
Smith (NADA). 


InsurRANCcE Stupy: C. Ed Flandro, 
Pocatello, Id. chairman; Leo B. 
Carey, West Warwick, R. L.; Mc- 
Robert, Walter Duncan, Beckley, 
W. Va; Robert S. Armacost, Kan- 
sas City. 

IntTer-INpustrY HicHway SaFreTy 
Commrrtee: Freed and H. L. Galles 
jr., Albuquerque, N. M. 

Executive Group Life Insur- 
ance—Administrative Committee: 
R. D. McKay, Wichita, chairman; 
George H. Davis, Lewiston, Me.; 
Freed, A. E. White, Columbus, O.; 
Ziesmer and Moore and Cousins 

(NADA). 

NADA RetmeMENT PLAN — Boarp 
or Trustees: McKay, chairman; 
Davis, vice-chairman; Freed, A. E. 
White, Ziesmer and Moore and 
Cousins (NADA). 

Guwe Book Commrrrgze: George 
Wallace, Portland, Ore.; Harrod, 
vice-chairman; David Castles, St. 
Louis; Mims, S. E. Kossman, Cleve- 
land, Miss.; Samuel Stowell, Rut- 
land, Vt.; C. E. Webster, Cody, 
Wyo.; John Evers jr., Albany, 
(ATAM) and Cousins and Lawrence 
(NADA). 


Five Promoted 


By Delco-Remy 


ANDERSON, Ind.—A series of 
personnel shifts and advancements 
to new posts at Delco-Remy divi- 
sion of General Motors have been 
announced by General Manager 
Don L. Boyes. 

The new assignments include: 
Perry W. House as manufacturing 
manager of Anderson plants, re- 
porting to H. G. Riggs, works man- 
ager; John D. Baker as assistant 
chief engineer, succeeding House, 
and Forrest A. Stinson as assistant 
general sales manager for original 
equipment, succeeding Baker. 

R. C. Robertson was named chief 
production engineer, a new post re- 
porting also to the works manager. 
General Sales Manager P. E. Bards- 
ley announced the appointment of 
John R. Mail as Detroit regional 
sales manager, succeeding Stinson 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 








Week Jan. 1 dan. 1 




















Ended Same Ended Total To To 
Feb. 7, Week, Jan. 31, Output, Feb..8, Feb. 7, 
1959 1968* 1959* January* 1958* 1959 
AMERICAN MOTORS 
Rambler ..........-c 8,400 3,724 8,484 34,316 20,036 42,716 
CHRYSLER CORP. .... 1,950 10,475 1,925 51,461 72,427 53,411 
GMarysher on... 950 958 924 5,660 7,431 6,610 
0 500 1,340 530 4,419 4,914 4,919 
DEC osnceccsecssssessesesssssess  sesceseeee 1,462 48 11,440 11,370 11,440 
Imperial  .............0.:0000. 500 255 293 1,613 2,319 2,113 
Plymouth ae 6,460 130 8 28,329 46,393 28,329 
FORD MOTOR . 37,370 32,444 39,585 160,824 168,531 198,194 
Edsel steceosens sonevteee 1,410 310 1,400 5,880 2,058 7,290 
Ford lesessessesesseeeseeseeeee 299030 27,108 31,899 127,943 144,439 157,573 
Thunderbird ............ 1,540 548 1,309 6,087 2,072 7,627 
Lincoln 865 877 758 3,558 4,047 4,423 | 
Mercury soonest 3,925 3,601 4,219 17,356 15,915 21,281 | 
GENERAL MOTO .. 65,060 61,020 65,825 283,630 335,760 348,690 
Buick 7,308 7,171 7,135 35,316 43,563 42,624 | 
SEND — cacseccesseseccencescose 3,750 3,227 3,799 16,553 16,659 20,303 | 
Chevrolet. ....................... 35,600 33,778 36,180 152,163 185,818 187,763 | 
Oldsmobile .................... 9,002 9,787 9,172 40,693 50,346 49,695 | 
SII - -susdetincvnseveesnesconsion 9,400 7,057 9,539 38,905 39,374 48,305 
$P CORP. 
Studebaker .................. 4,000 1,158 3,859 15,526 3,255 19,526 | 
Total Cars, U. S.** ..116,780 109,028 119,678 545,757 600,597 962,537 | 
Revised 


*Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
































Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To Toe 
Feb. 7, Week, Jan. 31, Output, Feb. 8, Feb. 7, 
1959 1958* 1959* January* 1958* 1959 
CHEVROLET ............. 8,200 6,390 7,883 34,794 31,887 42,994 
DIAMOND T. ............... 140 109 136 522 604 662 
SI 70 53 15 235 314 305 
DODGE 1,900 828 1891 7,370 5,415 9,270 
FORD 6,100 5,169 7,019 «28,477 «28,396 = 34,577 
Gmc a 1,705 1284 1746 8116 7,075 9,821 
INTERNATIONAL 3,250 2,663 2,848 5.277 14,458 8,527 
I 360 355 359 «21,461 )4«=s1,580 «1,821 
STUDEBAKER ........... 352 196 376 1,358 494 ~=—s:1,710 
WHITE*** ............... 375 404 382 («1470020 2,151,845 
I ns 2225 1942 2,155 9,112 7,804 11,337 
MISCELLANEOUS** 60 46 70 310 312 370 
Total Trucks, U. S. . 24,737 19,439 24,940 98,502 100,490 123,239 
“Total Cars, Trucks, - a4 ae 
We So one vvvvsssssre 41,517 128,467 144,618 644,259 701,087 785,776 | 
Total Cars, Trucks, 
Canada .................. 8,745 6,767 7,641 34,790 40,174 43,535 | 
Grand Total, 


Cars and Trucks, 
U. S. and Canada... 


Revised 


150,262 135,234 


152,259 679,049 741,261 829,311 


“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
*autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


§.B. All U. S. totals include cars and trucks for military orders. 





NADA Urged to Revise 
Nominating Procedure 


(Continued from Page 3) 


dealers had been poled (sic) by 
the Government. 

Moore said that dealers had 
taken their problems to Congress, 
had exposed themselves in congres- 
sional hearings and that President 
Eisenhower, in signing the so-called 
Good-Faith Law, had called on the 
Justice Department and Federal 
Trade Commission to investigate 
dealer problems and report to Con- 
gress. 

Instead of doing this, Moore 

Pointed out, the Justice Department 

launched criminal grand-jury in- 

vestigations of dealers on price- 
ng counts. 

“Is that good faith?”’, asked 

re. 

As a further indication of lack 
of good faith, he said that Judge 


Pierce Heads YMCA 


PAWTUCKET, R. I—Robert W. 
Pierce, president of the Rhode 


Island Automobile Dealers Assn., 


and owner of Pierce Buick and 
rce Chevrolet, has been named 
ident of the Pawtucket YMCA. 
also has been appointed a 
tor of the Pawtucket Chamber 

€ Commerce. 


ke 


Victor Hansen, now in charge of 
the antitrust department, in reply 
to a question during a television 
interview two months ago, accused 
auto dealers of price fixing and 
skulldugery. 

This, Moore said, was certainly 
an example of seeking to convict 
a group of business men before 
they had been proven guilty. 

Ed Parkinson, assistant general 
manager of the Pennsylvania 
Automotive Assn., discussed an 
Altoona Chevrolet dealer insur- 
ance ‘case which may affect the 
insurance commissions of all deal- 
ers in the state. 

Gilbert Haley, Michigan associa- 
tion manager, reported on a credit- 
card plan developed in Michigan. 
It was pointed out that in contrast 
to efforts to make it easier to buy 
in other fields, there has been a 
trend to make it more difficult to 
buy service and parts. He referred 
to the “No Credit Signs” seen in 
many dealer shops. 


Kauffman Opens Building 

Kauffman Buick Co. has moved 
into its new $100,000 building in 
Spokane, Wash., according to 
Clayton D. Kauffman, president. 


| settled. The strike is now in 


| an official said. 
+ 
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Total Still Exceeds °58 Pace... 





Car Output Declines 
To Year’s Low Point 


(Continued from Page 1) 


Soto and Imperial schedules, the| 
firm will work its Dodge assembly | 
plant Wednesday, Thursday and | 
Friday of this week. The Dodge | 
truck unit, so far unaffected by the 
glass strike, will work its usual | 
five-day schedule. 

Resumption of full production 
would depend on how soon Pitts- 
burgh Plate can refill Chrysler’s 
hoppers with windshields and back- 
lights after the strike has been 
its 
17th week, and it would take at 
least three days following any 
settlement before the glass firm | 
could begin shipments to Chrysler, 


> * 


ADDITION to the Chrysler 
“setback, cessation of all Satur- 
day activity at all makers except 
Ford, Lincoln, Studebaker and 
Rambler have affected car assembly 
operations. 

Rambler produced an estimated 
8,400 cars last week to approach | 
its record-breaking 8,484 assem- 
blies a week earlier, Studebaker 
upped its output from 3859 units 
the previous week to an esti- 
mated 4,000 assemblies last week. 

Studebaker returned to eight- 
hour shifts last week with the com- 
pletion of a 700 worker addition 
to its production force. The com-| 
pany previously had been working 
9 and 10 hour shifts. 

Rambler’s output of 34,316 cars 
during January surpassed its for- 
mer high of 31,584 assemblies dur- 
ing December. 

Ford division worked five plants | 
last Saturday and turned out an/| 

estimated 29,630 cars during the} 
week, compared with 31,899 car| 
assemblies during the previous | 
week, when nine plants worked six | 
days. 
Ford’s Thunderbird operation at | 
Wixom, Mich., upped its output 
from 1,309 assemblies a week ear- 
lier to an estimated 1,540 units last 


| 


compared with 758 units a week | 
earlier. 

In other Ford Motor operations, 
Edsel, working a five-day week, 
upped its output from 1,400 units 
a week earlier to an estimated 1,410 
last week, while Mercury slipped 
from 4,219 assemblies the previous 
week to an estimated 3,925 last | 
week. 


* * 


Game MOTORS, with all five 
F of its divisions working five-day 
schedules, declined slightly from 
65,825 assemblies the previous week 
to an estimated 65,060 units last 
week. 

A breakdown of GM operations 
showed Buick up from 7,135 units 
a week earlier to an estimated 
7.308 assemblies last week; Cad- 
illac off slightly from 3,799 to 
3.750 units; Chevrolet off from 
36,180 to 35,600 assemblies; Olds- 
mobile off from 9,172 to 9,002 
units, and Pontiac off from 9,539 
to 9,400 cars. 

A breakdown of Chrysler Corp. 


* 


GM Dealers Meeting 


BOWLING GREEN, O.—A new 
member of the General! Motors 
President's Dealer Advisory Com- 
mittee is Ralph E, Thayer (Chev- 
rolet) here, who fills the late 
Charles A. Dailey’s unexpired term. 
The committee will meet with 
President J. F. Gordon in Detroit 
this week. 





operations showed Chrysler with 
950 assemblies last week, compared 
with 924 a week earlier; Imperial 
up from 293 to 500 assemblies, and 
DeSoto off from 530 to 500 units. 
DeSoto and Chrysler worked only 
Wednesday, Thursday and Friday 
last week, while Imperial worked 
Monday through Friday. 


* * * 


piney Chrysler Corp, practically 
out of operation the last week 
of the month, the industry wound 
up January with 545,757 assemblies. 
The same month a year ago saw 
the makers turn out 489,915 cars. 
Last month’s total, however, was 
6.4 percent below the 593,920 cars 
built in December. 


Truck output in January total- 
led 98,502 units, compared with 


| 82,306 during the same month a 


year ago, and 95,234 in Decem- 
ber. 

Canadian vehicle output in Jan- 
uary totalled 34,790 units, com- 
pared with 33,096 during the same 
month a year ago, and 38,914 in 


| December. 


> + * 


Roce output in the U. S. last 
week totalled an estimated 24,- 
737 units to remain on par with 
the 24,940 turned out a week earlier. 
The week ended Feb. 8 a year ago 
saw the makers produce 19,439. 

Canadian makers built an esti- 
mated 8,745 cars and trucks last 
week, compared with 7,641 ve- 
hicles a week earlier, and 6,767 
during the week ended Feb. 8 a 
year ago. 

Of the total vehicles produced in 
Canada last week, 7,335 were cars 
and 1,410 were trucks, compared 
with 6,288 cars and 1,353 trucks a 
week earlier. Chief factor in the 
climb was the return of Chrysler 
Corp. to the production scene after 
having its car output idled the 
previous week by a strike. 


Salesmen Vie for Cash 
In M-E-L, AMC Contests 


DETROIT.—Rambler and M-E-L | 
division are conducting incentive} 
programs under which dealer sales- | 
men can augment their incomes by | 


Called “Test the Best,” it is a 39- 
day event that closes Feb. 28. 

A salesman receives a $10 bonus 
for each Ambassador he sells dur- 


week, Thunderbird worked six|8°0d performances during Feb-|ing the period, but he must give 
days the last two weeks as did | Tuary. Each plan includes a dem-/| at least 30 Ambassador demonstra- 


Lincoln, which also is built at the | 


| Wixom plant. Lincoln turned out 


an estimated 865 cars last week; ! 


At NADA Clinics ... 


onstration-ride feature. | 
The Rambler contest is de- 
signed to boost Ambassador sales. 


Service Interest Grows 





(Continued from Page 1) 


learned what his company could | 
do for them, many wanted to sign | 
up right away rather than wait for | 


a man to call on them at home. 
> > > 


practory men manning the) 
service consultation areas said | 
they have had more dealer visitors 
and that more dealers have asked 
how they could improve certain 
phases of their service than in any 
year since these areas were estab- 
lished as a standard part of the 
show. 

The factory men said many 
dealers looked forward to visiting 
the service representatives of the 
cars they sell. Men in the Stude- 
baker and Rambler areas said 
dealers even came to them to 
inquire about obtaining fran- 
chises for those makes, 

Factory used-car merchandising 
managers reported they were get- 
ting “a good play,” especially since 
this is the first time that they have 
attended an NADA convention in 
their official factory capacity and 
that the area set aside for them 
was not publicized too widely. 

All felt that this program should 
be continue at future NADA meet- 
ings. 


* * * 


T= chief gripe of both exhibi- 
tors and factory service men 
was that NADA did not give serv- 
ice more attention in the conven- 
tion program, It was quite evident 
that NADA officials will hear con- 
siderably more on this subject 
before another convention rolls 
around. 
NADA, however, did do a 
couple of things to spark dealer 


attendance at the exhibit that 
were appreciated. One was a 
daily “flash” bulletin that was 
put on the meeting-room chairs 


| and otherwise distributed, 


The bulletin played up a prize 
drawing, another new feature at 
this convention, To be eligible for 
a prize, a dealer had to be in the 
service exhibition area when the| 
winning numbers were drawn. 

> > > 

7s opening-day bulletin sug- | 

gested that dealers from cities | 
near Chicago send for their service 
managers to come to the show. 
More than one dealer told this 
writer that he had acted on the 
suggestion. 

Although certain “old-line” ex- 
hibitors of shop equipment will 
exhibit in Chicago again at’ the 
ASI in mid-February, they still 
demonstrated their loyalty to the 
auto dealers by coming into this 
show just as they have in the past. 


2 North Carolina Units 


Choose Officers for °59 


HIGH POINT, N. C.—Auto dealer 
associations in High Point and 
Pitts County have elected officers. 
Heading the High Point group are 
A. R, Bernot (Oldsmobile-Cadillac), 
president; W. F. Mauldin (Buick), 
vice-president, and T, Carey Ilder- 
ton (Dodge-Plymouth), secretary- 
treasurer. 

Pitt County officers ate Bob 
Young (Chevrolet), Bethel, pres- 
ident; G. D, Hathaway (Chevrolet), 
Farmville, vice-president, and E. E. 
Dennis (Ford), Bethel, secretary- 
treasurer. 


tion rides during the contest, Ten 
of the demonstrations must be 
made by Feb. 10. 

In addition, dealers pay their 
salesmen $1 for each demonstration 
ride up to a maximum of 34. 

There's also a bonus for dealers. 
An Ambassador quota has been set 
for each Rambler dealer, and the 
dealer in each district who sells the 
highest percentage of his quota re- 
ceives $10 for each Ambassador sold 
by his dealership. 

Winning dealers also receive a 


|refund from the factory of the $1 


per demonstration ride they have 
paid their salesmen. 

Under the M-E-L program, 
salesmen receive $30 for each 59 
Mercury, Edsel, Lincoln or Con- 
tinental sold during February 
after they reach a stated mini- 
mum. 

The minimum is one-half of the 
dealership’s December sales divided 
by the number of salesmen at the 
end of December. The minimum is 
the same for all salesmen in a 
single dealership. 

For example, if a dealership sold 
60 new. cars in December and had 
five salesmen at the end of the 
month, the contest quota per sales- 
man would be six cars. No house 
deals are considered, either in set- 
ting the minimums or in the con- 
test itself. 

In another part of the M-E-L 
event, a salesman is permitted to 
place a card in a lottery for every 
demonstration ride he gives during 
February. 

At the end of each 10-day pe- 
riod, seven cards will be drawn 
in each sales district, The first- 
prize is $100, and the other six 
winners receive $25 each, 

Other current incentive programs 
for salesmen include Chevrolet’s 
conquest campaign to woo Ford 
owners and a Buick promotion in 
which a salesman can win $25 on 
the spot if he gives a good presen- 
tation (including demo ride) to a 
mystery shopper. 
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a 
under dealer new-car preparage 
tion. 

On Chevrolet, the dealer ig g} 
lowed $40 to get the cars ready fo 
delivery. Some dealers put in $4 
worth of work in preparing the 
cars, while others may put in §, 
| serving the customer rather than The dealer who puts in $40 on his 
| just serving the product, own cars is reluctant to underwrite 

S. A. Skillman, head of Stude- the dealer who skimps. 
baker-Packard sales, asserted that ee eke 


the economic outlook is great and Against Restricted Sales : 





From the Hotel Halls .. . 


Tuning In to Convention Talk 


cessful Pontiac dealer, did not 
commit himself, but he said that 
he would make no move to seek | 
the job. 

Incidentally, NADA is not rush- 
|}ing to fill the job, The board con- 


(Continued from Page 1) 
ening the franchise system of | 
which they are a part. 

Thus, these efforts will continue. | 
There is an atmosphere of 


~ 


challenging. 


met As 


6 nl 


‘ : 
‘ 


‘ senag yeah aes ~ 


nervousness in the small-car talk. 
Some corridor talk which seems 
to carry a factory scent is to the 
effect that it is no longer a ques- 
tion of whether the small car will 
go over, but rather will it go 
over so big that it will kick the 
props out from under the present 
big lines? 

Should dealers in the medium- 
price lines be given the small car 
to prop them up? Or should the 
low-priced dealers get it because 
they have more dealers and can 
give it broader coverage? 

You even catch a trace of this 
at the press conference with Dean 
Chaffin, retiring NADA president. 
In reply to a question, Chaffin said 
he “doesn’t think anything made 
by Chevrolet shdlld be distributed 


by anyone but Chevrolet dealers.” 
> > > 


Bell Successor? 


December board action of 

firing Fred Bell as executive 

vice-president, which caused con- 

siderable upset at the time, had no 

apparent repercussion at the con- 
vention. 

Little was heard on this subject 
in the halls and hotel rooms, except 
for efforts to plug a candidate for 
the job. For example, Albany (N. Y.) 
dealers are suggesting that M. H. 
(Doc) Yager, Pontiac dealer who 
tangled with Harlow H. Curtice, 
who was president at GM at the 
time, in the congressional hearings 
of the winter of 1955-56, should 
succeed Bell, These dealers are 
among those who contend that 
NADA’s manager should have re- 
tail experience. 

__ Yager, who continues as a suc- 


GMC’s Jennings, 
Robertson Upped 


PONTIAC. — Appointment of 
Richard T. Jennings as truck mer- 
chandising manager for GMC 
Truck & Coach division has been 


R. T. Jennings A. B. Robertson 


announced by R. C. Woodhouse, 

general truck sales manager. 
Jennings succeeds Henry T. De- 

Hart, who has retired. He headed 


GMC’s advertising and merchandis- | 


ing activities for 30 years. 

Succeeding Jennings as truck 
sales promotion manager is A. Bar- 
clay Robertson, formerly technical 
service engineer in the engine sec- 
tion of GMC’s Service Department. 

Jennings joined GM in 1941 and 
worked for General Motors Accept- 
ance Corp. and the Allison division 
before being transferred to GMC. 
Robertson has been with GMC 
since 1947. 


Four Appointed 


By Dayton Rubber 


DAYTON, O.—Dayton Rubber Co. 
has established four new manufac- 
turing positions as a prelude to ex- 
panded tire production. 

Charles Wyman, formerly in 
charge of tire engineering, has been 
named production manager, and 
Charles Moore, Denver, has been 
appointed manager of tire develop- 
ment here. 

Robert Radow, a research labora- 
tory specialist, will be responsible 
for processing and quality controls, 
and Elbert Davis has joined Dayton 
Rubber as chief tire compounder. 


Joy Sells Ford Deal 


John Comstock has purchased 
Ford Sales and Service Co, in 
_* Colo., from Howard H. 





| sidered a job description of the 
| post following the convention and 
a committee plans to start inter-| 


views March 23, with a view of 
having recommendations ready for 


| the June board meeting. 


What happened to bootlegging? 
Dealers from widely separated 
areas of the country agree that the 
Price-Disclosure Law has _ elimi- 
nated new-car bootlegging as a 


major dealer problem. 
> * : 


GM’s Approach 


— insight into factory think- 
ing was given at the 30-Year 
Club breakfast Tuesday when fac- 
tory dealer relations vice-presidents 
spoke briefly. 

W. F. Hufstader, GM’s distribu- 
tion and dealer 
relations chief, 
emphasized that 
GM was ap- 
proaching dealer 
relations from the 
basic position that 
the dealer must 
be in a position to 
make a profit. In 
line with this, GM 

| sought to sharpen 

the dealer busi- 

W. F. Hufstader ness Management 

position the other day by changing 

the accounting setup so that deal- 

ers will be able to look at each 

department of the business individ- 
ually. 


He said that GM continues to 
scrutinize the markets of the coun- 
try with a view of giving each 
dealer adequate market potential. 
His corporation, he said, is seeking 
to upgrade the level of salesmen 
through a retail training program 
of four phases, involving ap- 
proaches to the dealer, the sales- 
manager, the experienced salesman 
and the inexperienced salesman. 


He slapped at the gimmick ap- 
proach, which, he said, puts the 
salesman in the position of looking 
for a sucker instead of a customer. 

On territory security, Hufstader 
said that GM is still in favor of the 
type of territory security it had 
before the Justice Department 
caused GM to drop it in 1949, 

The new year, he said, is under 
way in good fashion and looks like 
it will be a sound year. 


Boiled Off Fat 


ENSON FORD, head of Ford 
Motor Co. dealer relations, told 
the veteran dealers that while 1958 


NS 


C. L. Jacobson Benson Ford 
had been rough, it had boiled some | 
fat off the industry, and put it in 
good shape to make the most of 
the year ahead. 

Charles L. Jacobson, vice-pres- 


ident of Chrysler dealer relations, | 


pointed out that there has been a 
quickening pace of auto innovations 
and that the opportunities existing 


8S. A. Skillman Roy Abernethy 
in the auto industry are as great 
as ever. 

Roy Abernethy, American Mo- 
tors distribution chief, noted room 
for improvement in industry public 
relations. He called for a service 
attitude that involved the ideal of 


$1,000.00 A 


SALES MANAGER- 


Incidentally, new officers of the 
30-year club are A, B,. Smith, Port- 
land, Ore. president: Harold 
Draper, of Saginaw, Mich. vice- 
president, and George A. Davis, 
Lewiston, Me., secretary. 

7 = > 


|Customer Security 


N DISCUSSING territory secur- 
ity, many dealers took the posi- 

tion brought out in a talk by Fred- 
erick H. Mueller, Undersecretary of 
Commerce, that this involved cus- 
tomer security as well as territory 
security. 

Mueller contended that any high- 
priced, complicated product like 
the automobile must be supported 
by a merchandising program which 
provides assurance of service. 

Dealers, in referring to the Jus- 
tice Department’s efforts to assure 
competition on price, asked: Does 
the Justice Department operate on 
the principle that price is every- 
thing in competition? 

They added that unrelieved price 


RATES: TWENTY- 
lle PER WORD. PA 





| left, 


| Contest Winner— 


Hull H. Harris, center, sales manager 
for Reliable Motors, Inc. (Chrysier-Plym- 
outh-imperial), Chottanooga, Tenn., re- 
ceives a prize check from John V. Cooper, 
Chrysler regional manager, 
ing in a top performance in the sales 
Managers’ 1958 Sell-Out Program. At right 
is W. T, Page, head of the dealership. 


competition puts in jeopardy serv- 
ice to the customer. 

Harold Draper, for example, 
pointed out that there is confu- 
sion among buyers as to what 
the factory warranty covers. 
Often, he says, owners who 
bought elsewhere on a price 
basis will come to his shop seek- 
ing adjustments under warranty 
which are not covered, The work, 
he said, should have been done 


for turn-| 


\ hubeimay Be chqned wile Rael 





FFERING clarification of the 
territory-security situation 
Chaffin said at a press conference 
that while he favored NADA’s ef, 
forts to remove the legal barrier 


|to territory security, he personally 


would be opposed to restricting 
new car sales. 

Chaffin says the essence of the 
NADA position is that when a 
car finally comes to rest in a 
particular area, the dealer in that 
area should be compensated if he 
services the car as called for by 
the factory. 

For the record, it is unlikely that 
any NADA leader would concede 
the possibility of defeat of its leg- 
islative program. However, inform- 
ally dealers believe that legislative 
action during this session is not in 
the cards. They point out that Con- 
gressmen are extremely reluctant 
to act in the face of division within 
a trade asking for legislation. 

And forceful opposition to terri- 
tory security already has been ex- 
pressed. 


‘ 
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HELP WANTED — 


SALES MANAGEMENT 
TRAINEE 


Large national organization with offices 
in many major cities, needs a man 
with soles experience to solicit and 
service automobile dealers. Not just an 
ordinary sales position, but one with 
account executive type of contacts. Pre- 
fer mon presently employed in sales 
position where opportunity for ad- 
vancement is limited but individual has 
ability to progress. This position leads 
to sales management responsibilities. 
An initial training period of approxi- 
mately 18 months would require ex- 
tensive travel. Need man age 30-35, 
mature personality, neot appearance. 
Submit resume of your education and 
experience; give solary expected and 
telephone number. 


Box 171, c/o Automotive News, 
Detroit 7, Michigan 


MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—shop equipment. 
Terrific commissions. Free 32 page cata- 
log—jobber discounts, BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 
sylvania. 

Nationwide company 
in auto parts industry wants experienced 
sales manager. College education pre- 
ferred. Must be capable of hiring, train- 
ing, and supervising our expanding sales 
force in Michigan and Indiana. Salary 
and expenses. Send complete background 
resume to Box 187, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER—1,000 unit subur- 


ban Ford, middiewestern city. Attractive 
opportunity for one who has had re- 
sponsibility operating entire dealership. 
Salary and bonus on net profits before 
taxes with privilege purchase stock with 
bonus. Write complete details, personal 
history and past experience. Replies 


treated confidentially. Box 188, c/o Au- | 


tomotive News, Detroit 7. 

WANTED: GENERAL MANAGER who 
knows all phases of dealership operation. 
The man we want must have sufficient 
automobile dealership managerial expe- 
rience to get factory approval and man- 
age dealership on a buy-out basis. Please 
write us, in confidence, fully about your- 
self, stating age, family status, experi- 
ence, references, compensation expected 
and the amount of your own money you 
can invest, if any. Also enclose a recent 
snapshot of yourself. This is a golden 
opportunity for the right man. Box 189, 
c/o Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives, $7,000 to $12,000 
caliber, Illinois — Ohio — Southeast. Ex- 
clusive territory. Excellent future. Box 
202, c/o Automotive News, Detroit 7. 


HELP WANTED 


SALESMEN to sell the book 
COSTS which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—-No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


SALESMEN needed to sell THE CAR, 
BUICK ‘59. Will consider only qualified, 
experienced men. Well established deal- 
ership, good compensation plan. Live in 
the fabulous ‘‘Valley of the Sun.’’ Air- 
mail complete background and picture. 
Cc. W. Burns, Metropolitan Buick Com- 
pany, 621 North Seventh Ave., Phoenix, 
Arizona 


SERVICE MANAGER for volume metro- 
politan Buffalo Chevrolet dealer. We 
must have man capable of handling all 
phases of service operation, customer rela- 
tions, employe relations, factory claims 
and relations. Salary and conimissions 
commensurate with productivity. Our 
employes have been informed of this 
advertisement. If you can fill the bill 
write Box 203, c/o Automotive News, 
Detroit 7 


Imported Car 
DISTRICT SALES MANAGER 


Leading foreign car distributor has openings 
for qualified District Sales 
Eastern Seaboard region. Must have whole- 
sale and retail experience, be capable of 


Managers in| 


handling situations and making decisions in | 
the field. Travelling required. Many benefits. | 


Box 197, c/o Automotive News, Detroit 7. 


RESPONSIBLE YOUNG MAN wants chal- 
lenging position in sales or management. 
5% years’ experience in all phases of 
auto dealership, including retail sales, 
general management, credit and collec- 
tion. Degree in Business Administration, 
accounting background. Prefer truck, 
parts, or financial fields. Thirty-four 
years old, married, willing to relocate. 
Elliott Rosenberg, 1603 West McCarty, 
Jefferson City, Missouri. 


GENERAL MANAGER or sales manager— 
Ford and GM experience. Aggressive, 
young, good closer, proven record. Thor- 
ough knowledge of dealership operation. 
Prefer Texas location. Box 164, c/o 
Automotive News, Detroit 7. 





USED CAR MANAGER—15 years’ suc- 
cessful background with ‘‘Big Three’’ 
wants to relocate in Las Vegas, Nevada 
area. Box 190, c/o Automotive News, 
Detroit 7. 


BUSINESS MANAGER—experienced with 
factory and large volume dealer. Will 
handle multiple dealer operation. Box 
176, c/o Automotive News, Detroit 7. 





POSITION WANTED 


‘“‘AUTO | POSITION WANTED AS GENERAL MAN- 


AGER of automobile dealership or sales 
representative for auto parts. 
able experience in both at factory and 
dealer level. Box 162, c/o Automotive 
News, Detroit 7 

GENERAL MANAGER— Interested in Gen- 
eral Motors dealership that needs a 
$20,000 dollar a year manager (who will 
earn his pay). Have complete adminis- 
trative ability and training in building 
and operating a profitable dealership, A 
manager who can build a strong sales 
team, increase gross profit, cut recondi- 
tioning costs, increase service coverage, 
handie all factory relations. If you have 
a 1,500 new and used car potential, I 
would like to talk to you. My character 
and ability will pass the acid test. Box 
183, c/o Automotive News, Detroit 7. 


GENERAL MANAGER or GENERAL 
SALES MANAGER—Thoroughly experi- 
enced in all phases of retail operation. 
The days of gimmicks, fast systems and 
misleading advertising are over. Hard 
work with quality policies backed by 
sincerity are the foundations for suc- 
cess. If you need a right hand man 
whom you can trust and put confidence 
in to achieve a job, then I am your 
man. Thirty-four years ald, married, two 
children, college, excellent character, best 
references, financially sound. Ten years’ 
experience. Would consider investment in 
the right dealership. Box 191, c/o Auto- 
motive News, Detroit 7. 


GENERAL MOTORS PARTS MANAGER— 
10 years’ experience with Pontiac agency, 
familiar with all phases parts depart- 
ment operation, Thirty years of age, 
married. Prefer southern location, will 
consider other areas. Box 192, c/o Auto- 
motive News, Detroit 7. 

MANAGER—We need each other if you 
are looking for a man to take over your 
duties of operation. I have twenty-five 
years’ of experience in all phases of new 
and used car field. Location immaterial. 
All replies strictly confidential. Box 193, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and 
responsible, Thoroughly experienced in all 
phases of dealership management and 
operation, with proven buyers record of 
very successfully and profitably manag- 
ing one of General Motor’s largest met- 
ropolitan dealerships, Have good habits 
and excellent references. Can stand the 
most rigid investigation, and will assure 
maximum operating results of any deal- 
ership, Financially able to buy part in- 
terest in dealership if desired, All replies 
will be kept strictly confidential. Box 
181, c/o Automotive News, Detroit 7. 

BUSINESS MANAGER — Handled credit, 
car and truck financing, accounting and 
insurance in GM dealership. 
old, married, not afraid of hard work 
and responsibilities, Prefer west coast 
or mountain states. Box 174, c/o Auto 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


ED 

HANDLING OLDSMOBILE—CENTRAL 
FLORIDA—Sell complete operating busi- 
ness with lease on property. Selling 450) 
new and used cars. Box 165, c/o Auto 
motive News, Detroit 7. 
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. In reply give age, back- 
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DEALERSHIP HANDLING PONTIA Cc, 

Vauxhall and GMC truck in smal! South 
Carolina county seat, good textile and 
farming area, $19,500 buys parts, shop 
equipment, tune-up equipment, office fix- 
tures, Texaco filling station, body and 
fender shop. Accounts receivable and 
fmance reserve. No used cars nor real 
@tate Box 199, c/o Automotive News, 
Detroit 7. 


i D 
MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, new 
lower prices for fast sales, Write for 
catalog or phone 920 Alma, Michigan 
and ask Ken Mitchell 






































“BIG THREE” 


DEALERSHIP WANTED—CHICAGO sub- 


GM OR FORD DEAL with planning po- 





Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will 
you make more auto sales to Military per- 
sonnel ., . 


San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Milita 








AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 





STOP LOSING 





about the new | We handle all branches of the service, tech. 












AUTOMOTIVE NEWS, FEBRUARY 


CARS FOR SALE 


VOLKSWAGENS 


TOD-O-CAR, INC. 


1415 Haines St., 
Philadelphia 26, Pa. 


WaAverly 7-3500 


DEALERSHIP WANTED 


DEALER interested in 
buying-out Ford or Chevrolet dealership 
in Detroit area. Necessary cash avail- 
able. Factory approval assured. Box 168, 
c/o Automotive News, Detroit 7. 


urb or Florida, 400 to 500 new car sales, 
with greater potentials. Chevrolet ‘or 
Ford. Submit full details in confidence. 
Box 196, c/o Automotive News, Detroit 7. 





tential of 600 units annually, Have cash 
and factory approval assured, Please 
submit full details in strict confidence. 
Box 200, c/o Automotive News, Detroit 7. 


DEALER SERVICES 





Immediate Delivery 


help 1959 sedans, convertibles, 


Karmann Ghias, Micro Buses, 
All commercial models. 


N. C., S. C., GA. Representative: 
J. C. Clanton, Darlington, S. C. 
Phone: L. D. 2 


because: 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We finance, or refinance, anywhere in 
the world, at low, money-saving rates 
for officers and enlisted personnel of 
pay grades E5 and above... on @ 
simplified, non-recourse basis, 


MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadwa 





Personnel" 
(USAA Insurance available 
to qualified officers) 


VOLKSWAGENS 


Sedans - Convertibles 
Ghias 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—E quipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


1959s 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Fully Americanized, A.S. 1 Glass Seal- 
beams, Mileage Speedometers, Direc- 
tional Signals, Leatherette, Bumper 
Guards. 


Also Mercedes-Benz 
"54s, "55s, ‘56s. 
Immediate Delivery 
WE SUPPLY ENGLISH MANUALS 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 


EMpire 1-1690 


|| Attention: West Coast 
Dealers. 
Three shipments coming in shortly to 


West Coast Ports. If interested, please 
contact us. 


Detroit 27, Michigan 
WeEbster 3-6445 


NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,"’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your ‘59 edition today for 
only $10— three year subscription $18 
(including all supplements). AUTO 
coats, Box 224, Dept. 3Z, New York | 
1, N. ¥. 





Air Force Cadets 


Ne Down Payment 
36 Months te Pay 
Lew Bank Rates 
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Will respond only to confidential, written 
Teplies, E. E. Holman, 8311 San Benito 
Way, Dallas 18, Texas. 


DEALERSHIP WANTED—‘‘BIG THREE”’ 
—in southeastern Florida, Will pay cash 
and lease or buy facilities, Factory ap- 
al assured. Strictly confidential. Will 
attractive deal immediately, Box 

, ¢/o Automotive News, Detroit 7. 


TRAL 
g busi- 
ng 45 

Auto 





For more information call or write: 


. Glenn Thomas or 


Ben Frazer 


Flanders 3-7393, 275 Lemay Ferry Rd., 
St. Louis, Missouri 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 








| WhHitney 3-6666. 
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CARS FOR SALE 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 


dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, IIlinois 
DElaware 7-7272 





Don Miller 


MERCEDES-BENZ—Wholesale '56, ‘57, '58 
models, Delivery time 2-4 weeks. Dealer 
centrally located in midwest. Reply Box 
179, c/o Automotive News, Detroit 7. 


Imported & Sports Cars 
Wholesale 


Always a large selection 
in stock! 


We Accept Orders 
For 1 or 100 Cars! 
Sam Kampel—Wholesale Division 


Le Val Auto Imports, Inc. 


1025 Northern Bivd. 
MA 7-7400 


Roslyn, N. Y. 


SKIP—Man using name Bill Dawson, col- 
ored, 27 years, wife Euginia. Last known 
address 2225 W. Broadway, Louisville, 
Kentucky or Springfield, Kentucky. 1956 
Ford Fairlane, blue and white. Motor 
No. M6UT 123119. Usually in hauling 
business or employed as truck driver. 
Call collect Mr. William Whitnel, Conti- 
nental Investment Corp., 713 East 
Broadway, Louisville Kentucky. JUni- 
per 3-6553. REWARD $100 for informa- 
tion leading to recovery of automobile. 





PARTS FOR SALE 
LLOYD PARTS—Orders shipped promptly. 


Al Lioyd Motors, Inc., Fort Lauderdale, 
FPiorida. 


PARTS WANTED 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 


ate orders to: Jack's Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 





LEASING 


MR. RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 








to: Ridgway, Courtesy Credit, 2838 N. 
E, Sandy, Portland 12, Oregon. 








MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 
Hook-Up 
0.8. Factory Net) 


Four Clam 
DEALERS’ SPECIAL fr. 


$44.85 Fed. Tox incinded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 


“Leaders in the Industry 
Since 1939" 


Canodion Distribvters 


FIVE WHEELS, LTD. 


599 Y¥ Se. 
Teronto, 





oe Water to Clean 

ite Wall Tires. 

Buy the Formula, Mix it, 
Spray it on 


Melts Road Grime Away 
Just One Spray 


2 Minutes to Mix 2 Gallons 


Costs Less Than 10 cents Per Galion to Make 
Buy the Formula for $5.00 


What are you now paying per gallon? 


FORMULAS, INC. 


288 Groveland Street 








1959 PRICEMASTER 


The encyclopedia of dealer cost 
American cars, three trucks, 
—plus all optional accessories — Shows all 
Standard Equipment for All ee 
subscription price—$i0. 5% discount for 

with order, All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES co., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 





DECAL TRANSFERS 


rRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3. Ohio. 
ANTIQUE CAR WANTED 


WANTED: 1935 FORD PHAETON, re- 
stored or restorable. Send information to 
Dick Dollison, Fairmont Box Company, 
Fairmont, West Virginia. 


SHOP EQUIPMENT WANTED 
WEAVER TWO POST HOISTS — 88” to 
106” and 108” to 270”. Also Beam full 
pit frame machine and front end Vis-A- 
Liner. O’Brien Ford Sales, Inc., 415 8. 
Monroe St., Monroe, Michigan. 
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AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Truck Dealer [) 


Mphe GF Cake soc cvesccccccedeccoscccatecnséecds Qhacccadscotccienie 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


eeeeeeee 


Manufacturer [] 


Financial [) Supplier (J 


2-9-59 





How much 
local advertising 
can a 
15109 103.4 


dealer 
in 


DALLAS 
get for... 


$39.48? 


That amount buys 74 lines (scarcely more than 5 inches) in The Dallas 
News or — a full-color, full-page ad in The Saturday Evening Post! 


a> - cate pts See 


oI AN 


Every Buick ad in the Post reaches 116,800 prospects right in Dallas — 
Post-Influentials who not only buy cars, but help sell them, too! 


Yet the factory’s cost per Dallas dealer is only $39.48. That’s efficiency, 
that’s sales power . . . at the local level! 


Proved! Buick gets more than 29 million Ad Page Exposures — 29 million 
face-to-face contacts with Post-Influentials—with every ad it runs! 


Like to know how many of your local prospects your factory’s ad will reach 
... and at what cost? Drop me a card. Let me know the make of car you sell 
and your city. Jim Gavagan, Vehicle Marketing Mgr., The Saturday Eve- 
ning Post, Independence Square, Phila. 5, Penna. 


YOU CANT BEAT 


Bitar aliate. } ' 
- A CURTIS MAGAZINE 
ha he r an | ati 
aT. a 


ee 
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FOR LOCAL IMPACT ! 





